PEC GOS e 


’ Those dark shadows are strikes 
and threats. 

* ” 7 
_ A $7 billion deficit in 1950? Some 
gay so in Washington. 
‘ ~ * * 
’ A concrete example of the value 
of research is the test of a rubber 
¢ompound in street pavements. 
* * * 
| Gold was in the news in 1890, 
‘too. That year marked the end 
“of the coinage of gold $3 and $1 
coins and the three-cent piece 
‘made of nickel. 
ne * * + 

“Caution on Overproduction,” 

jays an Automotive News headline. 
‘No reference whatever to overpro- 
duction on needed sales efforts, 
Srever. 

* *~ + 
- Just because it’s National 
‘Sweater Week, there’s no reason 
to let the politicians keep pulling 
the wool over our eyes about 
their inability to cut taxes. 

+ * + 


House members are back, but 
hey have been back before, too. 
And the auto taxpayers found 
hemselves further behind in being 
he foremost group to tap for 


nore money. 
7 * * 


dll Hinges on Sales 
+ The way things look now, U. S. 
juto makers should write 1949 
down as the best output year of 
lltime. 
; But that prospect still doesn’t 
teep observers from chanting: 
‘Will sales keep them producing in 
December as they did in May?” 

oa 


* 1 


Taxes Break Record 


Federal, state and local govern- 
~wnent taxes in 1948 amounted to a 
-tecord of $54,500,000,000, or $372 per 
'erson in the U. S., according to a 
Bo. by the Bureau of the Cen- 
“Sus. . 

’*The previous high of $53,000,000,- 
'900 was for 1945. Tax collections in 
(947 had amounted to $49,600,000,000 
or $344 per capita 
~ * +” 
Saving Rate Dips 
- The rate of personal saving, 
"which rose steadily in the period 
/*rom mid-1947 to mid-1948, has 
‘since the third quarter of 1948 
‘tended to level off, the Office of 
| Business Economics reported last 
| week. 

After reaching unprecedented 
| \4mounts during the war years— 
oth absolutely and relatively—as 
"+ result of high incomes, price con- 

rol, rationing and patriotic induce- 
/ ments to save, personal saving de- 
' lined rapidly after the end of the 
4, var and reached a postwar low in 
"arly 1947 in spite of a rise in 
* ncome, according to an analysis in 


“he September issue of the Survey 
' 


(of Current Business. 





Output Stays at High Clip; 


(149,331 Built 


i By Bernie Thomas 
i; Associate Editor 
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Nash Cuts Prices 
$73 to $140 on 
Its °50 Models 


Mechanical, Safety 
Changes Featured; 
Hydra-Matic Offered 


oo 1950 Nash went on dealer- 
ship display last week, introduc- 
ing Hydra-Matic drive as optional 
equipment on Ambassadors and a 
new name for the lower-priced 
series—the Statesman. 


Nash bodies and front ends re- 
main the same as on the Airflyte 
designs first brought out on 1949 
models a year ago. Mechanical and 
safety improvements predominate. 

Advertised-delivered prices on 
1950 Nash cars are $73 to $140 
lower than those on 1949 models, 
it was announced by George W. 
Mason, president of Nash-Kelvi- 
nator. 

Lower prices are possible, Mason 


said, largely because reduced pro- @- 


duction costs have resulted from a 
freer flow of materials and the 
elimination of steel ingot conver- 
sion. Another factor, he said, is 
the steady increase in production 
and sales which has been accom- 
panied by a corresponding reduc- 
tion in unit costs. 
+ os oo 


NASH plans to build almost twice 
+* as many cars from September 
through December as it produced 
during the same period last year, 
Mason said. 

According to H. C. Doss, sales 
vice-president, a business coupe 
has been added to the 1950 States- 
man line. Its factory - delivered 
price is $153 less than the lowest- 
priced 1949 model. 

The new Nash cars will be of- 
fered in two series—the States- 
man Airflyte (formerly the 600), 
in the low-medium price field, 

(Continued on Page 56, Col. 1) 





in Week 


averaged about 30,000 cars and 
trucks, and both weekly totals were 


BAKING hay while the sun still | near alltime high levels, September 
shone, this nation’s automotive | schedules thus far have been ex- 


lants last week built 128,958 cars | 


' d 20,373 trucks—a total of 149,331 
Vehicles, according to AvToMmorTive 
Ews estimates. 

That accounting would raise to 
more than 300,000 units the num- 
ber produced in the past two 
weeks. Output in U. S. plants the 
week before included 129,318 cars 
‘And 20,978 trucks for a total of 
150,796. 

‘Daily output during both weeks 


: 


actly opposite of what industry 


|observers had anticipated. 


Many plants had been expected 
to trim this month’s operations 
somewhat below those which in 
August ‘resulted in a record pro- 
duction month. 

+ * * 
UT, in’ contrast, September 
schedules in many cases have 
(Continued on Page 58, Col. 1) 


Top Cars 
New-car registrations for seven 
months, plus 16 states for Au- 
gust: 

1949 Pos. 
1—568,696 
2—439,346 
38—291,534 
4—221,520 
5—180,844 
6—154,071 
7—140,644 


1948 Pos. 
423,583— 1 
225,253— 2 
198,148— 3 
151,036— 4 
138,782— 5 
109,291— 7 
128,657— 6 

88,603— 8 
67,999—12 
71,507—10 
713,893— 9 
62,872—13 
47,434—15 
48,190—14 
34,174—17 
69,808—11 
16,849—18 
14,606—20 
42,602—16 
16,779—19 


Make 
Chev. 
Ford 
Plym, 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
Packard 
DeSoto 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 


13— 60,283 
14— 58,103 
15— 49,030 
16— 39,404 
17— 23,468 
18— 17,420 
19— 12,827 
20— 7,107 
21— 4,187 Ang.-Pref. %157—22 
22— 1,881 Austin §,833—21 
Total All makes 
2,732,597 2,089,958 

For further details see page 

32, today’s issue. 
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Used-Car Prices Slip, 


Sales Off, but Drastic 
Drop Called Unlikely 


Inventories Kept Low With Stress on Fast Turnover; 
Dealers Optimistic for the Next 90-Day Period; 
West Coast Reports Improvement 


Ss prices and volume are 
slipping in most cities, although 
West Coast areas report an im- 
provement. 

However, no drastic tumble 
such as occurred last winter is 
indicated in an Automotive News 
survey made two weeks after 
Labor Day. 

(While in industry circles the 
Nash cut on new models was not 
expected to start a chain of cuts, 
public expectancy of such action 
by other makers might have an 





IMPROVEMENTS MADE IN NASH FOR 1950—Both new Nash lines, designed to minimize 
wind resistance, feature fully-enclosed front fenders, passenger compartments 9 feet, 4 inches 


long, four-wheel frictionless coil springs, redesigned curved instrument 


anels and twin 


corvertible beds (can be made up single en route, double when stopped). The Statesman 
is the lower-priced of Nash offerings and replaces the 600. The higher-priced Ambassador 
(above) offers Hydra-Matic as optional equipment. (See other photos on Page 56). 


NADA Studies GM Move 


End of Territory Protection Under ‘Advisement’ ; 
4. Makers Retaining Clause 


HILE NADA took General Mo- 

tor’s action under “advise- 
ment,” there were no indications 
last week that Chrysler Corp., Hud- 
son, Nash and Studebaker plan to 
follow GM’s lead in dropping terri- 
torial protection for dealers (AuTo- 
MOTIVE News, Sept. 19). 


The remaining auto makers— 
Ford, Lincoln-Mercury, Kaiser- 
Frazer and Packard—do not have 
such provisions in their dealer 
contracts. 

GM announced that it is revising 
its forthcoming selling agreements 
“in the light of legal trends under 
| the anti-trust laws.” 

o . + 

N WASHINGTON, Fred L. Hal- 
|™ ler, chairman of NADA’s industry 
jaffairs committee, predicted the 
|matter would unquestionably come 
up at the committee’s next meeting, 
for which a date had not yet been 
set. 

Haller said it was unlikely that 
a special meeting of the commit- 
tee would be called, 


NADA headquarters plans no 





| Official comment on the GM move 
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pending action by the committee, 
according to Managing Director 


* * * 


(TERRITORIAL protection avail- 
able to Chrysler Corp. dealers 
differs somewhat from that pro- 
vided in expiring GM franchises, 
officials pointed out. 

Both Chrysler and GM outlets are 
forbidden from soliciting business 
outside their immediate sales areas, 
it was explained, but the now-dis- 
carded GM plan additionally re- 
quired dealers to refuse would-be 
customers from outside the terri- 
tory. Chrysler Corp. dealers may 
do business with buyers from out- | 
side the vicinity, if the individuals 
are unsolicited, it was said. 

GM dealers violating the territor- 
ial protection clause were required 
to “kick back” a fixed percentage 
of their profits on such deals to 
the dealer in that area whence the 
customer came. | 

Chrysler officials said franchise | 
violators are subject to a $75-a- 
deal fine and cancellation, but 
that few contracts have been nul- 
lified to date for territory raid- 
ing alone. 

Hudson's protection clause stipu- 
lates that the infringing dealer 





must pay fines of as much as 50 
(See PROTECTION, Page 53, Col. 5) 


adverse effect on the used-car 
market, as well as new.) 

Most used-car dealers appear to 
be playing it safe, keeping inven- 
tories low and selecting cars in the 
lower-priced group with an eye on 
fast turnover. 

Nearly all reports indicate a fear 
of being caught with large stocks, 
such as occurred last winter. 

* + * 
N#W-CAR dealers in most lings, 
however, are not in a position 
to pick and choose on tradeins. 
Some see danger that they will be 
hurt, although few report worry 
over inventories as yet. 

While dealers are wary, some 
factory sources are optimistic, indi- 
cating a revival of the inflationary 
swing. 

Privately, despite a note of cau- 
tion, many dealers were optimis- 
tic for the next 90 days. 

In Detroit, for instance, which, 

(Continued on Page 55, Col, 1) 


Pension Program 


Due at Ford; 
Steel Rift Holds 


By Mac Gordon 
Associate Editor 

REPORTED agreement on a pen- 

sion plan appeared to have 
averted a Ford strike at press time 
Thursday, but car and_ truck 
makers still faced shutdown threats 
growing out of the coal and steel 
disputes. 

There were mounting signs that 
the “non-contributory” principle 
of financing Ford pensions would 
be accepted by the steel produc- 
ers, thus breaking the stalemate 
that had bogged down the gov- 
ernment’s mediation efforts in 
that industry. The new steel 
strike deadline is Oct. 1. 

Above-ground coal _ inventories 
were steadily receding, though, as 
more than 400,000 of John L. Lewis’ 
miners continued their strike. Lewis 
had suspended pension payments 
to retired miners in protest against 
refusal of southern operators to 
maintain 20-cent-a-ton royalty pay- 
ments into the United Mine Work- 
ers welfare fund, 


*” * * 

SURVEY disclosed that most 
car makers had a five to seven 
weeks’ supply of steel on hand. 
Stockpiles at some key suppliers, 
though, were known to be consider- 
ably lower than those at the final 

assembly points, 
Ford and UAW-CIO negotiators 


(Continued on Page 48, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


149,331 150,796 


Last Prev. 1948 
Week Week Week 


For complete production totals 
by makes, see table, page 58. 


92,171 





2 


“.No New Action Likely for Several Weeks . . . 
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FTC Weighs Results of Parley 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Several weeks 
probably will elapse before 
anything further is heard from the 
Federal Trade Commission follow- 
ing up the preliminary conference 
staged here Sept. 15 to bring to- 
gether various automotive groups 
to consider establishment of trade 
practice rules to govern the sale of 
motor cars on the installment plan. 
On the other hand, nothing fur- 
ther may be heard from the FTC 
concerning the matter. In any 
event, it will be something defi- 
nite and positive- or no word 

at all. 

The customary procedure follow- 
ing such a conference as that of 
Sept. 15 is for a transcript of the 
entire proceedings to be laid before 
the commissioners for study. 

After such study the board will 
decide either to do nothing further, 
or else authorize the preparation of 
a set of proposed rules. In the 
latter event, another meeting will 
be called at which the proposed 
rules will be laid before the inter- 
ested groups for acceptance, or a 
good reason for rejection. 

Thus the next move of the FTC, 
following its chartered course laid 


down Sept. is at best some 


weeks away. 
* * . 

— possibility that nothing fur- 

ther may be heard from the 
commission arises from the fact 
that its proposals submitted Sept. 
15 were tentative. It was clearly 
stated that they were tentative and 
that the commission had not passed 
upon or approved them and they 
were not to be regarded as final 
or all-inclusive. 


It is believed, however, that the 
drafting of a set of rules will be 
authorized by the commissioners 
despite the rebellion the Sept. 15 
conference found on its hands when 
the tentative proposals were un- 
leashed before approximately 300 
representatives of automobile man- 
ufacturers, retail car dealers, fi- 
nance companies and other inter- 
ested groups such as the American 
Automobile Assn. and the National 
Assn. of Better Business Bureaus. 

The latter two groups repre- 
sented the supporting strength of 
the proposals. Virtually all the 
others were opposed. 

The AAA and the Better Business 
Bureaus charge that “packing” is 
quite general in the sale of auto- 
mobiles on the installment plan. 
The FTC appears to believe that 


15, 


BIRTHDAY PARTY FOR ROCKET ENGINE—The first anniversary of the high-compression 


Rocket engine was celebrated at Lansin 
power plant had been doubled. Left to 4 
general manager of Oldsmobile; C. E. 


with the announcement that hour! 
ht, at the press reception: S. 
ilson, president of GM; H. H. Curtice, executive 


output of the 
E. Skinner, host and 


vice-president of GM, and G. R. Jones, Oldsmobile's general sales manager. The 135-horse- 
power eight-cylinder engine is seen in the background as part of an exhibit which highlighted 


the power o 


Oldsmobile engines since curved-dash times at the turn of the century. 


Olds Presses U. C. Drive; 
High Output Pace Set 


By Pete Wemhoff 
Editor, Automotive News 

ANSING.—Used-cars in Oldsmo- 

bile dealers hands are at a post- 

war peak of only 26,500, but they 
represent the same investment as 
the top total of 72,000 in 1941, Gen- 
eral Sales Manager G. Ray Jones 
told newsmen attending the first 
anniversary celebration of the 
Rocket engine here. 

Asserting that his dealers’ 
used-car stocks have risen grad- 
ually from 20,000 units last Jan- 
uary and now represent a 30-day 
supply, Jones declared Oldsmo- 
bile is pushing a used-car sales 
drive among its dealers. 

New-car inventories on the other 
hand are at only a 10-day level, 
General Manager S. E. Skinner de- 
clared. He pointed out, however, 
that Oldsmobile’s production plans 
call for about 75,000 cars in the 
remaining months of 1949, which 
would attain the goal of 300,000 
units this year. 

* * aa 
Tes OUTPUT pace of 31,000 in 

August, allowing for change- 
over, will be maintained the rest 
of this year, he said. 

In 1950, Skinner declared, “our 
goal is 350,000 cars.” 

Oldsmobile is in no hurry to 
increase the compression ratio of 
its present Rocket engine, he 
said, because of present perform- 
ance and the lack of higher com- 
pression gasoline. “Any future 
ratio increase,” he emphasized, 
“will be in the interest of econ- 
omy, not speed.” 

He revealed that about 75 per- 
cent of Oldsmobile’s present out- 
put includes the Rocket engine. 
The company has no plans at pres- 


ent to offer the Rocket in the cur- 
rent 76 series. 
+ * + 

ONES pointed out that his com- 

pany expects to sell more Olds- 
mobiles—1949 models, he empha- 
sized—in September, October, No- 
vember and December this year 
than ever before in history during 
these four months. 

He told the newsmen he wouldn’t 
talk about new models or prices 
at this time “because we have a 
lot of 1949 models to sell yet.” 

There are no immediate deliv- 
eries of Oldsmobiles, except in a 
few scattered areas, Jones de- 
clared, but added that “we na- 
turally expect competitive days 
to return” in the not-too-distant 
future. 

Dealers are being asked to in- 
crease their number of salesmen 
by 100 percent, Jones revealed. 

Newsmen viewed the “Treasure, 
Ho!” sales show staged since June 


1 before Oldsmobile dealers across | 


the nation. 
& + o* 

KINNER also revealed that al- 

teration and construction work 
on two existing buildings for Olds- 
mobile’s new final assembly plant 
in Lansing is scheduled for com- 
pletion by Nov. 15. 

Installation of new machinery, 
material handling equipment, em- 
ploye facilities, etc., will cost sev- 
eral million dollars. When com- 
pleted the new Oldsmobile assem- 
bly plant will be the most modern 
and best-equipped in the industry, 
Skinner claimed. 

The new assembly plant will 
occupy approximately 500,000 
square feet of area, he stated. It 

(Continued on Page 48, Col. 4) 


there may be something to the 
charges. 
7 + * 

f bene motor car selling interests 

contend that the time has gone 
by for the establishment of such 
rules as suggested; that changed 
conditions have taken care of any 
“gypping” that may have existed 
during the war days and those im- 
mediately following. 

One of the outstanding develop- 
ments at the meeting was the 
refusal of the commission repre- 
sentatives, headed by Attorney 

Barnett Watson, to permit the 

conference to record a vote “for” 
or “against” providing the FTC 
with further regulatory power. 

Frank Cain, attorney for the 
Texas Used Car Dealers Assn., of- 
fered the resolution proposing that 
the meeting go on record as being 
in opposition to additional FTC 
rules and regulations. Watson, how- 
ever, refused to put the suggestion 
to a vote. 

* * +. 
W HILE no one at FTC could say 
definitely just what action the 
commission may take in the mat- 
ter, a spokesman gave this state- 
ment: 

“Before any trade practice rules 
are finally approved by the com- 
mission, a draft of proposed rules 
first will be released and made 
available to all interested or af- 
fected parties for further consider- 
ation and hearing. 

“This subsequent hearing will be 
announced by the commission 
through public notice giving the 
time and place thereof; and all 
persons, concerns, or organizations 
affected by the rules, or having an 
interest in the matter, will be 
afforded opportunity to be heard 
and to submit for consideration 
such pertinent comments, amend- 
ments or views as they may wish 
to make.” 

A prime aspect of the practices 
under consideration, he added, 

(Continued on Page 49, Col. 1) 


Credit Purchases 
Rising Steadily 


In Dominion 


OTTAWA. — Credit buying is 
steadily climbing to prewar levels, 
and the “free-money” that has 
been flowing into cash registers 
since the war is now coming to an 
end, members of the Garage Oper- 
ators Assn. were told by Robert 
Edwards of Garland & Ritchie, Ltd. 

He also warned the trade that 
plans must now be laid to avoid 
future collection losses if the pres- 
ent trend is continued. P 

“People are now budgeting to 
make both ends meet,” Edwards 
said. “Free-money is scarce and we 
must face the possibility of future 
credit losses unless we plan now 
to meet the emergency ahead. 

“In prewar years,” he continued, 
“13 cents of every dollar spent in 
the garage industry was in credit- 
buying. During the war years, 
when money was plentiful, this fell 
to an alltime low of three cents 
on each dollar. However, charge 
accounts have again increased un- 
til nine cents of every dollar spent 
in the industry is in credit-buying.” 





¢ 


MILLIONTH 1949 CAR—A convertible, this milestone car, rolled out of Ford division's 


Dearborn assembly pliant at the wg 
a trial run. At the wheel is Henry 


manager, Lincoln-Mercury division. 


plant last week. The three Ford brothers took it on 
rd il, president, Ford Motor. 
Clay Ford, a company director, and in the center is Benson Ford, vice-president and 
Production of 1949 Ford cars started in 1948. So 


At the left is William 
eneral 
‘ar thig 


year, 15 Ford division plants have assembled 588,307 cars. 


Economy Run Revived 


L.A. to Grand Canyon Event to Be Staged 
By Mobilgas Next Feb. 15-16 


OS ANGELES.—Revival of the 

Mobilgas Grand Canyon econ- 
omy run, scheduled for Feb. 15-16, 
was announced last week. The 
event was deferred during and 
since the war. 

Automobile dealers, car-manu- 
facturer representatives and news- 
men heard an outline of plans 
and rules for the gasoline mileage 
test-run at a luncheon meeting 
hosted by C. S. Beesemyer, ex- 
ecutive vice-president of General 
Petroleum Corp., sponsors of the 
event, and conducted by A. C. 
Pillsbury, regional director of the 
American Automobile Assn. 

All operating phases of the event 
}will be under strict AAA supervi- 
sion, Pillsbury said. 

* * + 
“AT A TIME when national in- 
terest is focused on greater 
economy, particularly in terms of 
gasoline mileage, this test will pro- 
vide factual information for the 
car owner,” Beesemyer said. 

“For the first time since the 
inception of these runs 14 years 
ago, the AAA is permitting indi- 
vidual entrants to choose which- 
ever grade of gasoline they pre- 
fer—regular or premium (ethyl). 
Based on the performance of the 
cars in this event, we hope to be 
able to give car owners specific 
information that will show them 
how to get good performance and 
good economy when they buy 
gasoline,” Beesemyer explained. 

War-born improvements in refin- 
ing both Mobilgas and Mobilgas 
Special (premium) are expected to 
play an important role in establish- 
ing record mileages, officials said. 

* * 7 


TINERARY for the route will 

take the cars from Los Angeles 
through Death Valley to Las Vegas, 
where the contestants will spend 
the first night (Feb. 15) of the two- 
day trek. Leaving Las Vegas the 
next morning, they will cross 
Hoover dam heading for the finish 
lline at the Bright Angel lodge on 





DODGE DEAL 
ma Nc et 


CHICAGO DEALERS PARTICIPATE IN AIRPORT DEDICATION—Miss Roadster Princess 


christens the world's smallest aircraft carrier built 


by the Dodge dealers of Chicago. 


Mounted on a Dodge truck, the carrier strip is only 18 feet long. The land-going carrier 


was used at the dedication of O'Hare Field, new municipal airport in Chicago. 
Donna Hutchinson is shown with Lt. George Rodgers and 
Lt. Comdr. S. E. Mendenhall, flight mates of Lt. 
She christened the ship the USS United States Jr., after the super carrier that was 


plane was landed on her deck. 


war. 
abandoned in construction. 


A Cub 
Comdr. O'Hare, navy hero killed in the 








the south rim of the Grand Canyon. 

All cars competing in the run 
of 751.3 miles must finish within 
an elapsed time of 18 hours and 
30 minutes. Failure to do so 
eliminates the car from competi- 
tion. 

Based on entries received to date, 
a representative field for all classi- 
fications has been assured, it was 
said. 


Pleas for Delay 
Lost by Tucker; 
Trial Oct. 3 


CHICAGO.—Attorneys for Pres- 


|}ton Tucker and his seven former 


associates of the Tucker Corp. 
batted .000 last week in their ef- 
forts to stave off trial of the de- 
fendants on criminal charges of 
mail fraud, Securities and Ex- 
change Commission violations and 
conspiracy. 

Denying all of their motions 
after hearing arguments from both 
their and the government’s sides, 
Federal District Judge Walter J. 
LaBuy set Oct. 3 as the date when 
they must go on trial. 


The briefs turned down by the 
court included those asking dis- 
missal of charges, separate trials 
for Floyd D. Cerf, Robert Pierce, 
Mitchell Dulian and Otis Rad- 
ford, and permission to inspect 
the “confidential” SEC report. 

In addition to Tucker, Cerf, 
Pierce, Dulian and Radford, the. 
defendants are Fred Rockelman, 
Harold <A. Karsten and Cliff 
Knoble. 

It was reported that the office 
of U. S. Attorney Otto Kerner jr.. 
has already prepared to issue sub- — 
poenas to 80 witnesses who will, 
be called to testify. 


Federal District Judge Michael 
L. Igoe extended until Oct. 4 the 
deadline for final recommendations 
of Trustees Aaron Colnon and John 
Chatz in the matter of a reorgan- 
ization plan or a conclusion that 
bankruptcy of the Tucker Corp. is 
the only solution. 

He added that he will issue 
his ruling Oct. 7 on their pro- 
posals and those of other inter- 
ests, such as stockholder, credi- 
tor, dealer and distributor groups. 
A $20,000,000 preferred stock is-)§ 

(See TUCKER, Page 49, Col, 3) 


Mild Price War 
In Chicago Gas 


CHICAGO. — So-called independ- 
ent gasoline stations, which enjoyed 
a virtual monopoly of sales during 
the recent strike of truck drivers) 
against stations selling branded 
gasoline, have started what, 
amounts to a mild price war here. 

Their technique is to offer such 
premiums as a package of cigar- 
ets or a pound of coffee with pur- 
chases of five gallons of gasoline. 
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» Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


OSES came down from the 

mountain more than two thou- 
sand years ago with the Ten Com- 
mandments. Since that time all 
have agreed with them, and we 
try to live up to them. 

One of the commandments in the 
automobile trade is: “Don’t sell 
merchandise at less than cost of 
the goods, plus the overhead. We all 
agree to the validity of this per- 
cept. We try to live up to it, but 
many fall by the wayside. 

This column crusades for good 
business practices. It likes all 
the help it can get to influence 
dealers away from the paths that 
lead to destruction. Recently J. 
N. Whitehurst, general manager 
of the Authorized New Car Deal- 
ers of Dallas, localized some of 
this column’s recommendations 
in a bulletin to his membership. 
I am sure that all dealers will 
want to read it: 

“John Munn states in the Aug. 29 
issue of Automotive News: “Twenty- 
five percent of the dealers will 
probably be liquidated during the 
first year of the adjustment process. 
The industry will lose another 10 

percent of older dealers who have 
made fortunes since the war and 
who will voluntarily retire.’ 


Experience Shows 
- HE 10 percent cause no worry 
The 25 percent could be charged 
off and forgotten except that dur- 
ing the time they are finding out 
that it is impossible for them to 
go ahead under the conditions they 
have done the most to create, the 
75 percent who are trying to keep 
the business on a profitable basis 
will also pay the price of the folly 
of the 25 percent. 

“History teaches many lessons, 
but these lessons are futile unless 
they are learned. 

“Experience has taught: 

“First, that the retail automo- 
bile business has a high potential 
rate of profit. 

“Second, that the public will 
have cars at whatever price they 
have to pay, even to paying a 
large premium. 

“Third, that trading conditions 
are almost entirely in the hands 
of the dealers and controlled by 
competitive attitudes. No dealer 
really needs to cut prices or make 
unreasonably long trades, but if he 
does — thinking such action will 
bring extra profit through increased 
volume, then another dealer soon 
takes up this evil practice, then 
another and another until eventual- 
ly most dealers are trading much 
longer than they need to and few 


make money. 
. * 


Make a Profit! 
o HEN all find themselves trad- 
ing long to meet competition, 
nobody has any advantage in vol- 
ume (as there is a rather constant 
potential market), but all have sac- 
rificed profits. Only the very best 
operators and those with plenty of 
cash reserves can survive under # 


* 


‘no-profit’ condition and it will be; 


in this period when the 25 percent 
will find themselves unable to con- 
tinue in business, and the 10 per- 
cent (very wealthy) will retire. 
“Factory pressure for registra- 
tions and increased percentage of 
market is not to be ignored as a 
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factor in this push for volume, But 
it is better to keep your profit and 
even to lose your franchise than 
to be the factory’s ‘fair-haired boy’ 
and eventually wind up ‘broke.’ 
“Fourth, that the dealers who 
have stayed in over a period of 
many years and those who have 
retired rich are not the ones who 
have been in this ‘fair-haired’ 
division. They are the ones who 


| have made every deal make a 


profit. Sometimes, because of 
competition, this profit has been 
small. But only those dealers who 
have clung to this ‘resolve’ in- 
stead of yielding to the tempta- 
tion to take just this one deal to 
show that ‘so and so’ (the com- 
petitor) have been able to stay in 
or retire with any money. 


“Fifth, that the public is quick 
to sense a dealer’s ‘over-eagerness’ 
for deals and makes capital of 
playing one dealer against another. 
Any dealer who is inclined to ac- 
cept the statement of the customer 
as to how much he has been offered 
or can get for his car and under- 


takes to meet this reported bid is | 
= | NAMED TO NEW SOUTH CAROLINA DEALER SLATE—They were elected for 1950 at 10th 


annual convention of South Carolina Automobile Dealers Assn. at Myrtle Beach. Left to 
| right: Thomas T. Taylor, of Greenwood, president; Mrs. 
| (reelected), and J. Cochran, of Chester, vice-president. Ss. C. 
secretary-treasurer, was not present for picture. 


No AMA Chicago Show 


Plans for Dealer Exhibition Cited as Assn. 
Votes Down Newspapers’ Suggestion 


headed for trouble, 
* . 


A Little Naive 
“T)EALERS’ salesmen and cus- 


* 


tomers are utterly unreliable | 


when it comes to the exact facts 
about a competitor's offer to trade. 
Several times within the last few 
days dealers have told the writer 
how much their competitors are 
offering for cars and about deals 
they have lost to competition be- 
cause of overallowances. In prac- 
tically every case the dealer quotes 
the customer, with this explana- 
tion: ‘and he (the customer) has 
no occasion to lie about it.’ That’s 
a little naive. 

“Sixth, that in those cities 
where the dealers hold their com- 
petitors in high esteem, where the 
word of one dealer to another is 
accepted without question be- 
cause it is true, where friendli- 
ness and cordiality prevail among 
the dealers, competition takes the 
course of true competition effort, 
cars are sold on their merits and 
because the prospect wants to do 
business with a certain dealer as 
an individual who is reliable, who 
makes the product good with his 
service, who has made and keeps 
his reputation spotless, or because 
of any number of reasons but 
not because of the highest allow- 
ance for his old car. 


“For in those places, where these 
conditions prevail, there is no great 
difference in allowances. At least 
that difference is not enough to be 
the controlling influence in making 
the deal. And in these cities the 
automobile dealers almost without 
exception have made money and 
kept it. Find the city or town with 
the oldest dealers, the richest, and 
the most respected as businessmen 
and citizens and you'll find a group 
of dealers cordial to each other and 
with confidence in each other’s in- 
tegrity. Or, vice versa. 

© * * 


Mostly Rumor 

“@EVENTH, that this market 
(Dallas) is no exception. The 
public here will pay as much as 
required or will trade the dealer 
out of his eye teeth, if he lets them. 
It is perhaps true that more cars 
were marketed and less money per 
car made in Dallas than any other 


place in America during the 20 or} 


more years between the wars. 


“Dozens of dealers and dealer- | 


ships went in and out. There were 
lots of cars sold but count the 
dealers who got out with any 
money or stayed in and found 
themselves in really good shape, 
when World War II broke out. The 
last two or three years prove con- 
clusively that many substantial 
fortunes should have been accumu- 
lated, but were they? 

“The adjustment period in the 
automobile business has not been 
reached. Generally speaking, cars 
are still in short supply. There is 

(See MUNN, Page 49, Col. 5) 


Show Grows 
NADA Says Space Sales 
Are Moving Well 

ATLANTIC CITY.—Sale of space 
for the National Automobile Deal- 
ers equipment exhibition, set for 
Feb. 5-8 here, has already reached 
the total-space equivalent of the 
1948 show in 
ito NADA, 


| “This means,” the association 


‘| said, “that most of the better man- 


ufacturers will have displays and 
dealers considering the purchase of 
new equipment will have a fine 
opportunity to see what is avail- 
able.” 


To Aid Road Safety 


Chicago, according | 


Gillespie New President... 





Wis. Dealers Pledge 


By John E. Hubel 

Staff Correspondent 
MILWAUKEE. 
Auto Trades Assn., at its 
annual convention here last week, 
adopted a resolution to continue 
all-out cooperation with national 
and state highway-safety groups. 
The association also agreed to 








| 


DETROIT.—The efforts of Chi- 
cago newspapers to induce the auto 
industry to sponsor an exhibit in 
the quarters used by the Railroad 
fair for the past two years were 
voted down without dissent by the 
board of the Automobile Manufac- 
turers Assn. 

Prior to the refusal of the board 
to participate, the car manufactur- 
ers’ sales manager’s committee of 
AMA had also indicated an un- 
responsive attitude, but left action 
on the matter to the board, 

The main objection to the idea 
was that such a project was not 
mecessary or constructive in view 
of the fact that the highly success- 
ful Chicago dealer show is being 
revived early next year. 

An AMA spokesman said that 
Edward Cleary, managing director 


Speakers, Topics 
Announced for 


Ohio Convention 


COLUMBUS, O. — Speakers and 
topics for the annual convention of 
the Ohio Automobile Dealers Assn. 
at Cincinnati, Oct. 10-11, have been 
announced here by Walt R. Hamer, 
executive secretary of the group. 

Speakers and their subjects are: 
“The 81st Congress,” Sen, Taft of 
Ohio; “Let’s Do It the Promotional 
Way,” Stephen A. Douglas, director 
of sales promotion, Kroger Co., Cin- 
cinnati. 

“Getting the Most from Your In- 





dent, Universal Underwriters; “Dol- 
lar Delusions,” Paul N. Millians, 
vice-president, Commercial Credit 
Co.; “The Nine Steps in Selling an 
Automobile,” W. K. Braasch, presi- 
dent, American Institute of Applied 
Salesmanship. 


“Another Chance,” 
| Bangham, 
tions department, Ohio Manufac- 
turers Assn.; “Your NADA 
Washington,” Fred L. 
NADA vice-president; “United We 
Stand,” Ray Chamberlain, NADA 
convention manager; “Section 102, 
Internal Revenue Code,” Karl K. 
Morris, Cleveland lawyer; “Motor 
Vehicle Administration,” Frank M. 
Quinn, Ohio registrar of motor ve- 
hicles, and “The President’s Re- 
port,” R. E. Reinhold, OADA presi- 
dent. 

The banquet speaker will be Dr. 
Kenneth B, McFarland, Topeka 
| (Kans.) superintendent of schools. 


Robert R. 





surance,” R. T. Cannon, vice-presi- | 


secretary, public rela- | 


in | 
Haller, | 





Elia W. Ford, executive secretary 
Berry, of Columbia, elected 


of the Chicago Automobile Dealers 
Assn., had been assured that there 
will be no industrywide manufac- 
turers’ show to interfere with the 
exhibit sponsored by the dealer 
association. 


Quinn, Bathrick 
Slated to Speak 
At Fla. Parley 


JACKSONVILLE, Fla.—Speakers 
for the Florida Automobile Deal- 
ers Assn. convention, set for Oct. 
16-18 in the George Washington 
hotel, were announced last week. 

Heading the list are E. C. Quinn, 


| Dodge general sales manager; Don 
|U. Bathrick, former Pontiac sales 


manager, Pontiac, and M. Robert 
Deo, managing director of the Na- 
tional Automobile Dealers Assn. 


Others are Howard B. Moore, 


| general manager of the Federation 


of Automobile Dealer Assns. of 
Canada; Fuller Warren, governor 
of Florida; John W. Stokes, tax 
specialist; J. Saxton Lloyd, past 
president of the Florida Automo- 
bile Dealers Assn.; Arch Livingston, 
motor vehicle commissioner of 
Florida; J. Hardin Peterson, Flor- 
ida congressman, and James D. 
Arrington, mayor of Collins, Miss. 

The three-day affair will feature 
business meetings, problem discus- 
sions and entertainment. 





help support safety legislation. 
State legislators who voted for con- 


Wisconsin’s | structive highway-safety measures 
2lst} were publicly commended by 


WATA. 

This resolution was favored be- 
cause “the subject of highway 
safety will continue to be of in- 
terest to the public and of par- 
ticular concern to motorists and 
dealers. A constructive, aggres- 
sive program is essential for the 
preservation of life and conserva- 
tion of property.” 

J. P. Gillespie, Madison, was 
elected president of the association; 
Bryan Roberts, first vice-president; 
Harry Seidell, Merrill, second vice- 
president; Erwin Deising, Milwau- 
kee, secretary-treasurer, and Louis 
Milan was reelected executive sec- 
retary. 

Five new directors were chosen. 
They are A. K. Warsinski, Wiscon- 
sin Rapids; F. M. Kinney, Marin- 
ette; Leo N. Gullickson, Stevens 
Point; L. F. Rohrbach, Milwaukee, 
and Louis Tiossen, Marshfield. 


Among the speakers at the par- 
ley, Edward Payton, auto consult- 
ant from Cleveland, told members 
not to tell customers that it will 
take several weeks to get a new 
car. 

“And don’t cut prices on new 
cars as you don’t know when 
some car prices will be reduced,” 
he said. “It may be by next Feb- 
ruary, but do not anticipate price 
reductions.” 


A plea for harmony between 
manufacturer and dealer was made 
by John Munn, dealer editor of 
AUTOMOTIVE News, 

“But occasionally there ought 
to be disagreements,” he said. “If 
minds were all the same, the world 
would be dull and there would be 
little progress. This is especially 
true of two business entities such 
as dealer and manufacturer who 
have almost daily contact, 

“If we suppress discussion and 
fail to see improvements in rela- 
tionships by being silent we turn 
away from progress and limit our 
future development.” 

Other principal speakers were 
George Ziesmer, president of the 
National Automobile Dealers Assn., 
who predicted good business for 
some time; Karl M. Richards of 
the Automobile Manufacturers 
Assn., who cited the auto industry 
as this country’s trade barometer, 
and Howard B. Moore, managing 
director of the Federation of Auto- 
mobile Dealers Assns. of Canada, 
who urged cooperation with the 
factory. 


Tex. Convention 


Books Richards 


SAN ANTONIO.—Karl M. Rich- 
ards, manager of the field services 
department of the Automobile 
Manufacturers Assn., has been an- 
nounced as a speaker at the con- 
vention of the Texas Automotive 
Dealers Assn. 

The TADA convention, the or- 
ganization’s 32nd annual gathering, 
will be held Oct. 9-11 at Galveston. 


On the House .. . 


Oldsmobile officials have an appropriate name for G. Ray Jones, 


new general sales manager. It’s G. R. (for “Rocket”) Jones. . 


.. North 


Dakota associatien, having attained a new record membership of 
457, is aiming to add another 50 dealers this year. 
Edgar A. Berg, former vice-president, now heads 
the group, succeeding R. M. Fatland, who resigned 


last month. ... 


C. E. Wilson sent his private plane 


to Tor- 


onto, loaded with doctors, nurses and medical 
equipment, following the Noronic ship disaster. 


Mont., 


Roy Murray 
dropped 


(Buick-Chevrolet), Butte, 


in last week to say hello: 


handed me a wee card (about an inch square), 


reading “As 


Smaller. . 


Wemhofft 


We Grow Older, Things Get 


.. Roy Murray, Butte.” 
Auto officials and dealers in the U. 
shocked, as I was the other day, to learn of the 


S. will be 


recent death of George de Henning Michaelis, honorary president of 


the French National Chamber of Automotive Trade, 


head of the 


Citroen dealers association and a Citroen dealer in Paris for 25 years. 
George had visited Detroit often since 1946 when he was sent to the 
U. S. to organize the French Center of Automobile Documentation. 


Pete WEMHOFF, 
Editor 






































(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC, 
DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 





Los Angeles 
2506 W. 8th St 
Federal 0303 


Chicago 
360 N. Michigan Ave. 
State 2-6273 


Washington 
1019 15th, N.W. 
National 4303 


New York 
51 E. 42nd St. 
Murray Hill 7-687! 





Publisher—George M. Slocum 

Business Manager—B. B. Crighton 
Advertising Manager—Edward Kruspek 
Midwest Adv. Mgr.—J. Goldstein 


Editor—Pete Wemhoft 

Managing Editor—Robert M. Finlay 
Service and Truck Editor—J. C. Weed 
Washington—William Ullman Pacific Coast Mgr.—R. H. Deibler 
Dealer Editor—John O. Munn Adv. Rep.—Richard Webber 


Associate Editors—Mac Gordon, George Deery, Bernie Thomas, Bob Gordon. 
Editorial Associates—Patricia Davis, Elaine Prince, Tom Hewitt. 
(Chris Sinsabaugh—Editor 1933-1943) 


Kate Savage; Birmingham, Ala., Stuart Riddle; Boston, Harry Stanton; Buffalo, Geo. E. Toles; 
Butte, Kenneth Mulholland; Casper, Wyo., B. R. Conger; Charlotte, N. C., D. G. Spencer; 
Chicago, Mel Adams; Cleveland, Sanford Markey; Columbus, Bert D. Strang; Concord, N. H., 
Guy Langley; Dallas, C. K. Cates; Denver, Ira Alexander; Fargo, V. H. Whempner; Harris- 
burg, Pa., George Shelley; Kansas City, J. D. Roberts; Lincoln, Neb., G. W. Kline; Little 
Rock, Inez H. McDuff; Los Angeles, Slim Barnard: Louisville, A. W. Williams; Madison, John 
Wyngaard; Miami, Fla., G. S. Connell; Milwaukee, John E. Hubel; Minneapolis, Nat Wood; 
Montreal, Roy Carmichael; Nashville, Clyde Grissam; New Jersey, Bethune Jones; New 
Orleans, Gordon Hebert; New York, Frank Dreiss; Oklahoma City, M. L. Risen; Omaha, 
Arthur R. Oleson; Ottawa, M. L. Schwartz; Philadelphia, N. Shigon; Phoenix, Ariz., Shel 
Engel; Pittsburgh, Leon M. Leffingwell; Portland, Ore., Ernest Peterson; Providence, Jack 
Sullivan; Richmond, Va., T. D. Eaton; Salt Lake City, M. Harmer; San Antonio, J. H. Reed; 
San Diego, |. Reynolds; San Francisco, Leon Pinkson; Seattle, D. M. Trepp; South Bend, 
L. E. Dunkin; Spartanburg, S$. C., L. D. Bray; Springfield, Ill., Va. Ferriman; Springfield, 
Mass., E. C. Zack; St. Louis, Sam X Hurst; St. Petersburg, Fla., Joseph Lawren; Tacoma, Lee 
Irwin; Toledo, S. Alpert; Toronto, James Montagnes; Vancouver, F. H. Fullerton; Washington, 
William Ullman; Wilmington, Del., H. L. Sholly. 


Subscription: ONE YEAR $8, TWO YEARS $14, for United States and Canada, also Mexico, 
Cuba and Panama. To other countries, one year, $12. Single copies 25c. No Free List. 





Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879 
Member of Audit Bureau of Circulation and the Associated Business Papers 
Advertising Rates: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS, SEPTEMBER 26, 1949 





RESIDENT CORRESPONDENTS: Albuquerque, E. S. Harris; Atlanta, Charlies Pou; Baltimore, 


TOQow 


“YOGGIE 


» ee Me 
FS 





SELDOM has the maddening re- 
sponsibility of conducting a column | 
such as this been more forcefully | 


ANGE CASE, | MUST say 
driven into our consciousness than | 
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SAYS MANUFACTURE, 
our last week’s experience with | (ese MNOMOT \VE EQUI PAGES 
devaluating the/|\o¥ SN PAYA FOURTH ROUND 
WE MUST English pound| Ch EASE WITAOUT | 
WATCH sterling. The sub- || \ WChzino AR PRICES: 
OUR STEP! ject was not en-| ee 






tirely new, even| K\! 
to our readers. We had heard} 
it cussed and discussed in London | 
|last fall, but with the natural | 
modesty which is our nature, when 
we approached the subject in our 
column, “Boners For Britain,” we | 
expected no such cataclysmic re- 
sults as occurred. The issue in| 
which it appeared (A.N. 9/12/49) | 
was hardly in the mail, and surely | 
not entirely dry behind the ears, | 
before Sir Stafford Cripps’ voice | 
was filling the airways advising the | 
world that the value of the pound 
sterling was being reduced 30%. | 
Although on none of the playbacks | 
have we been able to hear AvurTo-| 
Motive News or this column spe-| 
cifically mentioned (there was con- | 

siderable static that morning), the | J 
burden of responsibility we carried | f 
was not, we assure you, lessened | 
by this disclosure and we are sob- 
ered by every glance of our port-| 
able typewriter. 

* 





* * | 
FROM THE beginning RED) 
has been the danger signal— 





!\/\ REMEMBER ThE (ASE ) 


OF A MAN WHO WAS To 


MAKE MILLIONS FROM Veer wen? 
-FiRE METHOD /HEY, MEN: 
ro aAKING Water / LISTEN ' 
/\ 


RUN UP ILL WITHOU 
PRESSURE. AS | R 





LOOKS at 


~ 






ELSE IN WERE , ALSO. 
THERE'S A SMALL VOI 
SAYING WAATHE HELL, 
LET'S HAVE S WORK 
AND LO 






HE DIDNT SEEM 
SUCCEED 















INTHE LOVD Ee 


WO, 
VROLLABALOO! 


POLL 





aie 





WEAR SOMETHING | \ 


WER s 
AWFUL SMALL NOISE, | 



















AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers GREEN, the color for safety. “Pro- | 

° and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to|ceed,” says green, “Have no fear, | 

£ Be ania Strate doienicle cccepted in partiel payment fore seu Jail is clear ahead!” Now to the 
tuck, ls ° soline tax collec 

° governments applied to the building and maintenance of highways. 4 4. The amazement of all of Us, who have | 

t e elimination of governmental and bureaucratic controls over this industry,|mever given the subjeet a second 

R R 4 5. A return to the precepts of independence and the rewards of applied thought, we find that statistics are 











Wr— LOOKS Like 
re IN FOR 


WHE 



































energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Sell Hard, but Watch 
For the Curves 


oe IS THE story behind dealer efforts to move record 
car production? And should auto makers continue to 
turn out cars at record levels as the winter market ap- 
proaches? And what is going to happen to auto dealers if 
production continues high while sales slide? 





A dealer brings these questions up in commenting on 
what he calls “the optimistic tone of most of your writ- 
ings.” The letter was written in a tone of friendly, con- 
structive criticism. We accept that, but we don’t admit to 
the implication. We report the bad news as well as the 
good; the warnings of the dealers against overproduction, 
as well as the optimistic reports from the factories. 


We wish we knew the answers to all of the questions 
about the future. But that’s a guessing game, no matter 
whose side of the fence you look from. 


Some dealers say that present high production will be the 
ruination of dealers. Other dealers say the factories are 
hedging against coal and steel strikes which may cut off 
auto production. 


Should such an event occur, dealers might be overjoyed 
to have a backlog of cars to sell in a period of assembly 
shutdown. A prolonged strike might also revive the short- 
age madness. 


We don’t know the answers, but we can and do, to the 
best of our ability, report the significant news of the in- 
dustry—the news behind the surface as well as that on top. 


There is, of course, always a danger of too much optim- 
ism in the auto industry, since the industry lives on op- 
timism. If people weren’t optimistic, they wouldn’t buy cars. 
If the dealers weren’t optimistic, they wouldn’t do such a 
good job of selling them. 


On the other hand, it would be foolish for a dealer to 
move cars on an unprofitable basis. In this respect, one 
dealer writes: 


“From what I’ve seen in my travels in seven states, it is 
my humble opinion that the greatest orgy of trading a 
new car and taking in an old one for far more than it 
ean be sold for, is going on and the dealers are getting 
themselves in a most precarious position, loaded with used 
cars of uncertain value.” 


That is a good point, and certainly every dealer should be 
wary of accumulating too high a stock of used cars. 


We cannot too strongly urge dealers to move their trade- 
ins fast, and to avoid the danger of carrying them on their 
books at prices out of line with reality. 






against us. In Wilmington, Del., 
for example, a recent study cover- 
jing a period of 15 years of more 
jthan 1,500 important crossings, it 
|was discovered that the danger 
issue in terms of deaths was 8.65 
|times higher than at unmarked or 
ungraded crossings in that city. The 
reason, of course, is that motorists 
and pedestrians alike take chances 
where they depend almost entirely 
upon the green signal light which 
indicates, “all is clear!” None of us 
will risk running the red light but 
it begins to look as if even that 
would be safer than running the 
green light without a clear view of 
what is coming in either direction. 
. + * 


NOW they are hellbent for break- 
ing up A & P. Well, I for one don’t 
think they are going to get to first 
base. If there is any citizen of these 
United States who does not know 
that the retail food business is by 
far the most competitive in Amer- 
ica, he should be reentered in kin- 
dergarten. Of course, there is 
tough competition but dozens of 
imitators, often with more stores 
than the A & P in a given locality, 
face them across every marketing 
street in America. A & P is the out- 
standing example of the benefits to 
be derived from free enterprise in 
this great democracy. In passing, 
it is interesting to note that, al- 
though the unions and others in 
this industry have sought to set up 
cooperative retail marketing estab- 
lishments, so far, in more than one 
instance, aided and abetted by the 
factory itself, none has ever suc- 
ceeded in a big way although they 
were set up to sell at cost or split 
the profits. They never could meet 
the competition of the A & P on 
the next corner or the little self- 
owned grocery across the street. 
The trustbusters could not have 
picked from all American business 
a culprit less likely to succeed. 
Maybe this was the idea! 

7 + * 

A WOMAN FOR PRESIDENT? 
|Don’t you laugh too quickly or too 
hard. A small group of Republicans 
are talking about Margaret Chase 
Smith, the new senator from Maine, 
the first woman ever to run and 
| win completely on her own for a 
|seat in the Senate without a prior 
|appointment to that august body. 
| She has been suggested for VeePee 
candidate. Probably as an appeal 
for the women’s vote. Now comes 
| Vincent Sheehan, one of our best 
| contemporary historians, proposing 
a woman for president as a proof 
|to the world that we do want 
peace. Well, in my time I have 
seen three vice-presidents succeed 
| the elected president and finish out 

















Letterbox 





‘Waiting the Bell? .... .’ 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


letters but you may sign your name 
used, if you so request. 


No attention is given to unsigned 
with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





Where’s Willys? 


In Automotive News, Sept. 12, 
Willys-Overland said that it was 
not any nearer to producing a 
lightweight car than it was two 
years ago. 

Two years ago, in 1947, in AUTo- 
MOTIVE News appeared a picture of 
the proposed Willys-Overland 6-70 
two-door sedan which was sched- 
uled for mass production by mid- 
1947! 

Concerning Mr. Rosenswett’s let- 


ter on auto racing, I am in favor) 


of his suggestion 100 percent. Speed 
Age magazine is the only American 


publication reporting such news 
now. — Haypen SHepuLey, Essex, 
Mass. 


Eprror’s Note: Time flies. It 
was three years ago, Oct. 7, 1946, 
that we quoted Willys as saying 
the car would be in mass produc- 
tion by mid-1947. By October, 
1947, Willys had cooled off, say- 
ing then that it would take from 
12 to 14 months “after we ring 
the bell” to produce the car. As 
far as we know, the bell hasn’t 
been rung yet. . 

* * 


Sunday Trucks 


Large trucks (or small ones, for 
that matter) on the highways on 
Sundays are one of my pet peeves. 
Perhaps I am not being practical, 
but I have felt that schedules 


should be arranged so that when | 
passenger car travel is at a maxi- | 


mum, the large freight trains using 
the highways should be at a mini- 
mum. 

On last Sunday, while traveling 
in northern Indiana, we encoun- 
tered a number of the large trans- 
port trucks loaded with new cars 
on their way to dealers. The 





his term. A woman as vice-presi- 
dent would have better than a 50-50 
chance of becoming president!— 
G.M.S. 


| thought struck me that the auto 
manufacturers should have their 
customers’ comfort and welfare at 
heart and should have an under- 
standing with the transport com- 
panies to keep this type of traffic 
off the highways on Sunday.—Jusr 
A Reaper (Illinois). 
7 * + 


In Thanks 


It was requested by the board of 
directors at their annual meeting 
on Sept. 10 that a letter of appre- 

(See LETTERBOX, Page 57, Col. 1) 


Coming Events 


| SEPTEMBER 
| Sept. 29-30 — Atlantic City. New Jersey 
Automotive Trade Assn. parley. 
Sept. 30—Portland, Me. (Eastland hotel) 
Annual convention of Main Automobile 
| Dealers Assn. 





| OCTOBER 

| Oct. 6-16—Paris. Paris Auto Show. 

Oct. 9-11 — Galveston, Tex, 32nd annua! 
convention of Texas Automobile Dealers 
Assn. 

Oct. 9-11 — Cincinnati (Netherlands Plaza 

| hotel). Annual convention of Ohio Auto- 

| mobile Dealers Assn. 

Oct. 9-11—Biloxi, Mississippi Auto Dealers 
Assn, annual session, 

Oct, 10-11 — Minneapolis (Nicollet hotel). 
Annual convention, Minnesota Automobile 

| Dealers Assn. 

| Oct, 12-13—Atlanta (Ansley hotel). 1949 

convention of Georgia Automobile Dealers 





Assn. 
| Oct. 14-15—Atlantic City, Tri-State Aut: 
Dealers convention, 


Oct. 16-18—Edgewater Park, Miss, Ten 
nessee Automotive Assn. convention. 
Oct. 16-18 — Jacksonville, Fla, (Georg? 


Washington hotel), 19th annual conven- 

tion of Florida Automobile Dealers Assr 

| Oct. 18—New York (Hotel Astor). 10th 
annual meeting of Automobile Old Timers 
(K. T. Keller, president of Chrysler 
guest of honor). 

Oct. 23-25—Bliloxi, Miss. Automobile Dea 
ers Assn, of Alabama annual meeting. 
Oct. 24-25—Grand Forks. Annual meetir z 

of North Dakota Dealers Assn. 
24-25—Louisville 


Oct, (Kentucky hote 
Annual convention of Kentucky Autom 
bile Dealers Assn. 

| NOVEMBER 

Nov, 3-4—St. Louis (Chase hotel) SA 
Fuels and Lubricants session. 

| Nov, 7-10—Chicago. Twenty-ninth annu 
} meeting of American Petroleum Institut« 





“Ti 
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| Independent Garagemen! 


make your 


PROFITS Grow! 


You'll get more Ford service business—make more profits—when 


ae 


you use Genuine Ford Parts. They’re preferred by Ford owners 
because they are right for Fords...made right to fit right and 
last longer! 


Every Genuine Ford Muffler is ‘‘Tailor-Made’/ 


for a Specific Ford Engine 


Genuine Ford Mufflers are designed and built to suit each type and 
size engine. Wrong type mufflers can be dangerous. Genuine Ford 
Mufflers are tailored for peak performance, low back pressure, longer 
life. Check these value features: 


3. 
4. 
5. 


Internal parts spot-welded for long service. 


Double wrapped 26 gauge shell for quieter 
operation. 


Low carbon steel gives greater rust resistance. 
Slotted center tubes. 


Double-lock seams on caps eliminate leakage. 


For more satisfied customers—and more profit—order Genuine Ford 
Mufflers from your Ford Dealer today. 


FORD Division of FORD MOTOR COMPANY 








a 









Put this Genuine Ford Parts Sign to work for 
you ... bring in more Ford service business. 
Get the complete details about this business- 
builder from your nearest Ford Dealer. 


(Genuine Forp Puts... 
Right for FORDS! 
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As British See More Sales Here... 





Devaluation Stifles 
U.S. Car Exports 


EVALUATION of the British 

pound is expected to stimulate 
sales of British cars in the United 
States, and at the same time 
squeeze already restricted exports 
of American cars. 


However, a check by Automo- 
tive News with dealers in Brit- 
ish cars indicated that they do 
not expect the foreign cars to be- 
come a serious competitive factor 
in this country. 


They conceded this even though 
some of the British cars will now 
be marked under the U. S. low- 
priced field. 

+ * * 

HE Hillman Minx was the first 

to boast a lower price. It now 
stands at $1,495 delivered in Detroit, 
including duty and federal taxes. 


Shortly after, Austin announced 
reductions on all models, The 
four-door Devon sedan has been 
cut from $1,595 to $1,345; two-door 
Dorset sedan, from $1,520 to $1,- 
295; the Atlantic convertible, 
from $2,795 to $2,525, and the 
newest Austin model, the four- 
door Mark II sedan, will be 
introduced at $1,275. These prices 
include duty and federal taxes, 
delivered in New York. 


Some New York dealerships cut 
prices the day after the pound 
cheapening was announced, Fergus 
Motors dropped the Singer from 
$2,150 to $1,650; Standard Vanguard, 
$2,350 to $1,850, and the Triumph 
from $4,150 to $3,500. Hoffman 
Motor Co. slashed prices on the 


India to Cease 
Importing U.S. 
Cars, Cycles 


NEW DELHI, India.—Imports of 
American cars and motorcycles will 
cease under a restrictive import 
policy which has been announced 
by the Indian government. 


It also will restrict auto imports 
from soft-currency areas to a frac- 
tion of former entries and these 
only in completely knocked-down 
condition. 


Companies with plants in India 
for assembling U. S. and Canadian 
models will be permitted to im- 
port trucks but not cars. 

e & a 


U.S. Car Prices Due 


To Rise in Canada 
TORONTO.—As a result of Brit- 
ish devaluation of the pound ster- 
ling and Canadian davaluation of 
its dollars, prices of British motor 
cars here came down last week. 


Meanwhile, American imported 
cars are expected to go up at least 
10 percent in price, and Canadian- 
built cars are also expected to 
increase slightly in view of impor- 
tation of parts from the United 
States. 

Gasoline prices are expected to 
jump, as most gasoline and oil 
used in eastern Canada and is im- 
ported from the United States. 

Prices of British cars at Toronto 
dropped $200 to $755. The Van- 
guard, which was selling for $3,750, 
now sells at Toronto for $2,995. 
Other Vanguard models have been 
cut a straight $350. Morris auto- 
mobiles have been reduced by $220 
to $300, the Oxford four-door sedan 
now selling for $1,795. 

Hillman Minx went down $230 to 
$1,599. Austin models were reduced 
$200 with Devon four-door sedan 


now selling at $1,499. 
* * * 


Packard Export Chief 


Hopeful as He Sails 

NEW YORK. — Optimistic about 
the future of foreign markets for 
American-made cars, B. C. Budd, 
general manager of Packard’s ex- 
port division, sailed from here last 


Rolls Royce, Austin, Rover and 
Healey from 25 to 33 percent. 


In Washington, price slashes 
averaging 20 percent on 23 British 
makes also were instituted last 
week. A real luxury model, a black- 
and-red Rolls Bentley sedanca- 
devile convertible with Gurney- 
Nutting body and built-in bar, has 
been reduced from _ $19,600 to 
$15,680. 

* * * 

ICHIGAN’S distributor for Aus- 

tin, Lawrence Falvey, said: 
“Since the devaluation was an- 
nounced I have been getting lots of 
ealls inquiring about the new 
prices, It is certain that we will be 
able to sell many more cars, even 
though our line will probably not 
cause serious competition to Amer- 
ican makes.” 


A Detroit dealer in foreign cars 











week to Europe to hold a series of 
dealer meetings. 

“Over a period of time, the export 
market provides us with the great- 
est chance for an expansion of our 
sales volume,” Budd said. “The de- 
mand, not only for Packards but 





for all American-made cars, has 
never been met. 





said he expects the MG to fall 
from its present $2,385 to about 
$1,800, and the $4,750 Jaguar to 
be cut about 20 percent. 
Speaking on reduced prices, Sir 
William Welsh, North American 
representative of the Society of 
Motor Manufacturers & Traders of 
Great Britain said: 


“This undoubtedly will provide 
a stimulant to sales of our cars 
in this country, and it is hoped 
that we may achieve our goal of 
50,000 per year.” This would rep- 
resent about 1 percent of annual 
U. S. sales. 
* * * 
N ANY dealers doubted the small 
English cars would enjoy over- 
ly high sales because of the unen- 
thusiastic reception the British- 
make Fords—Anglias and Prefects 
—received here. 


The last shipment of 12,000 of 
these vehicles was brought in sev- 
eral months ago, yet 2,000 still 
remain unsold even though prices 
have dropped from the original 
$1,523 to under $900. 


Export managers are still in the 
dark as to what effect the devalua- 
tion will have on American auto 
exports. 

° * * 

* IS believed that foreign ship- 

ments will have to be reduced 
because Britain has cut the pound’s 
value to relieve its dollar shortage. 
The United Kingdom intends to in- 
crease its exports while keeping 
imports at a minimum, thus hoping 
to build up a dollar supply. 


In the first seven months of 
this year the U, S. exported 185,- 
590 vehicles compared with 260,- 
185 in the same period of 1948, 
according to Automobile Manu- 
facturers Assn. 


Following are this year’s figures 
for passenger-car shipments: Jan- 
uary, 13,820; February, 14,204; 
March, 16,568; April, 14,243; May, 
14,214; June, 13,873, and July, 11- 
509. Trucks: January, 13,317; Feb- 
ruary, 13,160; March, 15,246; April, 
14,404; May, 10,682; June, 9,952, and 
July, 9,921. 

- * * 
HORTLY after Canada an- 
nounced its devaluation, Ford of 
Canada officials in Windsor, Ont., 
issued a statement regarding the 
probable effect on its business. 

Douglas B. Greig, company 
president, said that foreign im- 
port restrictions have cut into 
the company’s sales abroad, 
which before the war provided 
as much as 40 percent of its 
annual sales income. 

He added: “We cannot say at the 
moment whether the high costs will 
be reflected in our retail prices.” 

+ * > 

OON after Britain announced its 

devaluation, many other coun- 


|tries put cheaper dollar tags on 


their currency. 

They include France, Canada, 
Sweden, The Netherlands, Norway, 
Denmark, Finland, Iceland, Ire- 
land, South Africa, Australia, New 
Zealand, Ceylon, India, Burma, Ma- 
laya, Egypt, Israel, Iraq, Greece 
and Belgium. 

One observer expressed his belief 
that the devaluation would mean 
lower costs on natural rubber and 


therefore for finished tires. This 
may also hold true on other 
products. 
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GERMANS SEE NEW CARS IN OUTDOOR EXHIBIT—For the first time since the beginning 
of the war, Berlin held an auto show in the British sector. 
affair like prewar shows, the exhibition presented the latest modeis of German-made cars 
and motorcycles, with more than 80 firms eeeees. The show marks the 50th anniversary 
of the sponsor, the Automobile Club of Germany. The 


than expensive cars at the exhibition. 





Auto Show in Berlin . . . 


Although not an international 


Volkswagen attracted more people 











AT THE FORD EXHIBIT—This convertible, Ford's Taunus, has a maximum speed of about 
65 miles an hour and a gasoline consumption of about 32 miles a gallon. It 


power engine. 


influence in design. 
about 27 miles a gallon. 











A HAUSA FROM BREMEN—This 1500 model of the Carl Borgward factory shows American 
Maximum speed is about 75 miles an hour and gasoline consumption 


THE PEOPLE'S CAR, FANCY BEYOND HITLER'S DREAMS—This is a closeup of the Volks- 
wagen. 


(Acme pictures.) 





| 
| 






By Slim Barnard 

Staff Correspondent 

LOS ANGELES.—-Southern Cali- 
fornia claims it will continue to be 
America’s No, 1 automobile market, 
lat least according to population. 

| There are three customers in 
| southern California today for 
| every two that there were in 
| 1940, boosters claim. 

When the official 1950 census fig- 
ures are available (sometime around 
the end of next year) the population 
of southern California will prob- 
ably shape up something like this: 

Los Angeles city, 2,030,000. 
Los Angeles county, 4,102,400. 


Los Angeles primary area, 
4,352,600. 

Southern California, 5,895,700. 

State of California, 10,560,000. 

A national population of approxi- 
mately 150 million is forecast, 
which in turn indicates: 

1. A national population gain of 





No. 1 Auto Market? 


Southern California Claims Title for 1950 
On Basis of Incomplete Returns 


jabout 13.9 percent 








(or 18,300,000 
persons) since 1940. 

2. An increase in both the state 
and in southern California of 53 
percent. In other words, three 
customers now for every two cus- 
tomers in 1940. 


3. A 48 percent increase in the 


Los Angeles primary area and a 
35 percent increase in the city 
figures. 

Southern California adherents 


claim that these figures again indi- 
cate that the Los Angeles-southern 
California market is the fastest 
growing mass marketing center in 
America, and that all forms of 
selling endeavor should be geared 
to this “especially-responsive” area 
where the gain in population—and 
the resultant increase in new sales 
potential—is constantly recording 
healthy progress. 


as a 34-horse- 










‘Allocation Plan 
For Steel, lron 
Ends This Month 


WASHINGTON. — All voluntar.’ 
allocation agreements entered int: 
by steel and pig iron producers 0) 
the one hand, and consuming in: 
dustries on the other, will be term. 
inated Sept. 30, Secretary of 
Commerce Charles Sawyer an- 
nounced last week. 

The legislation authorizing nego- 
tiation of such agreements (Public 
Law 395, 80th Congress) provided 
that they were not to run beyond 
the end of this month. 

Secretary Sawyer has written let- 
ters of appreciation to members of 
the industry advisory committees 
who assisted the Office of Industry 
Cooperation in determining alloca- 
tions of materials. 

According to the notice of expira- 
ition of the voluntary allocations 
program, no further reports will be 
required from participating indus- 
tries, and holders of steel and pig 
iron received under the program 
will be free to use the materials in 
any way they wish after Sept. 30 if 
it is no longer practicable to employ 
them for the purposes for which 
they were originally allocated. 

The voluntary allocations pro- 
gram under Public Law 395 was 
first put into operation in April, 
1948, when acute shortages of ma- 
terials were hampering production 
of basic products, adding to the 
inflationary pressures of the period. 

In that month, the steel industry 
agreed to make available approxi- 
mately 250,000 tons of steel prod- 
ucts for the building and repair of 
freight-cars. As agreements with 
other industries were added to the 
program, the monthly average of 
voluntary allotments of steel prod- 
ucts rose to approximately 300,000 
tons in July, 1948, and reached a 
maximum of about 581,000 tons in 
May, 1949. 

With reduction of the freight-car 
program in the later month, steel 
allocations dipped to approximately 
445,000 tons in June of this year. 
Monthly averages for the third 
quarter of 1949, through Sept. 30, 
were in the neighborhood of 243,000 
tons. 





Wis. Lawmakers 


|Refuse to Probe 


Gas-Price War 


MADISON, Wis.—Two of its 
members who demanded that Wis- 
consin’s legislation probe Milwau- 
kee’s gasoline price war couldn't 
whip up much enthtsiasm for the 
idea. 

Assemblymen Romell and Tre- 
main said they thought a situation 
whereby people in Milwaukee 
could buy gasoline from 7 to 10 
cents cheaper than consumers in 
other parts of the state ought to 
be looked into. 

They introduced a resolution to 
that effect, but most of their col- 
leagues tended to laugh at the is- 
sue. The consensus was that gaso- 
line price changes in all parts of 
the state might be in early pros- 
pect. 


Conlon New Head 
Of Ternstedt 


DETROIT. Appointment oi 
James L. Conlon as general man- 
ager of the Ternstedt division of 
General Motors was announced last 
week by C. E, Wilson, president. He 
succeeds John W. Jackson, who is 
now on leave of absence. 

Conlon, who has been resident 
manager of the Ternstedt plant ir 
Columbus, O., since that plant be 
gan operations in September, 1946 
will make his headquarters in De- 


troit. He assumes his new duties 
immediately. 
Paul L. Jones, who has _ beer 


works manager of the Ternstedt 
plant in Columbus, succeeds Conlor 
as resident manager at the Colum 
bus plant. 


Talk by Hamer 


MARIETTA, O.—Walt R. Hamer 
executive secretary of the Ohi 
Automobile Dealers Assn.,_ ad- 
dressed the Marietta (O.) Assn. oi 
Automobile Dealers last week, re- 
ports F. E. Williamson, secretary 
of the Marietta group. 
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NEVER ANYTHING LIKE IT BEFORE 


FOR SMOOTH, TOUGH, LONG LASTING SEAT COVERS | 7% 





Look at These Features! 


COLOR FAST — Up to 200 Hours Fadometer Dyed Fast to Light 
COMPLETELY CROCK PROOF 

EXCLUSIVE “Fibre Loked” FINISH 

DURABLE WATER REPELLENT 

PERSPIRATION PROOF 

COMPLETE COLOR UNIFORMITY — From End-to-End . . . Piece-to-Piece 


PROCESSED BY 
NEWPORT FINISHING CORP. 


+ + + + HF H H 


MINIMUM RESIDUAL SHRINKAGE 


ale & 


2 
*” 


Write Today for Full Information and Samples 


145 SOUTH STREET * BOSTON, MASS. 
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Oct. 31 to Nov. 5 Set for Promotion... 





‘Know Dealer Week’ Details 


WASHINGTON. — Detailed plans 
for Know Your Automobile Dealer 
Week—Oct. 31 to Nov. 5—were 
mailed last week to dealer associa- 
tions and to all National Automo- 
bile Dealers Assn, area chairmen 
by the dealer-customer relations 
committee of NADA, of which J. 
Eustace Wolfington of Philadelphia 
is chairman, 

Projected plans for Know Your 
Automobile Dealer Week are built 
around local community programs 
in which all automobile dealers are 
invited to cooperate in special local 
promotion to spotlight the impor- 


Turnout Likely 
To Surpass *48 
At Tri-State 


HARRISBURG, Pa. (UTPS).—At- 
tendance at the tri-state convention 
of new-car dealers from Pennsyl- 
vania, Maryland and Delaware, to 
be held Oct. 14-15 at Atlantic City, 
will surpass last year’s mark, ac- 
cording to Claude S. Klugh of 
Harrisburg, general manager of the 
Pennsylvania Automotive Assn. 


An outstanding program is being 
arranged for the convention, which 
will have headquarters in the Hotel 
Traymore, Klugh said. 

Gov. James H. Duff of Pennsyl- 
vania, will be the principal speaker 
at the closing session, Klugh said. 
Other speakers include: 

Herbert M. Gould, general man- 
ager of the Motors Holding divi- 
sion, General Motors Corp., who 
will speak on “Dealer Manage- 
ment.” “What Will Be the Dealer’s 
‘Take Home Pay’ in Competitive 
1950?” will be the subject of J. C. 
Darrell, manager of the Auto Trade 
Assn. of Maryland. 

Dr. Kenneth McFarland, superin- 
tendent of schools, Topeka, Kans., 
will speak on “The MAN in MAN- 
agement;” Martin R. Gainsbrugh, 
chief economist for the National 
Industrial Conference Board, New 
York, will talk on “The First Year 
of Recession—Retrospect and Pros- 
pect,” while Orlo M. Brees, member 
of the New York state legislature, 
Endicott, N. Y., will discuss 
“America and the World Crisis.” 


Members of the convention com- 
mittee, in addition to Klugh and 
Darrell, are: L. W. Schadt, Allen- 
town, president of the PAA; Paul 
Ruch, Clearfield, Pa.; John R. 
Fader, Newark, Del.; Frank Mars- 
den, Baltimore; R. C. Jones, Read- 
ing; I. F. Smoot, Seaford, Del.; 
George M. Flanagan, Universal CIT 
Credit Corp., Wilmington, Del.; 
Fred Haller, Pittsburgh; R. C. Kel- 
ler, York, Pa.; M. B. Janes, Phila- 
delphia; Harry Thompson, Balti- 
more, and William J. Rennix, Balti- 
more. 

* 


65 Baltimore Dealers 


Sign for Convention 
ALTIMORE. (UTPS).—Some 65 
Baltimore automobile dealers have 
signified their intention to attend 
the tri-state convention of new-car 
dealers in Atlantic City, Oct. 14-15, 
and many more are expected to do 
so in the near future. 





tance of the automobile business 
in the economy of the community. 


Objectives of the program, ac- 
cording to Chairman Wolfington, 
are: 

1. To make every community 
better acquainted with its retail 
automobile dealers, and the serv- 
ices they have to offer. 

2. To promote widespread inter- 
est (by spotlighting the retail au- 
tomobile industry through a special 
week’s celebration in every com- 
munity) in new models and in bet- 
ter cars. 

3. To stimulate service sales by 
emphasizing, through advertising, 
the fact that the dealer who sells 
the car is best qualified to service it. 

In announcing the program, 
Wolfington stated: 

“This program is an aggressive, 
offensive attack on a problem that 
faces every dealer—bringing to the 
public a greater realization that 
the automobile dealer is a high- 
class businessman, and a very im- 
portant factor in the community. 

“In the pastwar period there 
was some unjustified criticism of 
retail automobile merchandising. 
Some of the finest merchants in 
any retail business are automo- 
bile dealers, but there has not 
been enough done to sell this fact 
to the public, 

“Know Your Automobile Dealer 
Week is designed for the purpose 
of having every dealer in America 
simultaneously greet the public of 
his community, answer all inquiries 
regarding the business, and stress 
through proper publicity the con- 
tributions made by automobile deal- 
ers to their communities through 
capital investments, employment of 
people, purchase of equipment and 
supplies, use of utilities, support of 
local activities, etc. 

“This program will do much to 
stimulate sales in all departments, 
to show the dealer’s interest in his 
owners and to let the public know 
the automobile dealer is ready and 
anxious to serve their every need. 

“Our committee has set up this 
program and will provide materials 
and suggestions to help put it over. 
If state and local associations and 
NADA area chairmen all do their 
part, we can convince the public 
everywhere that automobile dealers 
are the finest group of merchants 
and the group contributing the most 
to any community in America.” 

The committee is supplying 
various types of material, includ- 
ing a manual of suggestions, win- 
dow strips, a series of suggested 
display advertisements for use by 
local groups, suggested local press 
releases, a series of bulletins to 
stimulate action locally and other 
aids. 

To 5,000 daily and weekly news- 
papers, the committee has mailed 
a brochure outlining the suggested 
local display advertising program, 
and asking newspaper advertising 
managers to assist local dealer 
groups in the development of their 
advertising and publicity programs. 

Suggested features for Know 
Your Automobile Dealer Week in- 
clude: Open house in every dealer- 


ship, service specials, jubilee parade | 


of new models, choose a local Auto- 
mobile Queen for Know Your Auto- 
mobile Dealer Week, a _ banquet, 








NEW K-F DISTRIBUTOR—A new contract was signed this month by Ralph E. Rockenfield 


(left), who became president of the C. R. 


Collins Co., Cincinnati Kaiser-Frazer distributor- 


ship. Collins is retiring because of ili health. With the new distributor are John W. Merrin 


(center), divisional manager, and Fred E. Young, 
direction, the K-F distributorship will continue as the 
sonnel retained. The new distributor operates three used-car lots and has been a 


Cincinnati distributor since 1945. 


regional manager. Under Rockenfield's 
C. R. Collins Co., with all key per- 


K-F 












, | 


. |ing, who was president of Alling & 





essay or poster contest in schools 

and safe-driving promotions. 
NADA’s dealer-customer rela- 

tions committee pointed out that 
Know Your Automobile Dealer 
Week can win lasting benefits 
for every automobile dealer, be- 
cause its activities, properly or- 
ganized and promoted, will make 
people more conscious of the con- 
tribution the automobile is mak- 
ing to community progress and 
development. 

It will also make them conscious 
of the services rendered by retail 
automobile dealers, the committee 
points out, 

Members of the committee in- 
clude: Wolfington; Paul Abernethy, 
Charlotte, N. C.; Lloyd B. Morton, 
Farmington, Me.; Joseph E. O’Dan- 
iel, Evansville, Ind.; S. J. Rogers, 
Monroe, La., and Fred Albert, Okla- 
homa City. 


Welch on Board 
Exploring W.Va. 
Vehicle Code 


CHARLESTON, W. Va.—Carlton 
E. Welch, secretary of the Auto- 
mobile Dealers Assn. of West Vir- 
ginia, is included among those ap- 
pointed by Gov. Okey L. Patteson 
to serve on a 12-member commit- 
tee to recommend changes in West 
Virginia’s motor vehicle laws. 

“It has repeatedly been brought to 
my attention,” the governor said, 
“that the motor vehicle laws of West 
Virginia, having been enacted in a 
piecemeal fashion over a period of 
years, have not kept pace with the 
growth and development of our 
highway system and the constantly 
increasing use of motor vehicles. 
. . They are in some respects 
somewhat obscure, and in other in- 
stances apparently conflicting.” 

Gov. Patteson suggested that the 
uniform vehicle code approved at 
the national highway transportation 
conference in 1948 might form the 
basis for recommended changes in 
West Virginia statutes. 

Pointing out that the uniform 
code is designed to promote “the 
convenient and efficient operation 
of motor vehicles and the safety of 
the public upon the nation’s high- 
ways,” he declared that “the ap- 
palling record of highway accidents, 
with its ghastly toll of dead and 
seriously injured, demands our best 
efforts.” 

Appointment of the new commit- 
tee followed a study of the subject 
by the state commission on inter- 
state cooperation, whose steering 
committee met recently with State 
Road Commissioner Ray Cavendish 
for thorough discussion of the sub- 
ject. 


Millians to Talk 
At N.D. Parley 


FARGO, N. D.—The Automobile 
Dealers Assn. of North Dakota an- 
nounces that Paul M. Millians, 
vice-president of Commercial Credit 
Co., Baltimore, will be one of the! 
featured speakers at the annual | 
convention, Oct. 24-25, at Grand 
Forks. 

Millians is scheduled to speak 
on “Profit Engineering.” 









Alling’s Estate Valued 


At $133,667 Net 
ROCHESTER.—Edmund M. All- 


Miles, Inc., 82 Stone St., left an 
estate valued at $133,667 net and 
$160,896 gross, a tax deposition 
showed. 

His estate included 336 shares of 
common stock of the auto concern, 
which were sold for $110,006 under 
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DEALER NEEDLER LAUNCHES CONTEST—Sheriff Leon Bayliss starts the safety contest off 
at Bill Needler (Ford), Danville, Ind. Gene Kerst and Floyd Ewing are shown making an 
inspection of brakes, steering, lights, tires, windshield wiper, horn and exhaust system. Bay- 
liss feels that this free safety check made readily available to all drivers should be an 
important factor in preventing accidents due to mechanical defects, Needier stated. 





FOR SAFER STREETS—Dealer Daniel A. Salameno, president of Daniel Motors (Dodge) 
presented a dual-control car to the high school of Pompton Lakes, N. J. 





DEALER BURKE'S SAFETY LANE—On Peachtree Rd. in Atlanta, Ga., Burke Motor (Ford 
has manned this check station with trained mechanics, according to Robert J. Burke. The 
dealership's slogan is “Better Buy From Burke in Buckhead."' The station is tying in wit! 
Ford's safety contest. 





TEACHERS IN COURSE SPONSORED BY MAINE DEALERS—These Maine high school 
teachers will instruct in driver training courses in state schools as a result of efforts by the 
Maine Automobile Dealers Assn. James B. Adams, a director of the association, of Bangor 
third from left in the back row, substituted for Olin L. Berry, president, Presque Isle, in 
making the presentation of the scholarships which cover all expenses of the course, according 
to William V. Hood, association manager. The association has sponsored the course at 
University of Maine for the past four years. 


a 1945 agreement to William G. | 7 


Herpich, now president-treasurer, 
and Edward W. Dolan, vice-presi- 
dent and secretary. 


Lorain Clambake 
LORAIN, O.—The Lorain County 


| Automobile Dealers Assn. will hold 


its annual clambake Sept. 28 at the 
Spring Valley country club. 





HOW BAD CAN THEY GET?—This very unsafe car graced the Ford safety-car contes! 
float of the Ferguson dealership in the annual rodeo parade at Woodward, Okla. 





3318 W. Broad St., Richmond, 
Va. The plant, costing approxi- 
mately $175,000, embodies many 
of the most modern features of 
industrial construction, 


Meyer Opens New Plant 


Meyer Motor Sales, Inc, (Kai- 


ser-Frazer), has opened its new 
salesrooms and repair shop at 
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Count yourself lucky 
if you've got this 


ITH competition getting keen again, comfort is becoming in- 

creasingly important. So it’s not surprising that dealers selling 
cars cushioned with super-comfortable Airfoam say it’s one of the 
best sales-clinchers they've ever seen. 


Your customers will recognize Airfoam at a touch. They'll know it 
by the way it gives to the lightest pressure, the way it springs back 
the moment pressure is released. 


They'll know it by the way it smothers bumps and jolts, making 
long trips seem shorter, less fatiguing. Durable? Airfoam usually 
lasts for the lifetime of the car, never sags or lumps up. Gives the 
car a better resale value, too. 


More and more cars in every price class are adopting Airfoam, either 
as standard equipment or as a popular extra. Jf you’ve got this 
wonderfully comfortable latex cushioning, be sure to tell prospects 
about it. 


We think you'll like “THE GREATEST STORY EVER TOLD”— Every Sunday— ABC Network 





WMiyfoane 


SUPER- CUSHIONING BY 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 


Airfoam—T.M. The Goodyear Tire & Rubber Company 


This picture, appearing in national 
advertising, is helping make Airfoam 
the best-known, most-wanted of all 
automotive cushioning materials. 


Note to manufacturers: Let us show you how recently developed techniques 
in building Airfoam cushioned seats provide extra riding space, more 
legroom. Write: Goodyear, Manufacturers’ Sales Dept., Akron 16, Ohio. 
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Supply of Auto Steel 
Double Normal Level 


By A. H. Allen 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


Most AUTO plants have about six to eight weeks’ supply 


of steel on hand, which 


is possibly double what they 


would ordinarily carry at current production levels. All steel 
items are not in this high degree of inventory and should 


a shutdown develop in the 
mills, these bottleneck items 


might cause trou- 
ble. However, the 
plan is to run out 
all the cars and 
trucks possible, 
meanwhile hop- 
ing for the best 
in the steel dis- 
pute. 


It is of course 
not only the steel 
mills which are 
worrying Detroit. 
There are hun- 





A, H, Allen 


Have you heard the one 


about the Traveler salesman (ve 


dreds of parts suppliers operating 
under USW-CIO contracts which 
are likely to be knocked off like 
sitting ducks as their agreements 
expire. 

In recent months, one large auto 
builder has been making a careful 
survey of all suppliers to get in- 
formation on when their union con- 
tracts run out, likelihood of settle- 
ments leading to renewal, terms of 
settlements made already, etc. 

o + * 
Renovation Programs 


EPLACEMENT of capital goods 
—machinery, tools, conveyors, 








-..and the farmer’s daughter? She’s wild...about this 
luxury sedan. And the men-folk rave about how easily 
it handles feed, fertilizer, farm equipment. Heavy springs 
and shock absorbers smooth out rough country roads. 





.--and the florist’s daughter? On an allowance, she’s 
glad the Traveler’s Thunderhead 7.3-to-1 high compres- 
sion engine uses so little gas. She takes many a trip when 


Dad’s through using the 10- 


foot, steel-shod hold. 


One of America’s fastest selling cars 


Kais 


er tra 
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welding equipment and the like— 
has moved at a rapid pace through- 
out all industry since the war, al- 
though in recent months it has 
been lagging. 

Result is that builders of pro- 
duction equipment are urging 
their customers and potential 
customers to institute detailed 
surveys on what might be accom- 
plished in the way of reduced 
floor space, lower maintenance, 
better labor efficiency and higher 
quality of product by renewed 
programs of replacement. 

The automotive industry, per- 
haps more than any other group 
of manufacturers, has always been 
alive to the economies possible in 
ripping out obsolete tools and in- 
stalling the latest designs. Even so, 
there may be avenues of approach 
which even it has not thoroughly 
explored. 

At least that is what the sales- 
anxious machinery people are try- 


ing to get across. 
* * + 


It?s All Automatic 


“TRON HANDS” are coming to be 

common devices in press opera- 
tions of the high-volume _ type. 
Either attached directly to the 
press itself or set up separately, 
they comprise arrangements of 
levers which are powered either 


€ ord iy CAR SAFETY CON 


100 


PARADES STREETS FOR CHICAGO FORD 


t1bemeL em 





DEALERS—This promotional float for the Ford 


safety contest stops at the dealership of every member of the Metropolitan Chicago Ford 
Dealers Assn. E. T. Zweifel is head of the association which has 73 members within a radius 


of 40 miles from that city. 


mechanically or pneumatically to 
move into the dies of the press 
after each stroke and remove the 
formed piece, either to a pile or 
to a conveyor. 

They are cycled to conform 
exactly with the speed of the 
press and are almost human in 
their action. They are used on 
presses producing moldings, roof 
tops, door panels and dozens of 
other larger automotive stamp- 
ings. Elimination of the need for 
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..-and the small businessman’s daughter? She likes 
the fact that when Dad’s through working, Traveler con- 
verts to a big 12342” wheelbase luxury sedan in 10 sec- 
onds. Over 10’ of seating width rides 6 people in comfort. 





.--and the vacationer’s daughter? She urged Mom 


and Dad to take that long trip. Post 


great time. No ‘short-car fatigue’. Sleeping in back of 
Traveler.” It’s the world’s most useful car!—Only $2088*. 


*Factory delivered and equipped, with Federal tax paid. Only transportation and local taxes (if any) additional. 








card said “Having 





an operator to stand by a press 
to remove parts from dies at once 

makes the operation less costly 
and far safer. 

Fisher Body in its stamping di- 
visions and the Ford Motor Co. 
pressed steel department have been 
leaders in adapting automatic 
equipment of the “iron hand” type 
to a variety of operations. 

a - e 


Magnetic Measure 

ECENT advance in automotive 

foundry practice involves a 
method for measuring the inner 
hardness of castings through 
checking the ability of each piect 
to retain a magnetic charge. Cast 
ings drop through a special type 
of magnetic coil and then are 
automatically sorted according tc 


|their measured inner hardness. 


e 2 a 
New K-F ‘Shortie’ 
K AISER-FRASER has had mock- 
ups of a new smaller and low- 
er-priced car produced and trim- 
med by a leading body builder and 
the word is that they are sensa- 
tional in appearance. Problem now 
to be determined is whether the 
necessary funds involved in tool- 
ing them for production can be 
made available, and whether the 
job can be made ready in time for 
the expected upsurge in new-car 
buying next spring. 


New England 
Waits Go-Ahead 


‘On Steel Mill 


YORK HARBOR, Me.—Construc- 
tion of a $200,000,000 steel plant will 
probably start in New England be- 
fore 1951, with Cormnecticut now 
being surveyed by United States 
Steel Corp. as a possible site for 


|the mill which would employ 10,000 
| to 12,000 workers. 


These were the informed opinions 
of business authorities at the 
quarterly meeting of the New Eng- 
land Council here, who believe an 
organizing corporation, which will 
make iron ore studies, recommend 
the site and design the big plant, 
will get to work within six weeks. 


The plant could create some 50,- 


|000 new jobs in New England, ac- 
|cording to estimates last year of 


the Boston Federal Reserve Bank. 
Cheap steel for New England 


|; manufacturers, who now operate at 


a price disadvantage of $7 to $14 


|a ton, could provide a vital shot in 
| the arm to the currently-troubled 
New England industry. 


One Connecticut manufacturer, 
for example, figures he could double 


|his sales by getting steel at prices 
|$2 to $3 a ton less than those of 
| today, 


Four big steel companies are now 


| interested in operating the proposed 


New England steel plant. Iron ore 
for the plant may come initially 
from Newfoundland, which can pro- 


| duce 1,750,000 tons a year. Later, the 


ore could come from the immensely 
rich Quebec-Labrador fields to be 


| opened up by 1952. 


welet.-- 


Manatee Opens 


Opening of Manatee Motors 
(Dodge), W. Bradenton, Fla., has 


| been announced by W. H. Rossman, 


World’s most useful car 


If there is no Kaiser-Frazer dealer in your community, write today to Sales Department, Kaiser-Frazer Sales Corporation, Willow Run, Michigan. 


owner. Rossman also announces the 
appointments of E, H. “Woodie” 
Willack as sales manager, D. R. 
“Don” Ferguson as parts depart- 
ment manager, and three mechan- 
ics, Charles Ream, Earl Bartlow 
and Bill Wiemann, 
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“Comments from our customers and prospects indicate that the 
4 program is an ideal way to reach potential car buyers. Programs 
v of this calibre are a real public service as well as an effective 


vehicle for sales messages. ’* 


LOCAL DEALERS: Ome an aS Va aes 


“es "Se to oD 


Read how this NEW method 


“GRATIFYING RESULTS.” ‘‘It is gratifying to see the 
results we are obtaining from the sponsorship of this stimu- 


of local | adio ad vertising lating radio program. It is very convincing evidence of the 


selling power of ABC’s Co-op Programming.” 


= “COULD NOT TAKE ALL CALLS” ‘‘Our phone began 
can incr ease your sales. ringing immediately after the special announcement. We could 


not take all the calls with only two lines.” 


Here’s something new —something specially designed for LOCAL “VERY EFFECTIVE” *‘This program series has proved to 
- ae be very effective for us. It fits exactly into our public rela- 


dealers from coast to coast. The American Broadcasting Company e - 

offers big-time network radio programs that you can sponsor locally in an Seg anni dd bibs aealiae 
your own area. Among your customers and prospects, you get full 
credit for sponsoring a top-talent show, yet you pay only a few dollars a 
week—only your small local share of the show’s total cost. In your area, 
your audience hears your announcer give your commercial message on 
a famous network radio show—your show! YOU, Mr. Local Dealer, 
will get more prestige, more good will, more sales than ever before out 
of your advertising dollars. 





| 
| 
HIGH-RATING SHOWS | 


There’s a popular ABC “local-network” show to | 
fit your advertising requirements. Among these : 
famous network programs are: 

HEADLINE EDITION, fascinating on-the-scene news round-up with 
Taylor Grant (left)—Martin Agronsky, Mr. President, America’s Town 
Meeting, Nancy Craig, Pauline Frederick, Harry Wismer, Breakfast 
in Hollywood, Piano Playhouse, Baukhage Talking, George Sokolsky, © 
Elmer Davis, Bert Andrews. : 


: 
' 
i 





And you'll be astonished to find out how few dollars per week an 
ABC ‘‘local-network” show costs in your area. For complete details, 
contact your local ABC station, or write direct to ABC, 7 West 66th 
Street, New York City. 





COOPERATIVE PROGRAM SALES DEPT. 7 West 66th Street, New York 23, N. Y. 


American Broadcasting Company | 
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Reports From Various Areas... 





Auto Market Page 


Denver 


Sales of new cars continued to 
show an increase over last year in 
Denver. During August Denver 
new-car dealers sold 1,183 automo- 
biles as against 966 during the 
same month last year. 

Truck sales, however, contin- 
ued to decrease during August 
when 140 new trucks were sold. 
During the same month a year 
ago, 226 new trucks were pur- 
chased from local dealers. 

New-car sales in August showed 
a slight decrease from July sales 
when 1,297 new cars were sold. 

During the first eight months of 
this year 8,957 new cars were titled 
in Denver, while during the same 
period last year 6,454 were sold. 

During the same period this year, 
1,276 new trucks were sold in Den- 
ver, while during the first eight 
months of last year, 1,595 new 
trucks were sold. 

August new-car sales in Denver 
were: Chevrolet, 230; Ford, 127; 
Buick, 109; Plymouth, 108; Hudson, 
102; Oldsmobile, 64; Pontiac, 61; 
Nash, 53; Dodge, 51; Mercury, 43; 
DeSoto, 30; Cadillac, 20; Packard, 
18; Chrysler, 17; Lincoln, 12; Stude- 
baker, 10; Crosley, 4, and Kaiser, 2. 

Colorado dealers outside Den- 
ver sold new cars during August 
as follows: Chevrolet, 41; Ford, 
31; Oldsmobile, 13; Plymouth, 3; 
Chrysler, 3; Dodge, 2; Hudson,2; 
Kaiser, 2; Buick, 1; Crosley, 1; 
Lincoln, 1; Mercury, 1; Nash, 1; 
Packard, 1. 

Chevrolet also led the field in 
new-truck sales in Denver with 51 





in August. Other sales were: Ford, 
24; Dodge, 13; GMC, 4; Interna- 
tional, 4; Studebaker, 4; Willys, 4; 
Crosley, 1, and White, 1. 

In Colorado outside Denver new 
truck sales were: Chevrolet, 17; 
Dodge, 4; Ford, 4; Diamond T, 1; 
International, 1, and Willys, 1.— 
| (Ira R. Alexander). 

* * + 


Washington 


New-car sales in Washington 
during August dipped sharply to a 
total of 1,849 units. The figure was 
the second lowest of the year, 
topping only the February total of 
1,680. new automobiles. 

New-truck sales during August 
numbered 226, against 398 in July 
and 283 in August, 1948. In the first 
eight months of this year, 1,957 new 
trucks were sold, compared with 
2,657 in the similar 1948 period. 


New-car sales in the first eight 
months of 1949 totaled 20,303, in 
contrast to 17,125 in the first 
eight months of last year. 
New-car sales in the first eight 
months of 1949 by make were: 

Anglia-Prefect, 30; Austin, 28; 
Buick, 1,616; Cadillac, 476; Chevro- 
let, 4,069; Chrysler, 572; Crosley, 40; 
DeSoto, 388; Dodge, 1,331; Ford, 
2,816; Frazer, 45; Hudson, 721; 
Kaiser, 123; Lincoln, 182; Mercury, 
697; Nash, 515; Oldsmobile, 1,447; 
Packard, 508; Plymouth, 2,494; 
Pontiac, 1,397; Studebaker, 713; 
Willys, 72, and miscellaneous, 23. 
New-truck sales by makes in the 
first eight months of this year 
were: Autocar, 24; Brockway, 5; 


Chevrolet, 588; Crosley, 1; Diamond 
T, 14; Diveo, 44; Dodge, 327; Fed- 
eral, 16; Ford, 395; GMC, 165; In- 
ternational, 198; Mack, 27; Reo, 12; 
Sterling, 3; Studebaker, 50; White, 
27; Willys, 45, and miscellaneous, 
16.—(William Ullman). 


* * * 


Cleveland 


| Passenger-car sales in Cleveland 
;recovered during the week ended 


holiday week, but they still did not 
hit the pace of the preceding 
month. 

New-car sales, according to the 
Federal Reserve Bank of Cleveland, 
totaled 1,221, 12 percent under the 
August weekly average. Used-car 
sales reached 2,042, or 8 percent 
under the August weekly average. 

However, both new and used-car 
sales were ahead of last year at 
this time. New-car sales were 37 
percent over last year, and used- 
car sales were up 13 percent. 

New-truck sales were 97, a small 
increase over the previous week. 
However, used-truck sales num- 
bered only 90 units, one below the 
previous week, At 90, used-truck 
sales hit their lowest point since 
early February.—(Sanford Markey). 


* * * 


Southern California 

In the first six months of this 
year, there were 100,725 new cars 
registered in the 11 counties com- 
prising the area of southern Cali- 
fornia. 

Sales by make in the 11 coun- 
ties for the January-June period 
were: Anglia-Prefect, 64; Austin, 
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NORWALK, CONN. 
Gentlemen: 


promotion. 
Name 


Address 
City 





Jobber’s Name 
Address 





FOR PASSENGER CARS, STATION 
WAGONS AND PANEL TRUCKS 


SE LZ 4 7 as an easily - installed ac- 
B800ST 7 as the safe, modern 


method of signalling 
. ee eee ay EP PMO See wa ee 


YANKEE METAL PRODUCTS CORP. 


Send me details about your special Turnmaster 








State 

















| SALESMEN WITH HIGH PROSPECT CARD PILES—Dealership salesmen who manned th 
Pontiac exhibit at the Philadelphia Auto Show were so successful in securing prospect carc 
| that it was decided to award prizes to the three top men. Left to right are Alex Feli: 
|Sept. 16 as against the preceding | Shore Brothers, Inc., $25 winner; Max Elion, Elion Motors, Inc.; John Pascal, also of Elior 


Motors and a $100 winner; C. M. Davis; zone manager C. G. 
tations; W. T. Kelly; Les Stack, Reliable Motors, 


assistant zone manager, and George Prusky. 


124; Buick, 7,802; Cadillac, 2,292; 

Chevrolet, 21,154; Chrysler, 2,717; 

Crosley, 243; DeSoto, 2,802; Dodge, 
4,678; Ford, 16,515; Frazer, 215; 
Hudson, 3,582; Kaiser, 585; Lincoln, 
686; Mercury, 3,407; Nash, 2,886; 
Oldsmobile, 5,642; Packard, 1,608; 
Plymouth, 9,166; Pontiac, 7,082; 
Studebaker, 6,889; Willys, 368, and 
miscellaneous, 218. 

New-truck sales in the first half 
of 1949 totaled 12,619 in the 11 
southern California counties. By 
make, they were: 

Autocar, 29; Brockway, 18; Chev- 
rolet, 5,013; Crosley, 17; Diamond T, 
37; Divco, 140; Dodge, 1,412; Fed- 
eral, 8; Ford, 2,055; FWD, 3; GMC, 
1,215; International, 890; Kenworth, 
26; Mack, 55; Reo, 19; Sterling, 22; 
Studebaker, 1,139; White, 68; Willys, 
304, and miscellaneous, 149.—(Slim 


Barnard). 
* * 


Youngstown, O. 


New-car and new-truck sales in 
both Mahoning county (Youngs- 
town) and Trumbull county (War- 
ren), O., showed increases. in 
August over July figures. 

New-car sales in Mahoning county 
during August numbered 789 units, 
compared with 745 in July, while 
new-truck sales totaled 82, against 
62 in the previous month. 

In Trumbull county, 536 new 
cars were sold during August, 
compared with 465 in July. New- 
truck sales were 48, against 23 in 
duly, 

New-car sales by make during 
August in Mahoning and Trumbull 
counties were (Trumbull county 
figures in parentheses): Buick, 59 
(35); Cadillac, 12 (6); Chevrolet, 
232 (148); Chrysler, 20 (12); DeSoto, 
31 (18); Dodge, 80 (37); Ford, 88 
(73); Hudson, 6 (13); Kaiser, 10 (0); 
Lincoln, 2 (4); Mercury, 17 (24); 
Nash, 18 (5); Oldsmobile, 33 (35); 
Packard, 11 (8); Plymouth, 88 (63); 
Pontiac, 51 (48); Studebaker, 11 
(2); Willys, 4 (3), and miscellane- 
ous, 0 (2). 





Columbus, O. 


New-car sales in the first 15 days 
|of September maintained a fast 
|pace in Franklin county (Colum- 
bus), O. 

A total of 834 new cars was 
titled during the period, compared 
with 1,029 in the first 15 days of 
August. Sales in August totaled 
11,922 and were the highest of the 
| year. 

New-truck sales in the first 
| half of September numbered 92 
units, compared with 86 in the 
first 15 days of August. The top 
15-day selling period for new 
trucks occurred in the last half 
of May when 140 were titled. 

New-car sales by makes during 
ithe Sept. 1-15 period were: Buick, 
157: Cadillac, 13; Chevrolet, 184; 
Chrysler, 27; Crosley, 4; DeSoto, 20; 
|Dodge, 50; Ford, 145; Frazer, 3; 
Hudson, 21; Kaiser, 7; Lincoln, 6; 
Mercury, 22; Nash, 25; Oldsmobile, 


41; Packard, 16; Plymouth, 92; 
Pontiac, 64; Studebaker, 32, and 
Willys, 5. 


New-truck sales during the same 
period were: Chevrolet, 30; Dodge, 
14; Ford, 17; GMC, 8; International, 
9; Mack, 4; Reo, 1; Studebaker, 4; 


White, 2, and Willys, 3. — (Bert 
Strang). 
* - . 
Baltimore 


August was the best month of 
the year for Baltimore new-car 
dealers with sales hitting a high 
of 2,625 units. 

Dealers in the rest of Maryland 
also had cause for rejoicing as 














Miller, who made the preser 


nc., @ $50 winner, and J. F. Malone 


they, teo, set a 1949 record with 
the sale of 3,864 new automobiles. 

New-truck sales in Maryland als« 
showed an increase over preceding 
months, A total of 635 new truck: 
were sold in the state (exclusive 0: 
Baltimore) during August, against 
479 in July, 480 in June and 61’ 


in May. 

New-truck sales in Baltimore 
during the month were dowr 
slightly. The total of 243 new 


trucks sold in the city in August 
trailed the figure of 264 in July 
and 261 in June. 

New-car sales by make in Balti- 
more for August: 

Austin, 1; Buick, 184; Cadillac, 
28; Chevrolet, 752; Chrysler, 72; 
Crosley, 4; DeSoto, 56; Dodge, 

108; Ford, 388; Frazer, 4; Hudson, 
51; Kaiser, 39; Lincoln, 12; Mer- 
cury, 84; Nash, 69; Oldsmobile, 
205; Plymouth, 341; Packard, 60; 
Pontiac, 132, and Studebaker, 40. 

In the first eight months of this 
year, 16,938 new cars and 2,124 new 
trucks were sold in Baltimore, while 
in the rest of the state there were 
7,145 new cars and 1,114 new trucks 
sold. 

August new-truck sales in Balti- 
more were: Autocar, 2; Brockway, 
1; Chevrolet, 83; Diamond T, 1; 
Dodge, 47; Ford, 50; GMC, 12; In- 
ternational, 18; Mack, 2; Stude- 
baker, 4; White, 4, and Willys, 19. 
—(Kate Savage). 

- oJ 


San Antonio 

New motor vehicle sales in Bexar 
county (San Antonio) during Au- 
gust totaled 1,174, compared with 
980 during August, 1948. Of these, 
1,010 were new cars and 164 new 
commercial vehicles and trucks. 

Milam Chevrolet Co. led the field 
with 97 new cars sold during the 
month, with San Antonio Buick 
Co. and Smith Motor Sales Co. 
(Chevrolet) tied for second with 
86 cars each. 


O. R. Mitchell Motors (Dodge) 


‘led commercial car sales with a 


total of 22, with Milam Chevrolet 
Co. in second place with 17 sales 
and Ormsby Chevrolet, third, with 


15 sales.—(J. H. Reed). 
: * > 


Birmingham 

Sales of new cars in the Bir- 
mingham area continued to show 
monthly gains with August the 
best since the war. Total August 
sales of new cars in Jefferson 
county (Birmingham) were 1,222 
against 1,169 for July. 

Sales by makes were: Buick, 61; 
Cadillac, 21; Chevrolet, 349; Chrys- 
ler, 19; Dodge, 86; Ford, 237; Fraz- 
er, 1; Hudson, 7; Kaiser, 3; Lin- 
coln, 5: Mercury, 57; Nash, 28; 
Oldsmobile, 64; Packard, 24; Plym- 
outh, 142; Pontiac, 64; Studebaker, 
34, and Willys, 3.—(Stuart Riddle). 


* * * 


Akron 

New-car sales in Summit county 
(Akron) for the week ended Sept. 
10 totaled 363 units, compared with 
390 the previous week and 213 in 
the same 1948 period. 

Used-car sales also declined, with 
397 transactions in the week ended 
Sept. 10, against 478 in the preced- 
ing week and 191 in the comparable 
1948 period. 


Allen Names Kellner 


Carlton F. Kellner has been ap- 
pointed assistant treasurer and 
business manager of Don Allen 
Midtown Chevrolet, Inc., New York 
City, it is announced by Don Allen, 
president of the Don Allen Or- 
ganization. Kellner had been busi- 
ness manager of South Park Mo- 
tors, Inc., Buffalo, since January, 
1948. 
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“Half Went That-a-Way!”’ 


are half of your sales messages following them? 


5 out of every 10 new automobiles that leave Detroit go to towns of under 25,000 
population. The people that live in and around these Main Street towns are real 
consumers. They buy more than half the gas and oil. They buy 3 out of every 

5 tires. They buy more than half the automotive accessories. Are half of your 
selling messages reaching them? Not if you’re depending on city-centered 
magazines and newspapers alone. 


“Impressed by the number of sub- 
stantial people who read Pathfinder 

+ some of my best automotive 
customers.” 


Knowledge that big sales are not always made in big cities—is sending CHEVROLET DEALER. 

more and more advertisers into PATHFINDER. They have found this new, Indiana 
economical shortcut to balanced selling strength— they are using 

PATHFINDER to call on 1,200,000 /eading Main Street families... 

1,200,000 best car customers! Best customers because your dealers, "Glad to see Ford advertising in 
like those quoted here, will tell you so. Call Detroit— Woodward 5-6380, Pathfinder magazine. Judging from 
if you’d like to see proof that PATHFINDER SELLS to the people ee eee Vee care 


have the cream of the crop in our 
your Main Street dealers know! community.” 


FORD DEALER, Illinois 


“Congratulations on the fine quality of 
reading material which you furnish to 
your public... Pathfinder readers are, 
as o whole, of the higher intellectual 


class of Americans." 


family news magazine of home-town America CHRYSLER DEALER, Iowa 
1,200,000 Leading Families Your Main Street Dealers Know 
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Merchandising 
Memos to Dealers 





HERE are times when competi- 

tive dealers can get together 
with good results in cooperative 
advertising. 

For instance, a group of dealers 
on Broadway in New York be- 
tween 124th and 135th Sts. is using 
considerable advertising space to 
promote their area under the 
theme: 

“Buy your car where buying 
is made easy.” 

They call themselves the Man- 
hattanville new-car dealers. Ar- 
rows pointing to their area are 
labelled: “Easy to reach, Easy to 
park. Easy to choose. Safe to buy.” 

Boxes give an individual ad to 
the nine dealers participating. 


By Bob Finlay 


Lines lead from these boxes to 
a map where stars show the in- 
dividual locations. 

The dealers are Kellogg Pontiac, 
Acey Oldsmobile, J. Holzer (K-F), 
Glidden Buick, Caswell 
(Ford), Jack Lynch (Chrysler), B. 
F. Curry (Chevrolet), The Coh-Ler 
Corp. (Studebaker) and Gorman- 
Miller (DeSoto’. 


* * * 


Drive-In Lot 


ARTON AUTO 

Spokane, Wash., is using the 
drive-in merchandising idea to 
good advantage in retailing used 
ears. The company’s modern used- 
car lot is heralded by a neon sign 
as the “Oldsmobile Drive-In.” Offi- 


(Oldsmobile), 


Motor|« 











cials of the dealership report that 
western Washington customers 
have taken to the idea. 


They drive right in to trade 


| on better used cars. They find 


it convenient to have the tradein 
car handy while considering deals 
on Barton merchandise. 

As a tie-up with the drive-in 
feature, a large office with two 
closing rooms is maintained on the 
lot. When a customer tentatively 
picks out a used car, the automo- 
bile is moved next to a large win- 
dow in the closing office. The deal 
is then worked up while the cus- 
tomer’s attention is concentrated 
on the chosen used car. 

+ © + 


Champ Stuff 


HAT’S a champion dog got to 
do with quality used cars?” 
Wilkie Buick in Philadelphia uses 
that question to stress the impor- 
tance of conditioning and know- 
how. 

Wilkie’s ad says: 

“It takes proper conditioning, 
know-how and extra-care to pro- 
duce a prize-winning dog. The 
same elements go to make a 
quality used car. 





“Mechanical know-how, factory- 
approved parts, complete outside 





FP ay MEN GUESTS OF ALABAMA FORD DEALER—Grimes Motor Co., 
a 
was staged for town patrons, another for out-of-town customers, and this picture shows stil 
another group, Grimes’ truck sales and service customers. The group enjoyed an evenin« 


of free sandwiches, 


at the meetings. 
Manager Charlie Stone. 








at Montgomery 


has initiated a series of informal get-togethers for different customer groups. On: 


beer and a session of instructional and entertaining moving pictures 
General Manager Joe Hedrick emphasized that no effort is made to have a formal progran 
“They saem to enjoy it more when we just leave them alone,’ z 


' said Sale 





and inside renovation make Wilkie 
Warranted used cars—the next best 
thing to a new car.” 

* + + 


For the Big Babies 


* YORK, PA., Beasley’s Truck 
Center (Ford) hangs a nifty 





“Insured Payment Financing” means that, in event of a purchaser’s 
death, insurance pays the entire balance due on his purchase contract. 


Insured-Payment 


A) Financin gives you 


three big advantages 


YOU CLOSE 






4 


Ks 


MORE SALES 


Many a sale has slipped 
away, because the 
buyer’s wife hesitated to 
approve a large commitment. 
Insured Financing, you close these sales 
—by pointing-out that in case an emer- 
gency should arise, the family would 
not have to make further payments. 





With 
sell. 


Insured-Financing. 


Today’s car-buyers are looking for Insured-Payment 
Financing. Make sure they can get it from you. Ask your 
finance company about it. Or write us for names of finance 
companies that offer this modern service in your territory. 


YOUR FINANCING 
IS UP-TO-DATE 


From coast to coast, the 
trend in car-financing is 
definitely toward In- 
sured Payments. Keep YOUR financ- 
ing plans as modern as the cars you 
You do this when you provide 
YOUR customers with the benefits of 





formerly you’ve had to do it. 
with Insured Payments, such emergen- 
cies enable you to build good-will, be- 
cause you can inform the family that 


INSURED FINANCING 
BUILDS GOOD-WILL 


Of course, you hate to 
repossess a car when the 
bread-winner dies — but 
Now, 


they own the car, completely clear. 


OLD REPUBLIC CREDIT LIFE 


James H. Jarrell, President 


Regional Offices: Birmingham, Ala, ® 


Denver, Colo. @ 


INSURANCE COMPANY 


Home Office: Chicago, Illinois 


Washington, D. C. 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 





broadside on the difficulties in 
volved in servicing trucks. 


Using a couple of hefty wrestlers 
| for illustration, the broadside says: 


“The bigger they are ... the 


harder they USED TO BE to 
handle .. . but NOW—the BIG- 
GER . . . the BETTER we like 
"em. 


Then the broadside shows pic- 
| tures of Beasley facilities and tells 
| what it can do. 
| * * + 
Shop at Night 

UMMERS - HERRMANN (Ford) 

gives a plug for night shopping 
for used cars in Louisville with a 
three-column by 11 inch ad. 

A 2%-inch black strip at the top 
shows an owl in white with a moon 
over his shoulder, saying: 


“Youoooo00 . . . Shop the mod- 
ern way, shop at night.” 

A list of used cars and trucks 
with brief descriptions is given. 
Tied in is a small box on the Ford 
| safety contest. 

* 


Standout 


MILWAUKEE newspaper classi- 
fied sections were crammed 
just before Labor Day with dis- 
play specials on used cars. 

Interesting was the device used 
by Humphrey (Chevrolet) to gain 
|attention amid the competing at- 
tractions. 


“Don’t read this ad,” said Hum- 
phrey’s ad. “Read the other ads 
first, then compare. It’s Hum- 
phrey again. As usual, we're first 
with the most for the least.” 

Humphrey makes a point of us- 
ing the used-car manager’s name. 
A prospect feels more easy when 
he can ask for someone by name. 


On the same page, Ruby offered 
a tankful of gas and a change of 
oil lubrication with every car. 
San Chez said, “Wisconsin’s larg- 
est DeSoto-Plymouth dealer gives 
away $100 on used car trades, 
too,” whether the purchaser has 
a tradein or not. 

Ryan-Nash said it sells hundreds 
of used cars because every car is 
;reasonably priced; every car is 
thoroughly reconditioned, and “we 
have thousands of satisfied cus- 
tomers.” 


* * 





* CJ * 
Brings ’Em In 
EORGE EDWARDS, a used-car 
dealer in Thomson, Ga., at- 
tracts customers through a display 
| of antique articles and toys. 
Twelve of the best used cars 
are kept facing this display at 
| all times, with the price and 
terms prominently displayed on 
| each. 
| You have to back up attractions, 
| however, and Edwards says he em- 
phasizes customer satisfaction. 
a + * 





| Making It Easy 
‘DS ALLEN MOTORS offers to 
help shoppers solve their park- 


|ing problems in downtown Lock- 
port, N. Y. 


The dealership ran a newspaper 
ad headed by the caption: “Hav- 
ing trouble finding parking?” 


Copy read: “Finding parking 
space is no problem at Don Allen 
Motors. There’s plenty of room 
at Park and West Aves. 

“Drive out, zip in for all your 
service needs—or just for a friend- 
ly visit. You’re always welcome at 
Don Allen Motors.” 








| 


werent eet 


| 
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You know who the hero is. He’s the fellow who 
just bought a car from you. But perhaps you don’t 
know the whole story behind the sale. 


He started looking long before you took him out for 
a demonstration. For a long time he studied new 
cars in magazine advertisements. Chances are he 
did most of his “window shopping” in The Saturday 
Evening Post—America’s Year-’Round Auto Show. 


Like the vast maiority, he spends more time with 
the Post than any other magazine. He pays more 
attention to the advertising and has greater con- 
fidence in Post-advertised products. 


re a ae 


When he made the big decision...he came to see you. 






<4 
A 


You did the selling job... you clinched the sale. But 
before you ever began working on him, the Post built 
his confidence in your particular make of car. 


* 
Say 


‘Vaan 


That’s the story behind almost every sale you 
make. Year in and year out, your manufacturer 
places ads in the Post that do a great job of pre- 
selling your best prospects—and 

your prospects-to-be! 


LMM 


reaches the people who mean business 
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Hold Key to Maker Survival, Fortune Says... 





Dealers Called Kingpin 


NEW YORK.—Auto makers will 
be only as strong in the competitive 
market as their dealer organiza- 
tions are strong. 


So states Fortune magazine in a| 


September article, “Motors: They’re 
Still in High,” which analyzes the 


current situation and outlook for | 


the industry. 

How many dealers a company 
has will not be the only deter- 
minant of a company’s prospects 
in a tough market, Fortune 
states. Financial qualifications 
and selling skill will also count, 
it says. 

Pointing out that factories are 
relying on dealers to give new-car 
buyers their first postwar break 
price-wise, the article declares: 

“No matter how piously the aver- 
age automobile manufacturer may 
pretend to run his production by 
the book, he is going to feel, as he 
has always felt, that the surest way 
to make a dealer sell a few extra 
cars is to ship him a few extra.” 

The entire economy will feel a 


|severe jolt, the article warns, if 
j}auto operations are blotted out 
|“through a maladjustment of price 
|}and production policies.” 

“Now, by supplementing its 
productive skill with smart mer- 
chandising, and by the exercise of 
industrial statesmanship, it might 
contribute tremendously to the 
sustenance of the general econ- 

omy during the coming fall and 
| winter months.” 

Prospects for “real, thumping 
| price cuts” this fall are scant, how- 
ever, according to Fortune. 
| The magazine explains that most 
auto makers employ what is called 
ia “level” price method in pricing 
their products. This system, adds 
the article, is “spread over the 
predicated unit volume, much as a 
level life-insurance premium is cal- 
culated on the life expectancy of 
the policyholder.” 

“It (the ‘level’ price method) ex- 
plains why automobile prices rarely 
come tumbling down in a soft 





market, as do prices of other con- 


sumers’ goods, including many 
durables,” the article states. 
“It explains why automobile 
manufacturers fend off current 
| complaints of high prices by re- 
ferring critics to the going level 
| of auto workers’ wages and to 
| the prices of steel, copper, lead, 
ete., and consider that they have 
discharged their duty by prom- 
| ising to ‘pass on to the public’ 
any reduction that may occur in 
the cost of these items.” 
Fortune notes “still another way” 


| dealer do it.” 
| “In normal times,” 
magazine, “the standard dealer dis- 
count of 25 percent shrinks to an 
effective 17 percent. The difference 
customarily pays the loss on his 
|trade-ins and the expense of dem- 
onstrating and merchandising his 
new cars. (In the well-run dealer- 
ship, rent and running expenses are 
just about balanced by the net in- 
come from service operations.)” 
Any forecast of the auto market 





is “hypothetical at best,” the article 


|to effect lower car prices: “let the | 


relates the | 


| 





| WINGLESS CHICKENS TRAVEL IN STYLE—A new Ford station wagon ready to start o 


@ prolonged tour of the eastern U. 


S. with its cargo of four Double Diamond wingles: 


| chickens which will be viewed at fairs and expositions as well as at Double Diamonc 


Norman Eiss, Ford 


dealers’ establishments throughout the Dailey Mills, Inc., sales territory. Giving the entour 
age a send-off are, left to right: W. G. Jesson, Olean (N. Y.) Ford dealer: J. 
| jr., advertising manager for Dailey Mills, who is sponsoring the tour; Frank Maxwell (ir 
the Ford station ween. field representative for Dailey, in charge of the wingless chickens 

eld man, Buffalo district; Clinton Tomlinson, sales manager for Dailey 


H. Skinne 


and J. A. Whitman, Ford dealer, Olean. The Whitman-Jesson dealership provided the 


station wagon. 


says, because in periods of eco- 
nomic depression consumers can 
always make their old cars last. 
“Thus, in normally prosperous 
times, there is a wide swing be- 
tween the basic needs of the U. S. 





public for car transportation, and 
the demand for new cars that is 


Better Visibi ity helps to sell automobiles 


@ Manufacturers of motor cars in all price brackets are agreed that larger glass areas 
have potent appeal to their prospective customers. This is not surprising, because it’s a 
feature that buyers themselves have insisted upon. 










Larger vision panels call for Safety Glasses that are time-tested and service-proved; 
that are dependable; that have the confidence of the motoring public. And that means 
Pittsburgh Safety Glasses. For they have an enviable record of service in the automobile 


and aviation industries. 


Pittsburgh Safety Glasses are now mass-produced in curved as well as flat panels to 
meet all your requirements. So, regardless of your particular problem of glass applica- 
tion, look to “Pittsburgh” to help you solve it adequately. Our Safety Glass specialists 


will be pleased to consult with you, without obligation. 
Company, 2304-9 Grant Building, Pittsburgh 19, Pa. 


SEY HESS our 


DUPLATE SAFETY PLATE 


G 





PITTSBURGH 


GLASS + 


PAINTS + GLASS -; 


PLATE 


DUOLITE SAFETY WINDOW GLASS 


CHEMICALS - 


GLASS 


BRUSHES - 


Pittsburgh Plate Glass 





PLASTICS 


COMPAN Y 





inspired by the practice of trad- 
ing the “old” one in every two or 
three years,” Fortune points out. 


“It is a matter of history that 
the depressions of 1920, 1929 and 
1937 caught the automobile industry 
in a state of complete innocence 
and vulnerability. On each of the 
occasions the carmakers were vic- 
tims of overproduction and, except 
for 1929, overpricing. 

“In 1937, as in 1949, the auto in- 
dustry was enjoying a smashing 
statistical success. It built over 
three million cars by September 
and was well along into a fat fourth 


| quarter when the blow fell. 


“By the end of the year Detroit 
automobile plants were operating 
on a three-day week, and in the fol- 
lowing year it was necessary to 
limit output to barely more than 


|half the number of cars that were 


built in 1937.” 
But, the article emphasizes, “fat- 
uous optimism” is conspicuous by 


|its absence in the thinking of De- 
| troit executives today. 


“No buyers’ market was ever 
better advertised than the one in 
automobiles that has still not ar- 
rived,” Fortune asserts. “Indeed, 
the industry has been alerted for 
so long that there will be con- 
siderable relief when the damned 
thing materializes.” 

Although the nation’s need for 
new cars is well established, com- 
ments the magazine, present high 
prices of all cars may endanger the 
traditional process of trading-up 
older vehicles for cars half as old 
and the latter age-group for brand 
new cars. 

“The jalopy owner can’t get a 
late-model prewar car without put- 
ting up $400 or $500 in cash; the 
owner of a 1941 car can’t get a 
postwar used car without paying 
out $600 or $700, etc.,’”” states the 
article. 

“Indeed, if he can afford that, he 
might rather than try to go whole 
hog and buy a brand-new car. And 
that’s a market, incidentally, that 
the carmaker has high hopes of 
tapping. He’s very fond of statistics 
that show not only a larger popula- 
tion, but also a much larger per- 
centage of people in the new-car 
income bracket than there was 
prewar.” 

The article views the current 
competitive positions of the various 


auto makers, with the following 
comments: 
GENERAL MOTORS—“. . . beats 


every company in the business on 


| costs... Has GM become too effici- 


ent for its own ultimate good? If 
GM were to translate this efficiency 
tomorrow into material price cuts 


|on all its cars, it could conceivably 


boost its share of the market to 
something over 50 percent, and 
thereby inflict near disaster upon 
some independents, which simply 
do not have the cost structure, and 
the financial backlog, to sustain 


| that kind of competition. Obviously, 


GM wouldn’t relish such a triumph 
“In the past, the only way 
known to GM of countering criti- 
cism of its bigness has been to 
give constantly greater service 
and better values to the public— 
and this, of course, only makes 
the company grow bigger.” 
FORD—“. . . has said it will beat 
Chevrolet but it didn’t say when 
Its chances will improve as certair 
of its facilities improve. ... As it 
promised it would, the Ford Moto: 
Co. is pouring almost $100 millior 
a year into its rebuilding program 
In the years 1946-48 it spent mor: 
for such purposes than it earned 
Ford means business. It has a five 
(Continued on Page 51, Col. 3) 
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On the Financial Front... 


Short Position Pulled 
Higher By Motors 


By George Deery 
Associate Editor 


EVEN motor stocks are included | 
in the latest compilation of the | 
short interest on the New York} 
Stock Exchange, with all but one— 
Reo—contributing to the ninth in- 
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| tong-term bank loan arranged Jan. 
| 31, 1945, to provide increased work- 
jing capital for reconversion after 


total of 60,839. In the September 


| listing it was credited wtih 56,086 


shares. Oil issues in the current 
list are: 
Barnsdall, Gulf, Houston, Rich- 


field, Sinclair and Sunray, A sub-| 


| stantial decline in the total for Gulf | 
|to 2,340 shares from 4,512 was re-| 


30 anon for all issues in the past| corded. Sunray’s total was down 
” an - /680 shares to 9,030. Others were: | 

e total for all issues was | Barnsdall, 6,330 against 6,055; | 
2,133,700 shares Sept, 15, against | pouston, 15,347 against 14,362; | 


2,006,119 shares wnen the com- 
Pilation was released by the ex- 
change at the middle of August. 


Standing at the highest point | 


Since Aug. 4, 1932 (2,151,840), the 
latest report includes Chrysler, 
General Motors, Hudson, Mack, 
Nash-Kelvinator, Reo and Stude- 


| Richfield, 36,815, against 30,745, and 


‘Nash Pays Last 
Of Bank Loan 





baker. 

_ Reo dropped to 11,190 from 11,890 
in the preceding month. As in Au- 
gust, Hudson had the largest short- 
side among the car and truck 
makers with 56,171 shares, com- 
pared with 50,989 in the preceding 
report. Mack Trucks, however, 
showed the largest individual jump 
to 11,392 shares from 6,532. 

* * + 


(CHRYSLER, General Motors and 


Studebaker lead Hudson in hav- | 


ing a substantial number of fol- 
lowers who subscribe to the tem- 


porarily bearish attitude implied in | 


the hopes to make money in a 
declining market. 

A reminder should follow that 
there is also a large segment of 
steck market followers who like 
short positions for the cushions 
they provide when the market 
rises and the shorts are forced 
to cover, as their hopes for pick- 
ing up the stocks at lower prices 
grow dimmer. 

It came as a surprise to many 


market analysts, when after the | 


close of the market Sept. 20, the 
so-called bearish boys had boosted 


their stake in the opinion that the | 


market was headed lower. 

On Sept. 15, there were 52,029 
short shares of Chrysler against 
46,102 Aug. 15; 46,359 shares of Gen- 


eral Motors against 41,062 report- | 


ed in the exchange’s September 
statement; Nash-Kelvinator, 14,850 
shares against 13,375; Studebaker, 
54,321 against 46,877. 
* 7 * 

Tue common stocks of the rubber 

companies were not immune to 
the growing short interest, either. 
Goodrich increased to 13,718 from 
12,226 in September; Goodyear to 
7,532 from 7,181 and U. S. Rubber 
to 7,985 from 6,507. 

U. S. Steel led the list for the 
second consecutive month with a 


Net, Sales Down 
At Continental 


Continental Motors Corp. and | 
consolidated subsidiaries had net 
earnings in the nine months ended 
July 31 of $1,701,005, or 52 cents 
per share on the 3,300,000 common 
shares outstanding. This compared 
with $2,536,129, or 77 cents per| 
share, in the like period last year. | 
Sales for the nine months this year 
were $58,693,391, compared with | 
$85,592,860 a year ago. 

; C. J. Reese, president, stated that 
inventories at July 31, 1949, were 
22 percent less than a year ago, 
amounting to $14,175,077 against 
$18,123,468, Current assets, includ- 
ing $11,225,803 cash and marketable 
securities, totaled $33,368,470 against 
current liabilities of $11,522,635, 
leaving net working capital of $21,- 
845,835. This was an increase of 
$1,209,005 over the total a year ago. 
+ * 








Auto Stocks 


Nash-Kelvinator planned to repay 
on Sept. 27 its $8,000,000 of long- 


|term bank loans due over the next | 


four years, George W. Mason, presi- 


| purposes.” 
|previously made four annual pay- 
|ments of $2,000,000 each on this 


Sinclair, 5,510 against 3,055. | 





'dent, stated Thursday. This is the 
| remainder of an original $16,000,000 





Sept. 19 Sept. 12 








Chrysler ......... 52% 52% 
CO i cicascave 2% 8 
General Motors 62% 62% 
eee 11% 12 
Kaiser-Frazer . 3% 3% 
Nash-Kelvinator 13% 18% 
Packard ......... 3% 4 
Studebaker ...... 22% 2236 
re 35 A5 
Willys-Overland 4% 4% 

Average for 

10 Stocks ...... 17.82 17.87 








the war. 

It was termed then a “peace- 
preparedness loan” and was the 
first major industrial financing of 
the war years to be specifically 
earmarked for “non-war production 
The corporation has 


loan. 

Retirement of this bank indebted- 
ness will leave Nash-Kelvinator 
with only $20,000,000 funded debt, 
on which the first installment of 
$2,000,000 will not be due for five 
years, Mason said, 


Right Up There 
N. M.’s Auto Tax Total 


Is 7th Highest 


ALBUQUERQUE, N. M. (UTPS) 
—Although New Mexico ranks 41st | 
in population among states, it was 
seventh highest last year in taxes 
paid per motor vehicle. 

A breakdown of tax records 
shows an average of $71.25 per 
vehicle. New Mexican motorists 
paid about $8,445,000 in gasoline 
taxes and more than $3,926,000 in 





registration fees and special taxes. 





Present Los Angeles plant 


SYSTEMS DIVISION, /%e REYNOLDS & REYNOLDS 
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TAKES PRODUCT DISPLAY RIGHT TO FRONT DOOR—A new idea in industrial selling 


is this specially constructed White ‘'Salesmobile," employed by Lake City Malleable Co., 
of Cleveland, to exhibit its products to industry and the public. This interior view shows 


| some of the products now being shown in Detroit to industrial plants, schools and the 


general public. J. H. Redhead is president of the company and Arthur F. Jackson, of 
Detroit, executive vice-president. Lake City Malleable is a large supplier to Detroit's auto- 
motive industry. "We do not intend to let our salesmen sit around,"’ Redhead explained. 
"You might call this mobile exhibit a scout car or an infiltration school in the front lines 
of a drive to drum up business. Frankly, a doorbell ringing campaign is in the making. 
We believe there is business to be had and we intend to go after it." Featured in the 
motor coach display are about 450 items, including 282 model castings. There are machine 
sheared, punched and plated malleable iron products, along with still unbroken castings. 








AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry, offers to advertisers a weekly audience of an estimated 


more than 100,000 cover-to-cover readers! 





BUILT FOR BETTER SERVICE! 


W. are proud to announce our new Systems Division 
plant at Celina, Ohio. 

During recent years there has been an ever-increasing demand 
from automobile dealers throughout the country for Reynolds 
& Reynolds products. 

Meanwhile, our Dayton plant has been “bustin’ at the 
seams.” There just wasn’t enough elbow room to efficiently 
handle our aw growin 

Now, we 
for many years... an entire new and separate plant with ample 
facilities to maintain the kind of service our business has been 
based on since 1866. 

Our new Celina plant has been operating successfully for 
the past several months. It is the ultimate in modern, scientific 
construction . . . 55,000 sq. ft. of floor space with the finest 
equipment that money can buy. Teamed with our large Dayton 
plant, Reynolds & Reynolds now offers improved service to 
automobile dealers. Our Dayton plant, too, has been freed to 
better serve the growing list of car dealers who are turning 
to “tailor-made” repair orders, stationery, and forms. 

This is the story we have wanted to tell for a long time 
... anew plant... BUILT FOR BETTER SERVICE to auto- 
mobile dealers. 


automotive business. 
ave achieved the goal which has been lanned 


For prompt handling of orders and inquiries, be sure to change our 
address to Celina, On 

accounts receivable, and shipping are now concentrated at Celina. Only 
the executive offices of the Systems Division remain at Dayton. 


io on your records, All inquiries, orders, billings, 


Compan yf 


coe on foe 


{LOS ANGELES BRANCH, 400 W. PICO BLVD., SERVES ARIZ., CALIF., IDAHO, ORE., NEV., WASH., AND UTAH) 
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desire! 


Naw. as always, with more enthusiasm for boss and product—and more 

fit-@ h di I reason-why rebuttal to the buyers’ “Not today!” It will 

profit-S-growth stem directly from take more “midnight oil,” more “huddles,” more “shoe 
the ability of salesmanship and leather.” | 


advertising to create more desire. , a 
It will take bolder planning, more streamlining, more mile- 


age out of every $ appropriated. And don’t forget there’s 


TO CREATE more desire, now that war’s pent-up desires a clearer view of the road ahead through the windshield of 
are satisfied, will take plenty of “know-how,” plenty of research than in the mirror’s reflection of the road you’ve 
wherewithal—and plenty more. It will take more salesmen been over. 


politan Group 


WHERE 38,000,000 READERS* GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 





NEW YORK CHICAGO DETROIT 


220 East 42nd Street —MUrray Hill 7-5200 Tribune Tower — WHitehall 4-2280 New Center Building TRinity 2-209: 
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IT WILL TAKE more dissatisfaction with time-worn meth- 
ods and a restless quest of better methods! It might even 
take a penchant for breaking precedents! 


There’s the precedent of buying “national” media to sell 
the national market. Analyze that precedent and you'll find 
that, good as they are, the nation’s top “national” media 
can’t hold a proverbial candle to the locally edited Metro- 
politan Group of Sunday Picture Magazines. 


Let the facts tell the story. 


To create more desire for your product, you'll have to reach 
more people in more places where more goods are bought. 
And here’s how Metro’s locally edited Group compares 
with “national” media in the business of gathering an 
audience for your sales messages: 


FAMILY COVERAGE CURRENTLY 
AVAILABLE IN THE 138 U.S. METROPOLITAN 
TRADING AREAS 


50% or better 20% or better 


No. of % of 1947 No. of % of 1947 

Areas Pass. Car Reg. Areas Pass. Car Reg. 
Metro Magazines 32 30.93 64 38.19 
Supplement “A” . 15 14.25 60 38.83 
Supplement “B” . 20 17.43 42 28.62 
Weekly “A”. ... None 17 6.51 
Weekly “B”.... None 1 61 
Weekly “C”.... None 1 17 
Women’s “A” .. None 4 61 
Women’s “B”... None None 
Women’s “C”... None None 


CITY-WISE, Metro advertisers reach 70% of the families 
in the nation’s 18 largest cities; 50% or better in 491 prin- 
cipal cities—plus nearly 4,000,000 circulation in other 
prosperous cities and small-town America. 


Obviously, it will take more than top coverage to create 
more desire for your product. For the best that top crea- 
tive talent can devise must be read before it can generate 
desire. And here’s how Metro compares with “national” 


media in the business of getting thorough readership 
of 4-color advertisements: 


THOROUGH READERS PER $ 
All 1948 Starch-checked 1000-line Colorgravure 


ads; all 4-color pages in Supplements 
and Magazines. 


Cj men HB women 


Weekly Weekly Weekly Women's Women's Women's 
“—” “A” “B” “¢g Ad 


Comprehensive data on request. 


Supp 


Metro Supp. 
Mag. oe “mB” ogee “p” 


WHAT ABOUT COST? Metro Colorgravure costs $2.80 
per thousand. Color in the leading weeklies and leading 
women’s magazines ranges from $3.21 to $5.30 per thou- 
sand. And Metro monotone rates are even more attractive! 


There’s the 3-dimensional story on current media values. 
If you want top coverage, you'll get it in Metro. If you 
want top readership, you’ll get it in Metro. If you want 
the best rate, you’ll get it in Metro. 


IN SHORT, if you want more mileage out of every $ ap- 
propriated; if you want more enthusiasm inside your sales 
organization and out around the trade; if you’re questing 
for a better method to create more desire for your product, 
Metro offers everything! 


How’s your penchant for breaking precedents? 


AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. ¢*) All ages, all incomes, both sexes. 





SAN FRANCISCO 


155 Montgomery Street —GArfield 1-7946 
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LOS ANGELES 


448 South Hill Street—MlIchigan 0578 
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By Leo T. Parker 
Attorney at Law 


ECENTLY a reader sent in a 
peculiar and yet important le- 
gal question, as follows: 

“Through ignorance I innocently 
bought a stolen automobile and 
paid $2,200 for it. The finance com- 
pany took the car from me. Later 
I discovered that the thief from 
whom I purchased the stolen car 
had bought and installed on it new 
tires and tubes, seat covers, a new 
top, paid $135 for a paint job, and 
expended $235 in having the auto- 
mobile overhauled. The total im- 
provement he put on the car 
amounted to near $600. 

“Can I sue the finance company 
and get this $600? When the 
finance company loaned money 
on the car it was worth $600 less 
than it is worth now, and I con- 
tend that the finance company 
owes me $600 of the $2,200 I paid 
the thief for the automobile. Is 
this correct?” 

The answer is “no,” because the 
thief spent the money to improve 





Lawsuits Affecting Dealers ... 
Court Decisions 
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the stolen automobile. Anyone who 
steals an automobile and spends 
money on it has no right to re- 
cover the money paid for improve- 


he can repossess it with all the| 
added improvements. 

See the leading case of Wether-| 
bee v. Green, 22 Mich. 311. This | 
|court held that if the wrongdoer 
sells the automobile to an innocent 
purchaser, the latter obtains no 
title from the thief because he had 
none to give. Also, this court held 
that the owner may still retake the 
automobile in its improved or 
changed state. 
* * * | 
Theft Insurance 


— LATEST higher court deci- 
- sion is National Retailers Mut. 


Ine. Co. v. Gambino, 64 Atl. 


|1946 Plymouth sedan and obtained | 
|the original title papers. The thief | 


| ments. If the owner locates the car | 


(2d) | ance company to get possession of 
927. In this case the testimony|the motor because 
showed that an insurance company | longed to the 1947 Plymouth car) 
insured a 1947 Plymouth sedan for | but was a part of a 1946 Plymouth | . 
its owner. Soon afterward the car|for which he holds a legitimate,|The court said: “My conclusion is | 





was stolen. 





The thief purchased a wrecked! 


yr These 34 


| documentary title. 


then removed the motor unit from 
the 1946 sedan and substituted it | 
for the motor unit in the stolen) 
1947 Plymouth. 
He also substituted the metal | 
containing the serial number of 
the 1946 sedan for the one in the | 
1947. His obvious purpose in sub- | 
stituting the motor unit with the 
engine number and the serial 
number in the stolen automobile 
was to make it correspond to the | 
description contained in the doc- 
umentary title of the purchased 
1946 Plymouth, Then the thief | 
sold the automobile with its sub- | 
stituted motor unit to Merlin Mo- | 
tors, who later sold it to Gam- | 
bino. | 


The insurance company paid the | 
insurance money to the owner of 
the stolen 1947 Plymouth, and after 
locating the revamped car in pos- 
session of Gambino took possession | 
of the car. 


Then Gambino sued the insur- 


| tary-treasurer. 





it never be- | 


Nevertheless the higher 


|that the motor unit installed 
court | the stolen 1947 car became the) 


-foot Fruehauf Stainless Steel refrigerated semi-trailers, pulled 


by Autocar tractors, are owned by a Chicago, IIl., trucking company. 


rrr 
TRAILERS 
mower 


Shere nothing like 


Stainless Steel / 


EFRIGERATED TRAILERS that haul produce, 

meats, and other perishable food products 
are real targets for corrosion. But corrosion 
doesn’t have a chance when these units are con- 
structed from Stainless Steel. 


Stainless has 


high inherent resistance to the 


effects of moisture and the brine, salt and ice 
solutions used for refrigeration. Equally im- 
portant, Stainless is easy to clean and to keep 
clean—a fact proved in hundreds of uses through- 
out the food industry. 

Along with spotless cleanliness and freedom 
from corrosion, Stainless Steel construction 
makes possible bigger payloads and bigger prof- 
its. Since Stainless is 2% times as strong as 
ordinary steel, it permits construction that, 
while much lighter, is much stronger. The extra 
pounds of dead weight it eliminates become 
extra payload on every trip your trailer makes. 

This combination of high corrosion resistance 


and maximum weight saving makes Stainless 
the ideal material, not only for refrigerated 
trailers, but for every type of highway hauling 
job. Add to this the longer life, lower mainte- 
nance, and pleasing appearance of Stainless 
Steel trailers, and it’s easy to see why so many 
fleet operators call Stainless units “the best in- 
vestment we ever made.” 


In U-S-S Stainless Steel, we offer you a per- 
fected, service-tested Stainless that allows the 
widest latitude in design and the use of the most 
advanced manufacturing techniques. You'll get 
more for your money when you order equipment 
built from U-S-S Stainless Steel, because there’s 
no better Stainless produced. 


If you’d like to know more about the advan- 
tages of U-S-S Stainless, write for the booklet 
“An Introduction to Stainless Steel.” Send your 
request to United States Steel Subsidiaries, 2094 
Carnegie Building, Pittsburgh 30, Pa. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO - NATIONAL TUBE COMPANY, PITTSBURGH - TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SHEETS - STRIP - PLATES - 


BARS - 


U°S°S STAINLESS STEEL 


BILLETS - PIPE - TUBES - WIRE - SPECIAL SECTIONS 


9-1229-A 
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DEALER LINKE'S CROSLEY SETUP IN CHICAGO—John H. Linke is president of Brighton 
Park Motors, 3962 S. Archer St. Linke, a veteran of automobile sales for 35 years, employ: 
a staff of nine salesmen. Melvin A. Conviser is vice-president and Ralph Lyngaas, secre- 
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held that Gambino could not keep! property of the owner of the 1947 
either the automobile or its motor. | Plymouth.” 


For comparison, see Atlas In- 
surance Co. v. Gibbs et al, 121 
Conn. 188. Here the testimony 
showed that a purchaser installed 
his own motor in a stolen auto- 
mobile which he had innocently 
acquired. This court held that 
since the innocent purchaser had 
spent money on the car, he could 
recover this amount from the 
real owner of the stolen car. 


Hence the courts make a decided 
| distinction between ownership of 
improvements on a stolen automo- 
bile. If a thief installed the im- 
provements there is no recovery. 
But if an automobile is innocently 
purchased, and afterward the in- 
|nocent purchaser makes improve- 
ments, he can collect the money 
thus spent. 


Ford Shuffles 
3 Sales Heads 
In Southwest 


| _DETROIT. — Transfer of three 
district sales managers in the 
| Southwest region is announced by 
| Walker A. Williams, Ford division 
sales manager, Ford Motor Co. 

The reassignments, effective im- 
mediately, include: T. J. O'Neil. 
| from Memphis district to Kansas 
City district; Paul O. Larson, 
Kansas City district, to Dallas dis- 
trict, and A. E. Klemmedson, Dallas 
district to Memphis district. 

All three are veteran Ford sales 
executives. 


y O’Neil joined Ford at Memphis 
in November, 1915, and since that 
time has served as district man- 
ager at Indianapolis, Jacksonville. 
Cleveland and Columbus. He has 
been at Memphis since August, 1947. 


Larson joined Ford at Oklahoma 
City in April, 1937. He was trans- 
ferred to Kansas City in 1939 and 
served in numerous sales capacities. 
He was named district sales man- 
ager in September, 1946. 

Klemmedson started with Ford at 
Los Angeles in June, 1923, He 
served as district manager at Okla- 
homa City and Omaha before being 
ene to Dallas in October, 


‘Penn State Plans 


Maintenance Class 


STATE COLLEGE, Pa. — Penn- 
sylvania State College will conduct 
its fourth annual motor-vehicle 
|maintenance course from Oct. 31- 
| Nov. 4, 


| The course is designed to iron out 

problems of maintenance men, in- 
struct small-fleet owners how to 
|pick the right vehicle for the job, 
| how to train mechanics and various 
| other subjects. Prof. Amos E. Nev- 
hart will direct the course. 





| 








Bell Chevrolet Now 


Ham Chevrolet Company, Clax- 
ton, Ga., has been sold to M. A. 
Bell, of Vidalia, Ga., who wil! 
| Operate the business as Bell Chev- 
| rolet, Inc. For the past five years 
| Bell was the owner of a Buick 

dealership in Vidalia. He had 
| been in the automobile business 
in Georgia eight years prior to 
that, part of the time as a Chev- 
rolet dealer. 
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By Bob Gordon 
Associate Editor 

DETROIT.—Words of wisdom on | 
selling filled the air last week at 
the first citywide sales rally ever | 
held here. Four speakers, headlined 
by Arthur H. (Red) Motley, presi- 
dent of Parade Publications, Inc., 
addressed the meeting. 

The automotive significance of | 
the gathering is wrapped up in the 
fact that top sales executives of six 
car producers were on hand to| 
listen to the program arranged by 
the Detroit Sales Executives Club. | 

Among the numerous sales 
executives at the head table were: 
J. R. Davis, vice-president, sales 
and advertising, Ford Motor Co.; 
Joseph E. Bayne, general sales 
manager, Lincoln-Mercury; Karl 
M. Greiner, Packard sales vice- 
president; J. B. Wagstaff, DeSoto 
sales vice-president; J. A, O’Mal- 
ley, Chrysler general sales 
manager, and N. K, vanDerzee, 
Hudson sales manager. 

These, and about 3,000 other lis- 
teners, were treated to some shrewd 
advice on selling technique by 
Motley; Walter C. Ayers, executive 
vice-president, Brooke, Smith, 
French & Dorrance, Inc.; Ray R. 
Eppert, Burroughs Adding Machine 
Co. vice-president and director of 
sales, and Fred J. Kaiser, Detroit 
Michigan Stove Co., vice-president 
and director of sales. 

The need for salesmen today was 
pointed out by Ayers who explained 
that the ratio of salesmen to work- 
ers has declined from one salesman 
for every 14 workers in 1941 to one 
salesman for every 28 workers in 
1949. 

Eppert pleaded for more sales- 
men and for better salesmen, 
declaring that the nation’s selling 
force must dispose of 60 percent 
more physical products now than 
were sold before the war, if the 
country is to maintain its present 
living standard. 

Kaiser recommended sales train- 
ing for “everybody in the business 
who has contact with the public.” 
He also asked for a return of the 
“human touch” to selling because 
“everybody wants to do business 
with people they like.” 

Motley reminded the audience 





Chensalis Dealers 
Back U. C. Plan 
With $1'2 Million 


DETROIT. — Although the na- 
tional presentation was not com- 
pleted until a month ago, more 
than $1,500,000 worth of equipment 
has been ordered under the Chev- 
rolet dealer OK used-car and truck 
program. 

Announcing results early this 
month W. E. Fish, general sales 
manager, said: 

“Most of the initial orders cover 
only small or basic items. Full ef- 
fectiveness of the program is not 
expected for several months. How- 
ever, we have gone far enough to 
predict a general adoption of the 
plan. Keen interest of dealers indi- 
cates an alertness to the dangers 
of large used-car inventories. They 
are preparing in advance to keep 
stocks at a minimum.” 

Chief purpose of the Chevrolet 
program is to place used-car mer- 
chandising on a sound uniform 
basis nationally. To help modernize 
used-car lots and sales methods, 
the company recommended to the} 
retail organization a detailed pro- | 
gram applicable to all sizes of | 
dealerships. 
“Especially encouraging has been | 
the dealers’ acceptance of new| 
lighting fixtures,” Fish said. “Our | 
preliminary studies showed about | 
half of all used cars are sold after | 
dark. An active evening car lot is 
a logical step toward a reduction | 
in used-car stocks.” 


Atkinson’s Receiver 


Dan Helman, Sidney, O., has been | 
named receiver for the Don Atkin- | 
son Motor Sales of Botkins, (O.), 
defendant in a suit filed by the 
Shelby County Bank of Botkins to | 
recover $19,182. Helman takes the} 
place of Harry Wahler, president 
of the bank, who had been named 
previously. 


Tips on Sales Techniques 


Detroit Rally Attracts Executives 
Of Automotive Concerns 


teners that “needs are not 
important, wants are all that 
| count.” 





that the fundamentals of selling | 
haven't changed and that they are | 
not going to change. 

He repeated phrases which he 
said were familiar to most sales- 
men, such as “service sells” and 
“economy sells,” but he emphasized 
that these fundamentals were being 
overlooked, 

Warning his audience to be- 
ware of statistics, especially those 
which indicate a market is sat- 
urated, Motley reminded his lis- 
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CURRENT CHEVROLET MODEL PICKS UP CURRENT CASH—New use of a forward-control 


model Chevrolet truck with a Grumman Bod 


by Consolidated Edison Co., New York, 


Advising salesmen to adopt a pro- | permits customers to pay utility bills at mobile cashier's offices. Traveling branch office 
makes regularly scheduled neighborhood visits and enables customers to pay bills near 


fessional attitude toward their job, 
Motley listed these five points as 
necessary components of the good 
salesmen: 





home, saving time and carfare. 


Champion Elected Head 


“Understand what you're doing. ° ° e 
sata S- _ Of Illinois Tire Assn. 


“You’ve got to believe (in your 
product, your company, etc.). 

“Training and more training. 

“Common sense, 

“Remember all you know all the 
time.” 






Meet Mrs. (and Miss) Opportunity... 


The Midwest farmer—the country’s best—has had nine years of 
good business, big earnings ... 1940 and ’41 put him on his feet. 
During the four War years, he saved because he couldn’t spend. In 
1946 and ’47, he replenished his business assets, mechanized, electrified, 
installed appliances and machinery to save labor and cut costs, 


improved his livestock and land... Last year, the farm home moved 


SPRINGFIELD, Ill. (UTPS) — 
At a meeting in Lincoln, Ill, Ed 
Champion of Chicago was elected 
president of the Illinois State In- 


|dependent Tire Dealers Assn. He 


succeeds Roy L. Clapper of Lin- 
coln. 

Other officers named were Ernie 
Smith, Decatur, treasurer, and Oli- 
ver Miller, Decatur, secretary. 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 
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to the top of the want list... and the revolution in farm living is under 


way, with new homes, remodeling, redecorating, new furnishings—and new cars! 
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Highway Heads 


= |Gather Oct. 10-13 


In San Antonio 


SAN ANTONIO.—The American 
Assn. of State Highway Officials’ 
annual meeting will bring nearly 
1,000 highway leaders here Oct. 10- 
13, D. C. Greer, state highway 
engineer, has announced. 

Delegates will come from all the 
48 states, Mexico, Canada, Alaska, 
Puerto Rico and Hawaii. 

Speakers will include Thomas H. 
MacDonald, commissioner for the 
U. S. Bureau of Roads; Agustin 
Garcia Lopez, secretary of com- 
munications and public works for 
Mexico; Will M. Whittington, 
Democratic chairman of the Mis- 
sissippi house committee on public 
works; Sen. Dennis Chavez of New 
Mexico, chairman of the U. S. Sen- 
ate committe on public works; Sen. 
Arthur Watkins, Utah Senate sub- 
committee on works; U. S. Rep. 
George H. Fallon of Maryland, 
chairman of a House subcommittee 
on roads and U. S. Rep. Paul Cun- 
ningham of Iowa, 

C. W. Brown, chief engineer of 
the Missouri highway department, 
| heads the association. 
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In the 15 Heart states alone, a million subscribers to SuccessrFuL FARMING average $10,065 in gross 


income—almost $4,000 above the US farm average...a bloc of buying power that puts the SF subscriber 





on the preferred prospect list for cars! 


Automotive manufacturers and dealers never before had such a market as 


exists today in the circulation of SuccessruL FARMING alone... never before had the chance to sell such 
a superlative market in a single medium. Your general media list has small effect in this super farm 
market... but SuccessFuL FARMING by itself can deliver the most and the best of high-income farm 
prospects, concentrated where high farm income is, and will be... Get the facts—from any SF office... 


Des Moines, New York, Chicago, Cleveland, Atlanta, San Francisco, Los Angeles. 


SUCCESSFUL‘ (> FARMING 


Detroit Office: 1701 FISHER BLDG., DETROIT 
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DETROIT.—Is profit-sharing the 
answer to management’s problems? 

It is, in the opinion of 45 busi- 
nessmen who met here for the re- 
gional conference of the Council of 
Profit Sharing Industries. 

C. D. Barr, president of Ameri- 
can Cast Iron Pipe Co., Birming- 
ham, Ala., said the firm’s profit- 
sharing plan, reinstituted after 
the war, was largely responsible 
for increasing production 66 per- 
cent in the last three years. 
Since 1946 the company has dis- 

tributed profits to employes equal- 
ing 33 percent of the pay roll, he 
said. Employes, willed the stock by 
the owner who died in 1924, also 
receive pensions from $60 to $400 
after 15 years’ service. 

“You can’t get teamwork,” said 
Walter H. Wheeler, president of a 
Connecticut office-equipment con- 
cern, “if you take away the goal— 
the profits—after the team has 
fought hard to get there. 

“You can’t say to the workers, 


The 


UNIVERSAL 
UNDERWRITERS 


insures only the 


Preferred 


Risks 


of the Authorized 
Automobile Dealer 


Thousands of dealerships, 
soundly constructed, well- 
lika. those 
pictured here, are insured by 
Underwriters. 


kept properties 


the Universal 


FIRE, WINDSTORM 


and 


ALLIED INSURANCE 


Chniversat 


509 Terminal Sales Bldg. 


Portland 5, Oregon 


Profit-Sharing Praised 


Convention Speakers Believe This Arrangement 
Can Cure Management’s Problems 
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‘O.K., thanks,’ and then hand all 
the money to management.” He 
said his company distributes about 
25 percent of the profits in a bonus 
and retirement fund. 

These views were reiterated by 
the president of a California oil- 
drilling contracting firm, Thomas 
P. Pike, who said the institution 
of such a plan has taught man- 
agement to recognize workers as 
“real human beings, all with the 
same hopes, aspirations and de- 
spondencies. 

“We found it was easier to make 
money with our men than out of 
them,” he said. 

Management was warned by Cass 
Hough, executive vice-president of 
Daisy Mfg. Co., Plymouth, Mich., 
against using the profit-sharing 
plan as a union-busting device. 

Others boasting of the success of 
the idea were H. F. Johnson, presi- | 
dent of S. C. Johnson & Son, Ra- 





i ig: i | been proven the quickest, 
cine, Wis.; Clarence Wimpfheimer, | ethod of reaching the men who want 








president of American Velvet Co., 
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president of the 
Bank, Akron, and James F. Lincoln, 
Lincoln Electric Co., Cleveland. 


Bennett Motor Co.—Salt Lake City, Ut 


Smith Motor Co.—Newberry, South Ca 





STUDEBAKER'S HARTZ AT PIKE'S PEAK—Harry Hartz, Studebaker's traffic safety crusader, 
interrupted his current 8,000-mile ‘‘landwriting’’ tour to assume duties as timer and asso- 
ciated chairman of the AAA contest of the 27th annual Pike's Peak hill climb. Here Hartz 


| is shown in a 1950 Studebaker Commander convertible. 
At the conclusion of his official role in the event, Hartz resumed his place at the wheel 
of a Studebaker half-ton pickup truck with which he is ‘spelling’ the words ‘be courteous" 
from Puget Sound to the Great Lakes. 


First National 


AUTOMOTIVE NEWS WANT ADS have 
least expensive 


s what you have or have what you want! 
Stonington, Conn.; E. S. Patterson, | see the back pages of this issue. 


In the background is Pike's Peak. 


North Side to Build 


Plans for a $350,000 building to 


house North Side Chevrolet, Inc., 
Indianapolis, have been announced 
by W. E. Kuhn, president. The new 
site is at 1037-45 Broad Ripple Ave. 
Kuhn also is president of East Side 
Chevrolet, Inc, 
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And low losses have er 


insurance dollar to every policyholder. 
You can share the proven benefits of the Universal Underwriters Selective 


program for authorized automobile dealers. We will survey your property, 
evaluate your present insurance, and recommend a sound program for your 


business—all without cost or obligation. 
Now—before your present insurance expires—let us discuss your insurance 


with you. Write today. 


616 Royster Bldg. 
Norfolk, Virginia 


Kansas City 6, Missouri 


‘ah 
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rolina 
Through selection of preferred risks, Universal Underwriters keeps losses 


only 21.36% for 27 years. 
7,311,672.62 in dividends to policyholders. We have returned a substantial 
dividend every year we’ve been in business—never less than 30¢ of every fire 


1abled us to return 


Clinderwriters 


HOME OFFICE: 1000 R. A. Long Bldg. 


8943 Wilshire Blva. 


Beverly Hills, California 


| trophy will be 





Fruehauf Cited 
For Best Report 


Soils 
ses In Truck Trade 


NEW YORK.—In the final ratin: 
of an independent board of judge: 
the Financial World annual report 
survey, Fruehauf Trailer Co. was 
judged as having the best 1948 
annual report in the truck and 
tractor manufacturing industry. 

A bronze “Oscar of Industry’ 
presented Roy 
Fruehauf, Fruehauf president, at 
a banquet in Hotel Statler, New 
York, Oct. 31. 

More than 4,500 corporation re- 
ports were submitted in the survey, 
the ninth in a series, and these 
were judged in one hundred indus- 
trial classifications for “Best of 
| Industry” awards. In the “truck 
and tractor manufacturing indus- 
try” category Caterpillar Tractor 
Co. (Peoria, Ill.) was runner-up for 
top honors, while B. F. Avery & 
Sons (Louisville) took third place. 

The jury who made the final se- 
lections was under the chairman- 
ship of Dr. Lewis Haney, professor 
| of economics at New York univer- 
| sity. He was assisted by Dr. Glenn 
| Griswold, publisher of Public Re- 
| lations News; Sylvia F. Porter, 
| financial editor of the New York 
| Post; Elmer Walzer, United Press 





financial editor; Dr. B. Bernard 
Greidinger, CPA; Paul Carlyle, 
typographer, and Peter Helck, 
artist. 





Willys Postpones 
Dealer-Day Fete 


| 
| TOLEDO. — Willys-Overland 
| “dealer day,” scheduled for Oct. 7, 
|has been postponed, it was an- 
|nounced last week by Delmar G. 
|Roos, first vice-president. The 
| postponement was made on the 
recommendation of the Willys Dis- 
tributor Council, which held its 
| first meeting here last week, Roos 
| disclosed. 
| The council, comprised of 10 dis- 

tributors representing Willys 95 
distributors in the U. S., had ad- 
| vised that the giant dealer get- 
| together at this time would upset 
the tempo of a fall sales campaign 
| launched Sept. 1. The distributors 
| pointed out that the meeting would 
|take 1,000 of the company’s 2,500 
| dealers away from their businesses, 
with a strong likelihood of retard- 
ing the growing success of the 
sales effort, Roos said. 

After giving serious consideration 
to the council’s recommendation, 
Roos declared, the company has 
agreed to postpone the dealer 
meeting to a “more propitious 
time.” 





| Rhode Island Dealers 


‘Hold Annual Frolic 
PROVIDENCE, R. I. (UTPS) — 
Members of the Rhode Island Auto- 
|mobile Dealers Assn. made merry 
|at an annual outing at the War- 
|wick Country Club. 
| Wallace A, Sefsick was chairman 
|}of the outing committee, assisted 
|by John M. Dunne, Edward B. 
| Jones, Sam White and Romeo D. 
| Asselin, vice-chairmen. C. George 
| DeStefano headed the sports pro- 
| gram. 


| Correction 


| In announcing that Willard F. 
| Rockwell, chairman of Timken- 
| Detroit Axle, would address the 
Economic Club of Detroit, Automo- 
TIVE News (Sept. 19) inadvertently 
used a photo of his brother, Walter 
|F. Rockwell, who has been presi- 
'dent of Timken since 1940. Here 
are the pictures of the two brothers 
with the correct name captions: 





Willard F. 
Rockwell 


Walter F. 
Rockwell 
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You can make your new car promotion as distinctive as your new models 





when you add the power of newsprint color to the impact of the full newspaper ( 
page. With your Chicago sales drive built around newsprint color in the & 
Chicago Tribune, you assure maximum attention from the audience which accounts 
for the bulk of new car sales in Chicago and suburbs. 
Tribune newsprint color offers the kind of sales support your dealers want 
under today’s changed conditions. It provides the more impressive setting that 
e 
Percentage of expenditures placed in 
each Chicago newspaper by 
automotive advertisers. 
c Year: 1948 


helps your messages build faster acceptance of your models in Chicago and in the 
hundreds of other midwest cities and towns where Tribune circulation 

is a known factor in building sales. 

To give your models the distinctive appeal that pays off with prospects 

and dealers, feature them in Chicago Tribune newsprint color. Ask your advertising 
counsel or a Tribune representative to show you how Chicago Tribune 

newsprint color can increase your consumer franchise in the 

important Chicago market. 


Chicago Tribune representatives: A. W. Dreier, 810 Tribune Tower, Chicago 11; 

E. P. Struhsacker, 220 E. 42nd St., New York City 17; W. E. Bates, Penobscot Bidg., Detroit 26; 
Fitzpatrick & Chamberlin, 155 Montgomery St., San Francisco 4; also, 448 S. Hill St., Los Angeles 13. 
MEMBER: FIRST 3 MARKETS GROUP AND METROPOLITAN SUNDAY NEWSPAPERS, INC. 





NEW SAVINGS IN COLOR PLATES! 


You can use your present color engravings for Tribune 41.7% 27.1% 18.7% 12.2% 0.3% 
newsprint color. Enlargements from magazine and direct mail CHICAGO PAPER PAPER PAPER PAPER 
originals cut plate cost and production time as much TRIBUNE 8 Cc D E 


as 50%. Ask to see specimens. 





JULY AVERAGE NET PAID TOTAL CIRCULATION: DAILY, OVER 935,000 —SUNDAY, OVER 1,475,000 











Appointment of Walter S. John- 
son, 917 St. Charles Ave., Atlanta, 
Ga., as the new representative in 
Tennessee and Mississippi for Soss 
Mfg. Co., Detroit, has been an- 
nounced by Samuel Soss, sales vice- 
president. He is the 22nd repre- 
sentative to be named in the firm’s 
domestic sales organization. 


Soss makes hinges for autos, fur- 
niture and general building pur- 
poses, 


. * * 


Huber and Kamrath Join 
Fram Engineering Staff 


William S. James, engineering 
vice president of Fram Corp., Prov- 
idence, Rhode Island, announces 
two appointments to the Fram 
engineering staff: 

Paul Huber has been named re- 
Search engineer and H. G. Kam- 
rath, liquid filter engineer. Huber, 
from 1946 until his recent affiliation 
with Fram, was Director of Re- 
search and Experimental activities 
of Willys-Overland. Kamrath, form- 
erly identified with General Motors, 


Auto Personnel 
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|served in that company’s research | 
| laboratory in Dayton, O., under the | 
famous Dr. (Boss) Kettering, doing 
}extensive research on air cleaners 
} and oil filters. 

* + + 


| Fox Named GMAC Aide 
|At Richmond Branch 


W. H. Fox, assistant manager of 
the Richmond (Va.) branch of the 
General Motors Acceptance Corp., 
has been appointed manager of the 
Norfolk branch. 


Fox joined the corporation over 





20 years ago, and has seen exten- 

Sive service in Richmond and Nor- 

folk territories, and in Washington. | 
+. * * 


Marquardt Leaves Willys 


To Rejoin Nash Motors 

Appointment of Clifford Mar- 
quardt as factory superintendent of 
Nash Motors’ El Segundo (Calif.) 
plant is announced by Campbell 
Wood, works manager. 

For the past five years, Mar- 
quardt has been with Willys-Over- 
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SIGN RESEMBLES STUDEBAKER EMBLEM—One of the features of the new College Motors 


(Studebaker) sales and service building in Dillon, n ; b 
“—. just opened, is 65 by 80 feet and has a 20 by 20 showroom with rounded window.| gine Div., 
. W. Pa 


yne is the owner. 
land Motors, Inc., Toledo, as gen- 
eral superintendent and assistant 
manager of manufacturing. He re- 
signed that position to rejoin Nash, 
which he had originally joined in 
1932. 


Raybestos Ups Ginocchio 


To Southwest Post 

J. L. McGovern jr., replacement 
sales manager of Raybestos divi- 
sion of Raybestos-Manhattan, Inc., 


of a race. And 


right newspaper and a sound 
merchandising program is 
equally essential to the 

success of a marketing campaign. 


newspapers in 


ELAND 


PLAIN DEALER 


Cleveland’s Home Newspaper 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 


A. S. Grant, Atlanta 


A sure-handed jockey and a 
swift horse are vital to the winning 


Year after year, the Cleveland 
Plain Dealer is one of the leading 


passenger car advertising lineage. 
The Plain Dealer’s thorough 
coverage of Greater Cleveland 

and the Northeastern Ohio market 
is a powerful factor in the 
maintenance of Cleveland’s high 
per capita new car sales record. 


The Plain Dealer’s Market Survey 
department can locate for you 

by map and number the buyers 

for any priced car. Current figures 
show new car sales in 

ABC Cleveland from lowest 

to highest income areas. Write 
today for further information. 





Auto Executives 
Head Torch Fund 


In Detroit Area 


Eleven of the 15 captains ap- 
pointed by Benson Ford, chairman 
of the major industry unit of the 
Torch Fund drive in the Detroit 
area, are executives in the auto 
field. 

This group is expected to account 
for more than half the drive’s $8,- 
550,000 goal. 

Auto executives named by Ford 
are Robert Keller, vice-president 
Chrysler’s Marine & Industrial En- 
H. W. Anderson, vice- 

president, General Motors; C. D. 

# ie © Widman, vice-president, Murray 
Bridgeport, Conn. has announced|Corp.; W. F. Rockwell, president, 
the retirement of A. S. Butterworth | Timken - Detroit Axle Co. and 
as southwestern district manager, | George Romney, assistant to presi- 
due to his health. dent, Nash-Kelvinator. 

John Ginocchio, who has been| Others are Charles Davis, treas- 
lassociated with Butterworth for a|UTet, Davis Tool Co.; Howard May- 

nard, president, Snyder Tool & En- 
number of years as & representa- gineering Co.; Bert Kelley, assist- 
|tive, has been appointed to take/ant purchasing agent, Ford Motor 
over the post. Ginocchio will super-|Co,, A, C. Scott, president, George 
|vise sales in Arkansas, Kentucky,|, Alger Co.; Miles O’Brien, execu- 
Kansas, Louisiana, Mississippi, Mis-|tiye Hudson Motor Car Co., and 
souri, Oklahoma, Tennessee and Henry Muller, general manager, 
Texas. Socony-Vacuum Oil Co. 

Each captain will pick five or 10 
aides for the drive which will end 
Nov. 10. 


Mont., is its novel electric sign. The 





Brand Returns to Thermoid 
As Merchandising Head 


Jack Brand, former assistant di- 
rector of automotive replacement 
sales, has returned to Thermoid 
Co., Trenton, N. 
J., as merchan- 
dising director, 
automotive rub- 
ber products. 

Brand came to 
Thermoid in 1944 
as district man- 
ager of its Den- 
ver territory. 
Prior experience 
includes 15 years 
of sales and pro- 
motion work with 
| Electric Autolite Co. After a brief 
sojourn as a manufacturer’s repre- 
sentative, he returned to Thermoid 
earlier this year. 

7 * ” 


4 New Managers Named 
In Ford Central Region 


Appointments of four new de- 
partment managers in the Central 
region of Ford Motor Co. are an- 
nounced by J. C. (Larry) Doyle, 
regional sales manager. 

Three of the appointees are new- 
comers to the Central region staff. 
They are B. E. McCane, manager, 
service department, former district 
service manager at Cincinnati; Ed- 





Jack Brand 


selecting the 


Correction 


Automotive News, Aug. 29 is- 
sue, carried in error an item 
that Mark E. Lovejoy had been 
elected a director of Automotive 
& Marine Products, Boston. 

Actually, Lovejoy was elected 
a director of the Marine Prod- 
ucts Co. of Detroit. 


the nation in total 


gar A. Stewart, manager, used-car 
and truck department, former sales 
representative for the Dearborn 
district, and Earl Sloane, manager, 
administrative department, former 
wholesale manager for White 
Truck Co. with headquarters in 
Dallas. 

M. E. Sperry has been shifted 
from administrative manager to 


parts and accessories manager. 
* * * 


Bilque Named City Manager 


For Dodge in Buffalo 


Appointment of George A. Bilque 
to the new position of city man- 
ager in Buffalo for Dodge division 
of Chrysler Corp. is announced by 
Edward R. Taylor, Dodge regional 
manager. 

Bilque will supervise sales of 
Dodge cars and trucks in Erie, 
Niagara, Cattaraugus, Chautauqua 
and Allegany counties. Bilque 
joined Dodge in May, 1947. 

* * * 


Detroit SAE Elects 


Hazard as Chairman 
A. ©. Hazard, acoustic engineer 
of Chevrolet, has taken office as 
chairman of the Detroit section, 
Society of Automotive Engineers. 
L, I. Woolson, operating manager 
of DeSoto, has been elected vice- 
(Continued on Page 25, Col, 1) 
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(Continued from Page 24) 


chairman. E, N. Cole, chief engi- 
neer of Cadillac, has been elected 
secretary, and F. W. Marschner, 
administrative assistant of New 
Departure division, has been re- 
elected treasurer. 

* * * 


Ford Names Green Manager 


Of New York Truck Post 


Promotion of Charles F. (Cy) 
Green to manager of the truck and 


fleet sales department of the New | 


York district, Ford division, Ford 
Motor Co., is announced by Nelson 
F. Bowe, district manager. 

Green succeeds David J. Long, 
who was named recently as an 


assistant fleet sales manager in| 
charge of the East in the national 


fleet sales department of the Ford 
division. 

+ + 7 
General Tire Names Detwiler 


Richmond Truck Sales Head 


Curtis J. Detwiler has been ap- 
pointed truck tire sales manager 
of the Richmond, Va., branch of 
the General Tire & Rubber Co. 

Detwiler succeeds Paul Snyder, 
who has been named truck tires 
sales manager of General’s Phila- 
delphia branch, eastern division 
manager Howard Bellows an- 
nounced. 

Detwiler will cover Virgina, 
North Carolina and the eastern 
portion of West Virgina of his new 
assignment, He will headquarter in 
Lynchburg, Va. Born in Colum- 
biana, Ohio, Detwiler was gradu- 
ated from Mt. Union college, where 
he majored in economics and min- 
ored in physics. He was a member 
of Sigma Nu fraternity. 

* * aa 


White Appoints Tenborg 


Houston Branch Head 


John A. Tenborg, field executive 
of the White Motor Co., has been 
appointed branch manager for the 
company at Houston, Tex., accord- 
ing to J. N. Bauman, sales vice- 
president. 

Tenborg started with White as 
wholesale manager in the Kansas 
City territory, and later was ap- 
pointed branch manager at Kansas 
City. In 1943 he was made branch 
manager at St. Louis and two years 
later was named branch manager 
at Chicago. 

* + 
Krasco Names Shafer 


To Head Up Sales 


Howard Wilhelm, vice-president 
of Krasco Mfg. Co., Los Angeles, 
announces the appointment of Arch 
C. Shafer as sales manager. In this 
capacity Shafer will direct both 
domestic and foreign sales of Rite- 
Set brake lining and brake blocks. 

Shafer was formerly connected 
with Martin Wells, Inc., timing 
gear manufacturer, as general sales 
manager, He left that post to be- 
come associated with Krasco. 

* . + 


Denson Gets Post 


Appointment of Carl Denson as | 
sales representative in the southern | 


territory for Rub-Bub transporta- 
tion products is announced by 
Frank Olton, Samuel Moore & Co. 
sales manager. Denson succeeds 
Jim Rogers, who is returning to 
home office duties. 

* * ” 


Flexible Tubing Names Loux 
Distributor Sales Head 


Frederick K. Daggett, president | 


of Flexible Tubing Corp., Branford, 


\of A. H. Loux as manager of dis- 
|tributor sales for the company. 

Starting his business career in 
the petroleum industry, Loux spent 
many years with such organizations 
as Standard Oil Co. of New York. 
|} During World War II, he was as- 
sistant district manager and chief | 
|of the production service depart- 
ment of the War Production Board, 
stationed at Albany, N. Y. 

- > * 


Huntington Heads Memphis 


| For Federal Truck 


Appointment of Don Huntington 
as factory sales 
representative for 
Federal Motor 
Truck Co. in the 
Memphis _ region 
is announced by 
Carl Loud, gen- 
eral sales man- 
ager. 

Huntington will 
direct factory 
sales and dealer 
programs from 
his Memphis 





Don Huntington 
headquarters. Prior to joining Fed- 





eral, he headed his own truck- 
trailer firm in Erie, Pa, 
* 6 *@ 


Clay Heads Up District 


For Maremont Products 


Raymond Clay has been ap- 
pointed a_ district manager by 
Maremont Automotive Products. 
The territory includes most of Vir- | 
ginia, Washington, D. C., and a/| 
| portion of Maryland including the} 
| city of Baltimore. 
Clay has been a member of the} 
'Maremont sales staff for the past | 
| year and a half. 

* * * 


|Pinchbeck U. C. Manager 


|In Ford Buffalo District 


Val A. Pinchbeck has been ap- 
pointed manager of the used-car 
and truck department for the Buf- 
falo sales district of Ford Motor 
Co., it is announced by R. F. Leon- 
ard, district manager. 

Pinchbeck was previously a field | 
sales representative in the Buffalo 
district and covered in his visits 
to dealerships every county in cen- 
tral and western New York. In his | 
new position he will supervise | 
used-car and truck sales activity 
in the district area, in which there 
are some 220 Ford dealers. He first 
| joined Ford in 1938. 


*x * + 
| Federal Appoints Minton 


As Sales Representative 


Carl Loud, general sales manager 
of Federal Motor Truck Co., has 
announced the appointment of M. 
D. Minton as factory sales repre- 
sentative for the state of Washing- 
| ton and northern Idaho. 

Minton will direct dealer rela- 
| tions and sales activities from his 
headquarters in Seattle. 


SKF Names Ogle 


Appointment of Emerson D. Ogle 
|as manager of industrial sales for 
| SKF Industries, Inc., is announced 
by R. R. Zisette, general sales man- 
| ager of the ball and roller bearing 
| firm. He succeeds C. D. Cummings, 
| resigned. 











o* + 7 
Weaver Names Kreamer 


As Sales Representative 


Earl C. Henning, domestic 
sales manager of Weaver Mfg. 


Conn., announces the appointment} Co., Springfield, Ill., announces | 


_ SAN JOAQUIN MOTORS IN STOCKTON, CALIF.—This Pontiac dealership represents an 
investment of $250,000. Detiof C. Brown, head of the deal, is past president of Stockton 
Motor Car Dealers Assn., a director of Northern California Motor Car Dealers Assn., and 
area chairman for National Automobile Dealers Assn. The firm has two used-car lots and | 
ene of the largest Pontiac parts departments in central California. 





| 


| states of Arizona, New Mexico, 


the appointment of George W. 
Kreamer of Phoenix to cover the 


and the El Paso (Tex.) area for 
Weaver. 

The addition of Kreamer is 
part of Weaver’s expanded pro- 
gram of working closely with 
automotive wholesalers featuring 
the complete line of Weaver au- 
tomotive service equipment. 

+ + * 


Alcoa Ups Coffin 
Philip T. Coffin has been named 
manager of pig and ingot sales, and 





|manager of the warehousing divi- 


sion for Aluminum Co. of America. 
He succeeds Hugo T. Wilder who 
has been made manager of the 
company’s newly-created marketing 
division. “2 


Villiers Heads Up Sales 


For Guaranteed Parts 

Alexander Villiers has been ap- 
pointed national sales manager 
of Guaranteed Parts Co., Inc. 
Seneca Falls, N. Y., manufac- 
turers of ignition parts. 

Villiers has been with the firm 
for nine years, having worked in 
virtually every phase of produc- 
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NYT 
Fine 
QUALITY 


After bx 
at 
REDUCED 


at REDUCED PRICES 


Same luxurious leathers at new 
low prices. Top-grain cowhide 
designed to combine feminine 
grace with sturdy construction 
for hard handling. Lined in 
rich rayon. All hardware solid 
brass. COLORS: Brown Alli- 
gator Grain Cowhide .. . 
Smooth Suntan Cowhide... 
Smooth Ginger Cowhide... 
White Rawhide. 


Style No. Item Dealer's Cost 


750 14” Train Case $25.00 
List Price Incl. Fed. Tax... $47.50 


752 21” Weekend $25.00 
List Price Incl. Fed. Tax... $47.50 


753 26” Pullman $34.50 
List Price Incl. Fed. Tax... $65.00 


The VASSAR... 
Ladies’ Matched Luggage 
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FORD FETES INDIANA ROADEO WINNERS—First and second place winners in the Indiana 
Motor Truck Assn. Roadeo were feted at the Indianapolis Athletic Club by Ford Motor Co. 
A $500 check from Ford dealers was presented John Waldon, first place winner, by O. F. 


Indianapolis district sales manager. A check for $200 was given Leslie McGurer. 
Among those attending the affair were, left to right: Don Harris, vice-president, Foster 
Freight Lines, Inc., and chairman of IMTA; Kenneth Foster, president, Foster Freight Lines, 
Inc.; John Waldon, driver for Foster who won first place in a Ford F-8 tractor semi-trailer; 
Yando; Leslie McGurer, driver for Trucking, Inc., who won second place in a Ford F-8 
tractor semi-trailer; William McCurry, terminal manager, Trucking, Inc., and James Nichols, 
executive secretary, Indiana Motor Tesk Assn. 


Yando, 


district manager for Delaware, 
Maryland, Pennsylvania and 
Ohio; Bob Beaver, district repre- 
sentative for Delaware, Maryland, 
Pennsylvania and Ohio; Dick 
Tompkins, district representative 
for Texas and Oklahoma, and Al 
Friedman, district representative | 
for Florida and Georgia. 


tion, engineering, management 
and sales. Other new appoint- 
ments made by the company are: 
Belverd L, Stephens, district 
manager for Missouri, Kansas, 
Nebraska and Iowa; Clifford A. 
Amann, district manager for 
Oregon, Washington, Northern 
Idaho and Montana; H. S. Beaver, 


A Buick Dealer in Oregon writes: “We are very 
pleased with Dunleigh Luggage for men. Enclosed 
is a reorder.” 

From all over the country, auto dealers are now 
telling us how pleased they are with the prices and 
quality of Contempo Luggage. Dealers from coast- 
to-coast have discovered that luggage is a profit- 
able accessory and an important customer service. 
Order by mail with full confidence. We guarantee 
satisfaction. Send for a sample set today. 


Phone, wire or airmail 
your rush orders. 
We ship at once. 






1077 


24” 2-Suiter with over- 
lapping steel frame for 
extra strength. Dust and 
moisture-proof. 

Same style in extra-roomy 
24” 3-Switer. 






877 






699 





21” Overnight bag... 
Same exclusive construc- 
tion features as 2-Suiter. 


20” Zipper Clubkit with 
two big utility pockets, 


The DUNLEIGH... Matched luggage for men 


The finest Top-Grain Cowhide, designed for handsome looks and 
longer wear. Each streamlined bag features finest construction and 
costliest materials. Brass locks. Strong saddle stitching. Reinforced 
leather corners and sides. Neat masculine linings. Especially created 
for quick, easy packing, this is luggage at its best. Thousands of 
these sets have been sold. 


List Price 

Style No. Item Dealer's Incl. 
New Cost Fed. Tax 
877 21” Overnight $29.50 $59.00 
1077 24” 2-Suiter 37.50 75.00 
977 24” 3-Suiter 39.50 79.00 
699 20” Clubkit 22.50 45.00 


COLORS: London Tan, Indian Brown, Redwood or Black 


i 
§ CONTEMPO Luggage Co., 170 Fifth Ave., New York 10, N.Y. I 


Send Order Form Today 








i Gentlemen: Please ship the following numbers . i 
I () (lam enclosing check) (CD Ship co. ' 
J C) (Ship Open Account. Bank end credit referenées attached) 1 
: Quontity Dealer's Cost | 
i i 
; a 
I i 
5 i 
IE s-ssctes cesses ac haa becaed ctor shkdeces oie oat a . 
B Address........ ...City BRAND Sis scccemccoee e 
‘ a 
§ Bea isricaita eg sisasaaccanicsaes cansiaces encase Title a 
s 4 


TTC lreLibag 
Luggage 
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Dealer Business Counsel IT 0 ho 
DE SOTO to make the most money in thi: 
. . . PLYMOUTH business, Lack of available cas} 
Safe Basis Suggested for Estimating has ferced more dealers out 0! 
Liquid Capital Condition this business than any othe: 
) thing. 
(The opinions expressed herein are those of Columnist Allen and are not You might have plenty of money 
necessarily those of Automotive News.) invested in uncollectable account; ¢ 
By J. B. Van Tassel termining the true status of a cash | — Pom sadbyqenine ny dens dayne wp ; 
ANY dealers have written in for ee hy this basis of of parts and accessories that ar j 
i . . Se obsolete and unsaleable, but you 
more information on my refer-| check is not a safe and sound b - and fast-mov t 
ence to the ratio of future selling | one is because the total of cur- saa Y with a ened cars and it 
capital to past | rent —— ae contains cant. You have to have the casi 
selling capital as | Many asset accounts that are not available when the factory asks 
contained in this a a current, te, SAN ERANCISO DEAL— Ag. attractive ~— in the Golden Gate area has} you to buy, or else they will ap- | 
i a x s = | in open e J. W. Allen Co. eSoto), San Francisco. Good taste i terior | ; : 
column | covering |. ivable, which is classified on your | “i@ sed eficlot wo of lterlor space for duplay and service has been weed. " “T'''™ | Point, saoeher Sener in your pas’ | 
: balance sheet as one of the top| | 
of operation in|ranking current asset account. | trolling your liquid capital condi-|merchandise which have already| ,5° try and keep a good supply | 
og — 22 ie You know that this account will | tion. . | been sold. — eee on = 
e ratio of two : * * & , |stantly keep a tight control a 
Ss ins tee Gunets — aa any eee = ac- ‘Chee si on td eae _I hesitate to recommend any n&-| check on your ratio of future sell- 
and liabilities has nts are not collectable or .: oath , | tional average Tatio for you to use ing capital to past selling capital. a 
are so far in arears that they ank, new-car inventory and/in making this check because I p 
ae ae tebe should not be classified as current | that part of your parts and acces-/think the best ratio would be the th 
‘OF | assets. sory inventory that represents less|one that your own experience dic- iy 
— a - “ SaaTae ae Used cars past 30 days in stock 7 caine can turnover | tates is the best for your business. $143 M illion F und 
‘ are questionable current assets. a _ However, the wider the margin is 
checking working capital condition |v... stock of parts in excess of a| Classify accounts and notes re-| between the amount of future sell- Sought Annually 
in a dealership. However, it is my |normal annual turnover should| ceivable and used-car inventory as|ing capital and the past selling le 
opinion that this basis of check on | never be classed as current assets,| Past selling capital, because this | capital, the better are your chances For N, ¥é Roads ni 
raicoee > aaa tees of a/So here is what I suggest for a| represents money invested in these | to stay in the auto business. BUFFALO Stew Test state la 
ealers sn - " E ee ‘ 
p ot sufficient in de- safe basis for checking and con-' accounts as taken from receipts of Cash to buy and sell merchan _| must spend $143,000,000 a year until . 
1961 if its highway system is to be P 
brought back to normal, according 
to Charles H. Sells, executive-sec- ac 
retary of the New York Good su 
| Roads Assn. tir 
| Addressing the Rotary Club of oi 
| Buffalo, Sells said “we face two ics 
| problems. The first is deterioration ot 
|which has taken place during 17 en 
years of starvation in road build- its 
ing and which has created a high- th 
way facility deficit of about $2,- | 
000,000,000. The second problem is ec 
the ‘ever-increasing demands of the Al 
public for better highways.” 
| He continued: “There are 852 in- he 
adequate bridges in the state which de 
ith the Jatest should be replaced and 792 grade- 
|crossings that are _ sufficiently oO 


e that 
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Staffed with “oA 


have been 
a 30 years. 


her organization can 
i ting ™ 
veloping ©4° g . 


. make Alcoa | 
nd castings 1m 4 





dangerous to be immediately elim- 
inated. 

“These things can be done by 
1963 if the state assures an annual 
$143,000,000 appropriation.” 


Rootes to Set Up 





: , m m 
Pioneering qe fice for & PFO 
best san o Gu ° e oan 
oo your Neary or AMERICA: 26) ‘Plant in India wa 
AuumInuM Comm nsylvania. LONDON, England.—Sir William cre 
Pittsburg 19, Pen ol MPROVE |Rootes announces that arrange- ins 
CHANCE T ments have been agreed with the A 
s government of India for the Rootes me 
Alco Nesy me Group to form a subsidiary com- lial 
ie wel |pany and plant in India for the sta’ 
| manufacture and distribution of its by 
| motor cars and trucks. T 
“We are confident that this step pen 
will not only increase the trade the 
between the United Kingdom and Jun 
| India, but will assist in furthering rate 
the establishment of industry in F 
|India and, in consequence, bring boa 
about price reductions in our em} 
products,” Sir William said. 000 
we ent 
o rate 
| Ah, Tourists $17 
Million Out-State Cars Used pe 
Florida Roads in ’48 
| ST. PETERSBURG, Fila. A Cla 
| check by Florida’s chamber of com- Put 
merce showed that 1,112,156 out- 
state cars entered Florida last year. , Bl 
An increase of 5 percent is expected , of C 
this year. here 
The chamber’s report said that a 
}excluding cars which remained in velo: 
|the state one day or less, out-of- : 
lstate cars totaled 903,070, This pene 
number included 97,531 cars whose = 
;occupants came for business rea- — 
}sons: 65,924 who came to visit Tk 
|friends or relatives; 74,052 for rea- of § 
isons of health, and 665,563 for tery. 
| recreation. dust: 
| The average car carried 2.48 per- tors 
sons, placing the total number of lift | 
motorists who remained in Florida the : 
more than one day at 2,239,614. with 
~ - ‘ | 
S & M Lamp Co. Joins K 
National Parts Assn. Day 
| LOS ANGELES.—S & M Auto- | oo 
A aN |motive Lites and safety equipment sery 
will now be distributed nationally 
Lr is4 through the National Automotive | da 
Pat Wi UM CASTI rr | Parts Assn., according to Jim Shir sald 
: | reffs, president of S & M Lamp Co 10,00 
| oper 
| It has also been announced b; mod 
| Jack Nelson, sales manager, tha steel 
or new items have been adde: the 
| to e a ive li id on 
INGOT - SHEET & PLATE « SHAPES, ROLLED & EXTRUDED . WIRE « ROD. BAR « TUBING . PIPE . SAND, DIE & PERMANENT MOLD CASTINGS - FORGINGS - IMPACT EXTRUSIONS that sales on the firm's line of truck epee 
mirrors have been good. 


ELECTRICAL CONDUCTORS . 


SCREW MACHINE PRODUCTS . 


FABRICATED PRODUCTS ~ FASTENERS - FOU . 


ALUMINUM PIGMENTS 


MAGNESIUM PRODUCTS 
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aggregates $27,471,586,000 or 20.3 
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) ° percent of the total annual payrolls 
Importance of Oil of all workers in the U. S. Total 
is L . employer payments in all wages 
. 9,795,000 Persons Are Employed by Industries and salaries in the U. S. aggregate 
yi 9 7 about $135,000,000,000 a year. 
‘i Dependent on Petroleum, Says API Workers engaged in petroleum 
; ° duction and refining, which in- 
ey NEW YORK.—The petroleum in-| 000; automotive manufacturers, | PTO n 
ts dustry in the U. S. directly employs | 757,000; automotive services, 1,- an es uae ie yee 
at 1,880,000 men and women, but for} 311,000; aircraft manufacturers, the’ nation. with average annual 
ts each oil worker there are additional | 183,000; commercial airlines, 61,- wages and salaries of $3,700, the 
ire jobs for 4.2 workers in other indus-| 300; oil burner manufacturers, | institute said. The average annual 
.. tries dependent upon petroleum and| 15,000, pay of Sater aan industry work- 
aa its products. Oil burner dealers and services, | ers, including ng station attend- i me 
. A survey ust completed by the | 28800; motor boats and cutioard [asia S077, '°™ SNS*S| tuey wean tt IN My MERRY OLDSMORILE'—tHur ae the mambus of Larne 
Ks department of information of the | motors, 8,000; motorcycle manu- om pay Ye all gainfully pro oyed 
P- American Petroleum Institute | facturers, 6,000; tractors and persons in the U. S., including! directly more than $3.3 billion in |fuel and lighting; $6.5 billion for 
ce shows that 9,795,000 workers in | power-driven farm machinery, | agricultural workers, is about $2,-| federal, state and local taxes, in | other necessities, insurance and 
the U. S. are employed by indus- | 135,600; motor-truck transporta- | 368. The combined average annual| addition to the corporate taxes | savings. They own 7,300,000 auto- 
ply tries directly related to the petro- | tion, 5,014,000; bus transportation, | wage of the 9,795,000 workers in| paid by their employers. mobiles; drive over 75 billion miles 
n- leum industry. 232,000; other directly related | petroleum and its related industries} They spend annually $10.4 billion|a year; heat their homes with 889,- 
nd These workers and their families| *°FV#ces, £8,608. is — ; for food; $3 billion for housing; $3|000 oil burners, and have 1,400,000 
“ c account for 34,282,000 directly de- _This . combined annual _ Payroll | _These 34 million people pay | billion for clothing; $1.2 billion for telephones in their homes. 











pendent upon these industries, and 
they comprise 23.3 percent of the 
total population of the U. S., API 
said, 

Employment figures of the petro- 
leum industry, combined with the 
number employed in directly re- | 
lated industries, comprise over 17 | 








“4 percent of all persons gainfully em- 
be ployed in the U. S. 
ng Not considered in this total are| 
c- additional thousands of workers, 
od such as Diesel engine and locomo- | 
tive operators, officers and crews on 
of oil-burning ships, workers in chem- 
vo ical and plastics plants, and many 
7? other jobs related in one way or 
another to the use of petroleum and 2 
d- its products. The figures emphasize | use this STEP PLA N to add 
a the important place in the nation’s . : : 
is —— occupied by petroleum, | Profi t- aking Services that Customers Want! 
he said. 
mane aks Eons os aioe The more services you offer customers, the more your business 
_ developed by the survey: and profits grow! By adding new services and insurin g greater 
e ann sat pentatin, —_ accuracy and speed in the services you now offer, you gain cus to- 
n- ans mer good will that pays off in dollars and.cents! aS ip 
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- Oklahoma Orders 
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al ° a [UN ; - ’ 
Drop in Worker ae " / } r She 
—— Se ve ll 1 ieee alld 
Insurance Rates | | BR : i a, 
OKLAHOMA CITY.—Workmen’s . ] | : ? i ye f=) 
compensation rates in Oklahoma e ltteers E eT 
will be reduced rather than in- 
m creased as had been sought by 
e- insurance companies. 
he A 6.6 percent overall cut in work- 
es men’s compensation and employers’ 
n- liability insurance rates in the 
ne state, effective Oct. 1, was ordered 
ts by the state insurance board. 
The National Council of Com- 
> pensation Insurance, representing 
Je the companies, had applied last 
id June for an overall increase in 
ig rates of 8.3 percent. 
in ; Finis F. Lafon, actuary for the 
1g i board, estimated the saving to 
ur i employers would amount to $750,- 


000 a year as compared with pres- 
ent rates. He added that the new 
rates would mean a saving of 
$1,700,000 a year for employers as 


against the rates sought by the 
insurance companies. ¥ (Her COMPLETE TESTING SERVICE! o3 (epwsteure TESTING AND RECALIBRATION! 


A Clark Equipment Co. With the Sun Master Motor Tester you can use the Sun All distributors should be checked and tested every 
n- Puts on Display Test-Before-Repair Procedure that tells you, your cus- 5,000 miles. With the Sun Master Distributor Tester 
t- ; Ra 
as aa ae Mich. — Directors | tomer and mechanic just what work needs to be done. you can quickly, accurately and easily test and recali- 
dati} = —— : aay Gane eon. Further, it cuts shop time, insures greater accuracy and brate any make or model of distributor... and do it 
ing, also witnessed a demonstra- customer satisfaction. profitably ! 
at tion of the company’s latest de- 
in velopments in materials handling 
f- equipment. The showing was under | 
= supervision of L. A. Bixby, engi- fi f 
neering vice-president. Ue ' 4} ig 
A gg be gr, SS 2/7MEW GENERATOR & REGULATOR TESTING AND REPAIR! 2/ "NEW SPEEDOMETER TESTING! 





of gas-powered and electric bat- 














A toeawered Seckbllt trucie,. ta- Here’s another profit-paying service that is always in When customers complain of low gas mileage, high oil 
e dustrial towing tractors, tructrac- | BIG DEMAND! With the new Sun Generator & Regulator consumption, low driving speeds, the answer can often 
- tors and a variety of special fork- | Tester your own mechanics can make complete, accurate be found with the new Sun Speedometer Tester. Quick, 
of a rg yo seeped — = tests and repairs on all generators and regulators for accurate tests can be made on speed- 
ia | wills Geuakeen Mates. ee | cars and light trucks. This new Sun Tester is especially ometers and odometers without 
: ee designed to speed up and simplify test and repair work. removing them from the vehicle. 
Klyce—Dayton 
Klyce Motors (Studebaker), 
Dayton, O., opened its new $170,- | 
000 home on S, Patterson Blvd., | 
a planning on expanding its truck 
. ae service market. Your local Sun Representative will gladly bring you 
ye wae — —— cin complete Catalog Sheets on all four Testers and explain 
r- 10,000 adeiee pe ap beh eme how they will increase your sales and profits! Write ELECTRIC CORPORATION 
* opening. The new building, of TODAY and ask him to call...he'll also bring your copy of 6327 Avondale Avenue «+ Chicago 31, lilinois 
a modern design in concrete and | the valuable new “Dollars from Diagnosis’’ Booklet! 
a! steel, will approximately triple | 
mt the 10,000-square feet of floor | 


bd space the firm formerly occupied | 
at 5 N. Perry St. 
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Joseph Scudiere has been named 
general manager of Stotts & Mur- 
phy (Studebaker), 12300 E, Jeffer- 
son, Detroit, He formerly owned 
Harper-Berkshire Sales and Service 
Co. (Kaiser-Frazer), and before 
that was with Chrysler division for 
24 years. 


* + * 


Carroll, Kessick Take 
Akron Dealerships 


Two new franchises have been 
granted Akron automobile dealers. 
Thomas Carroll, owner of Carroll 
Motors, has received a dealership 
from Packard. He has headed his 
own business since 1940, and from 
1941 to 1945 was a Hudson dealer. 


Roy Kessick, of Kenmore Sales & 
Service, has been named a dealer 
for Hudson. He was formerly co- 
owner of Burns Motor Co. (Hud- 
son), Wilmington, Del. 

. + * 


Chevrolet Shift in Elkhart 


William E. Enyart and Clarence 
Battjes, both of Kalamazoo, Mich., 
have taken over the Elkhart (Ind.) 
Chevrolet franchise and will oper- 
ate it as Enyart-Battjes Chevrolet, 
Inc., at 165 E. Marion St. 


Enyart, president and general 
. sales manager, had been with De- 
Nooyer Bros. Inc. (Chevrolet), 
Kalamazoo, Mich., since 1943, Batt- 
jes is secretary-treasurer and gen- 
eral manager of the Elkhart firm. 

Maas is service manager; 
Harry Kramer, used-car sales man- 
ager; William Southworth, parts 
manager; Dewey Weldy, new-car 
sales manager, and Wendell Ger- 
man, truck sales manager. The 
franchise had been under the oper- 
ation of the Motors Holding divi- 
sion of General Motors. 

* * * 


Maxson—Buffalo 


The board of directors of Maxson 
Cadillac- Pontiac Corp., Buffalo, 
has elected Chester J. Maxson, jr., 
president of the corporation to suc- 
ceed his father, the late Chester J. 
Maxson sr. 


The newly elected president has 
been treasurer and general man- 
ager since 1942. The board named 
Walter F. Jansen, treasurer and 
comptroller. He had been assistant 
treasurer and assistant comptroller. 
Officers re-elected by the board 
were J. Conners jr., and 
Walter A. Yates, vice-presidents; 
Charles P. Penney, secretary, and 
aig L. Landel, assistant secre- 

ry. 


* * * 


Hine—Hartford 


A, C. Hine Co. (Pontiac), 189 
Washington St., Hartford, Conn., 
has received a portrait of Chief 
Pontiac as a “better dealer” 
award from the parent company. 
In making the award, Latham 
Clark of Boston, Pontiac’s New 
England manager, told owners 
Albert C. and Thomas W. Hine 
their firm was one of six in New 
England to get the award, given 
for dealership excellence, 

* * * 


Wisconsin Charters 


The following new corporations 
have been formed in the automo- 
tive line in Wisconsin: 


Lappley Chevrolet Co., Oregon, 
Wis., to deal in auto sales and 
service. Incorporators: Erwin F. 
and Dorthy Lappley and Donald 
McGaw. 


Barry Motors, Inc., Waupun, 
Wis., to operate an auto sales and 
service business and a rent-a-car 
service. Incorporators: Thomas E. 
and Martin J. Torphy and Regin- 
ald Barry. 


Take K-F in Norfolk 


Whitehorn Motors, headed by 
Robert D. Whitehorn and Bern- 
ard J. Samuels, has been ap- 
pointed Kaiser-Frazer dealer at 
Norfolk, Va. 

The partners, who have been in 
the automobile business 20 years, 
also operate Portsmouth Motor 
Sales, a K-F dealership in Ports- 
mouth, Va. 


Greer Joins Les Kelley 


R. C. “Carl” Greer has been ap- | 


pointed manager of the Truck and 
Fleet division of Les Kelley Ford, 


Dealer Doings 





AUTOMOTIVE NEWS, SEPTEMBER 26, 1949 


Los Angeles. The firm has just 
opened new truck servicing facili- 
ties at Washington and Santa Fe 
Sts. Greer has spent the last 20 
years with Boyd Gibbons Ford, also 
in Los Angeles. 


Erhart—Buffalo 


Harry and Jack Erhart (Kais- 
er-Frazer), held open house at 
their new building at 1570 Main 
St., Buffalo. The structure fronts 
120 feet, with three-fourths of 
this being a showroom. A com- 
plete service, paint and bump 
shop is included in the dealer- 
ship. . 

* + . 


Perkins—Louisville 
Maurice Perkins, president of 
Perkins Motors (Chrysler), 2105 
Dixie highway, Louisville, has ap- 
pointed Paul H. Bane as sales 
manager. 
* +. * 


May flower—Akron 


Mayflower Motors, Inc. (Stude- 
baker), Akron, has purchased the 
property it has occupied for the 








Minn. 
J. 


King-Braeger Chevrolet Co. Mil- 
waukee, has been elected to the 
Automobile Old Timers. 


Brost Motors, 
been elected vice-president of the 
Safety Council of Western 


MINNESOTA MOTOR CO. IN CITY OF 10,000—This Chevrolet dealership is in Fergus Falls, 
Marsden G. Brimhall is president: Theodore A. Brimhall, vice-president, and Walter | 


Larson, secretary-treasurer. 


past 15 years for about $175,000. 
The site includes an acre of land 
and a one-story brick sales and 
service building with over 30,000 * 
square feet of floor space, Roger 
W. Watkins is president. 

+ * ” 


Braeger in Old Timers 


Oscar H. Braeger, president of| J, Hoss. 


2 8 1919, 
Buffalo Notes 2 


Chester J. Brost, president of 
Inc., Buffalo, has 





New 


York. Don Allen, president of City | 
Chevrolet, has been elected to the | 
board of directors of the council, 


Carton, Byrnes Buy Deal 


Paul Carton and Matthew S. | baker deal in Stillwater, Okla. 
Byrnes have bought the Dodge * * * 
deal in Fowler, Ind., from Will 
The firm will now be 
known as Byrnes and Carton Co. 
Hoss and the late Edward P. Cas- 
sidy opened the dealership in 


Betts Names Eveleth 
Leo J. Eveleth has been ap- | 
pointed wholesale 


Cadillac dealers in the 42 Iowa| 


| counties operating under Bets 
| Cadillac-Olds, Inc., Des Moines. 
* + * 


| 
| Joseph Opens Deal 
A DeSoto dealership has beer 
opened in Waterville, Me., by Jo- 
seph Motor Co. The firm is ownex 
by Elias Joseph. 
* + 


| Southland Names Edwards 


Appointment of Chester I, Ed- 
|wards as manager of Southland 
Chevrolet, Inc., 1125 N.E. Second 
Ave., Miami, is announced. 

rs 


Bland Folds K-F Deal 


Wayne Bland, owner of Bland 
|Motor Co. (Kaiser-Frazer), 18 S 
* |Scott, Fort Scott, Kans., has dis- 
posed of his dealership and taken 
a sales manager’s post for a Stude- 


Enterline Auto Supply 
Enterline Auto Supply, Bartles- 
ville, Okla., has filed a charter 
amendment increasing its author- 
ized capital stock to $50,000. 
* | * + ++ 


Brewer Motor Opens 
Brewer Motor Co. (Chevrolet- 
manager for | Cadillac), Sixth and Poyntz, Man- 

(Continued on Page 29, Col, 1) 
















eb Wass 
Nat ous 


What do they really want? 


Federal aid to education, or favors from anybody... 
Understands the manufacturers’ problems, and 
tells why current car production is low. 


Walter Reuther sounds off again... Last year’s 
cost-of-living pay scale is out. United Automobile 
Workers must have an increase... manufacturers 
can pay out of profits, without raising car prices! 

You read the newspapers, and wonder what goes 
on in the minds of automobile workers. Do they 
really believe a pay raise doesn’t raise car prices? 

A couple of months ago, a Nation’s Business 
editor went to Detroit to find out... 


He spent a whole week with a UAW man, his 
family and friends, to get a line on their thinking. 

Mario Zutelli, a third generation American, 
Rockford, Ill., high school graduate in 1920, has 
worked twenty-six years in Detroit...engine oiler, 
truck driver, four years with Ford when wages 
were high but the job hard... earned as little as $4 
some weeks, as much as $4,200 last year (his best) 
..-lived on a vegetable diet during most of two 
depression years...and managed to buy his home, 
put two daughters anda son through high school... 

Now forty-seven, what Mario Zutelli thinks 
will surprise you—and maybe Walter Reuther! 
He wants lower car prices, steady work instead of 
higher wages... Isn’t sure job seniority is right... 
Not interested in pensions, socialized medicine, 


by Milton Lehman. 


Williams and Hal Burton. 








Lopces Losinc...Most secret societies 
are on wane, but Masons, Eagles, Elks, 
and Moose thrive on social service... 


Look for “It Takes Three to Makea Lodge,” 


BADMINTON or BrIDGE...Swim trunks, 


Yet Zutelli is a good union man, believes the 
UAW protects him from impersonal management 
methods in the automobile plants...He says most 
strikes are started by small grievanees, not settled 
soon enough! And gives enlightening instances! 

The manufacturers threaten to leave Detroit. 
Zutelli says ‘‘ Wherever they go, they won’t get away 
from people!” ... which is worth pasting in the 
hat of every straw boss and Board Chairman! 


To unpersTanp better what makes industrial 
strife, strong unions, people tick... read ‘‘Loyalty 
Is A Two-Way Street” by Norman Kuhne, in 
Nation’s Business for September . . . If your office 
doesn’t have a copy, borrow one from a friend. Or 
go to the library. Or send in your subscription, 
$15 for three years. Or get the September issue, 
price 50c, at any office of Nation’s Business... 
But read the article! 





TV RererEss ... Armchair boxing fans 
can score fights with the N. Y. official 
point and round system... ‘‘How to Judge 
a Boxing Bout,” by Edward P. F. Eagan. 


LittLe Firm Pensions... Even the 
company with few employees can have 


spurs, or golf os for the older business pension plans... Read “Small Business 
man depend on heart, hypertension, and Can Pay Pensions,” by Lawrence Galton. 
health. See “But Play for Fun,” by Greer And a dozen other significant and 


timely articles for the business man. 
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Doings 


(Continued from Page 28) 


hattan, Kans., held an open house 
attended by over 5,000. The new 
building has been completely mod- 
ernized and now boasts radiant 
heating. Chester C. Brewer is 
owner and J. W. Skinner is sales 
manager. 
> * 


Summit Names Drew 
R. E. Drew has been named car 
appraiser for the new-car division 
of Summit Buick Co., Akron, He 
formerly owned a used-car busi- 


ness in Akron. 
s 


7 - 
Crockett to White 


Woody White, Inc., is the new 
name of the Dodge dealership in 
Frankfort, Ky. The firm was for- 
merly Crockett’s Garage until For- 
rest Crockett retired, turning the 
business over to Woodrow White, 
Bryan White and Alvin F. Fox. 

e + * 


Harrell—Thomasville 


Ernest Harrell of Harrell Chevro- 
let Co., Thomasville, N. C., has 
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To understand better...sums up why Nation’s 
Business is published...why it has more interest 
for business men than other business magazines— 
and 657,306 subscribers net paid (ABC 6/30/49). 

Innumerable publications offer business news, 
information, instruction, advice. . 
Business supplies background and interpretation, 
calls attention to cause and significance, helps the 
man in business appreciate and anticipate those 
conditions that can affect his business, judgment, 


S—— 
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been elected to the board of direc- 
tors of the local chamber of com- 


merce, 
* * * 


Schuler—Louisville 


| Schuler Motors, Inc, (Hudson), 
Second and Walnut, Louisville, has 
celebrated its 33rd year in the auto 
business. The company has recently 
doubled its floor space by obtaining 
the rear section of a large garage 
building. 


* * * 


Royal Motors, Inc. 
Royal Motors, Inc., Kingstree, 
S. C., has been organized with 
capital stock of $20,000 to deal in 
automobiles and trucks. W. M. 


Schram is president. 
* * * 


Johnsons Celebrate 


George and C. V. Johnson ccle- 
brated the opening of their new 
garage at Quesnel, B.C., with a 
dance. The occasion also marked 
the 40th anniversary in the prog- 
ress of the firm that started as a 





livery stable in Quesnel and now 
occupies a showroom and garage 
running the length of a city block. 

More than 500 persons from as 
far north as Smithers and Prince 
George and from all sections of the 
Cariboo attended the celebration, 
the owners reported. It marked a 
25-year affiliation with Imperial Oil 
Co. and 35 years with General 
Motors Corp. 


* * * 
Spooner Appoints O’Brien 
Jack O’Brien has been named 
fleet sales manager for Spooner 
Co. (Chrysler), 2864 N. High St., 
Columbus, O. 


* * * one side of the building is a feature of the est 





NEW TEAGAN QUARTERS—Teagan Motors, Inc. (Chrysler), West Springfield, Mass., has 
moved into its attractive and well-designed facilities. Ample customer parking space at 


ablishment. 





A bet Presents Auto Hingiss, August E. Hingiss and 
To Driver-Training Class Richard Hingiss. 

Niels P. Andersen, president of a, Se 
Andersen, Inc, (DeSoto), 425 Park Fisher—Los Angeles 


Ave., Plainfield, N. J., has presented 
Fisher Buick has celebrated the 


a dual-control DeSoto to Plainfield 
high school for the driver-training | gTand opening of its new build- 
ing at 1041 W. Santa Barbara 


course. 
Ave., Los Angeles. Tad Bofferd- 
ing is sales manager of the firm. 


* * * 


* * * 


Hingiss Incorporates 
A charter has been granted to ° 
Hingiss Chevrolet Co. New Hol-| Montgomery & Aldridge 
stein, Wis., with 400 shares of com- Montgomery & Aldridge, Inc., 
mon stock at $100 per share par| Durham, N. C., has been chartered 
value. Incorporators are Alf F.' with authorized capital stock of 
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. but Nation’s 


and himself. Every issue has something which can 


save a future headache for the business man. 
Its reader interest has given Nation’s Business 
almost twice the circulation of any other magazine 
in the business field... made it an extraordinary 
medium for advertising addressed to business. 


NATIONS BUSINESS 


WASHINGTON, NEW YORK, CHICAGO, DETROIT, CLEVELAND, SAN FRANCISCO AND LOS ANGELES 


Sh Sse 







Nation’s Business gives the advertiser access 
to thousands of companies not reached by other 
general business publications, a quality audience 
in small firms as well as large...Some 91% of its 
readers influence the purchase of office appliances, 
equipment, other materials in their firms ... NB 
subscribers’ companies have more than 1,600,000 
trucks, 2,100,000 cars. Reader incomes exceed 
$10,000 for 26%, and $5,000 for 64%. (National 
Analysts study, 1949). 


Tue Bic circulation lowers advertising cost, too 
... gives Nation’s Business the lowest cost in the 
business publication field, close to prevailing rates 
of general media... Ask any office of Nation’s 
Business for data and details. 





$200,000 to deal in automobiles. 
Principals are E. C. Brooks jr. 
L, L. Gardner and J. B. Harris. 


* * * 


Turbiville Shifts Stock 


Turbiville Motors of Houston has 
notified the secretary of state’s 
office that 1,800 shares of voting 
stock (no-par value) has been 
changed into 1,200 shares of voting 
stock (no-par value) and 600 
shares of non-voting stock (no-par 


value). 
+ * * 


South Land Ups Greer 


Huber Greer has been named 
operations manager of South Land 
Motors, Inc. (Chrysler), 1048 Union 
Ave., Memphis. To celebrate the 
new management, the company will 
have a formal opening July 5, ac- 
cording to William Ross Kennedy, 
president and owner. 

* 


o * 
New Cadillac Outlet 


Francez & Schoeffler Motors, 
600 W. Congress St., Lafayette, 
La., announces that it is Cadillac 
representative for the following 
parishes: Lafayette, Iberia, Aca- 
dia, Saint Martin and Vermilion. 


South Texas—Houston 


South Texas Motor Co. (Kaiser- 
Frazer), Houston, Tex., has opened 
a San Antonio wholesale distribu- 
— outlet at 721 Florida St. 

+ * * 


| Lennon—Monroe 


Lennon Motor Co., Monroe, La., 
has filed articles of incorporation 
with Louisiana’s secretary of state, 
listing authorized capital stock of 
$100,000. 


* * * 


Garcer Motor Sales 


Garcer Motor Sales, Crowley, La., 
has filed articles of incorporation 
with Louisiana’s secretary of state. 
Authorized capital stock was listed 
at $50,000. 


* * * 


Cataract Expands 


Cataract Hudson Motor Sales 
Co., Inc., 23 Main St., Niagara 
Falls, N. Y., has opened a new 
location for used-car selling at 


27th and Pine Ave. 
* * * 


F & P Pontiac Formed 


F & P Pontiac Co., Inc., Morgan- 
town, W. Va., has been granted a 
charter by the secretary of state. 
The firm was authorized $75,000 in 
capital stock and will commence 
business with $50,000 paid in. Prin- 
cipals are Paul Pitrolo and J. Wor- 
ley Powell, both of Fairmont, and 
F. P. Firlie of Morgantown. 

* * . 


R & W Auto Sales 


R. & W. Auto Sales Co., Inc., 
Fayetteville, N.C., has been formed 
with capital stock of $200,000 to 
deal in automobiles. Principals are 
J. T. Rosser, Gus and Mary 
Womble, 


* * + 


Chamberlain Named 


| Don Chamberlain has been ap- 
pointed service manager of Colby 
|Motor Co., Colby Kans., it was 


| announced. 
* * * 


Hill Buys Out Rothermel 


Arthur D. Hill has gained com- 
plete ownership of the Crown 
Point (Ind.) Ford firm by buying 
the interest owned by Warren 
Rothermel, former company sec- 
retary. Hill is president of the 
firm now and his wife, Nadine, 
secretary. 


+ * . 


Markowski Files Name 


A business name has been filed in 
the Erie county clerk’s office for 
| Marks Motors, Clinton and Harlem, 
| West Seneca, N. Y., by Edward F. 
Markowski. 


| 
| 
| 
| 
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MADISON, Wis.—The first step 
has been taken toward evolving a 
long-range Wisconsin highway de- 
velopment plan. A special legisla- 
tive interim commission, including 
representatives of private citizens, 
will launch studies in all phases of 
local highway problems in prepara- 
tion for legislative recommenda- 
tions to the session of 1951 

The committee has not yet been 
organized, but it is widely as- 
sumed that its chairman will be 
State Sen. Jess Miller, a principal 
advocate of road improvement 





Wisconsin Road Study 


Special Commission to Draft Program 
For 1951 Legislature’s Guidance 


and especially rural road legisla- 
tion. Miller is chairman of the 
senate’s standing committee on 
highways. 

He will likely be assisted by Sens. 
Frank Panzer of Dodge county, Al- 
fred VandeZande of Fond du Lac 
county, and Assemblyman Hugh 
Harper of Grant county, Harry 
Keegan of Green county, William 
Bergeron of St. Croix county and 
Raleigh Falbe and Robert Huber 
of Milwaukee county. 

Three citizen members will be 









chosen by the legislative council. 
The legislature had provided money 
for the employment of staff experts 
for various research, and personnel 
of the state highway commission 
and other state government agen- 
cies will be called upon for as- 
sistance. 


Although a reclassification of the 
state’s highway system has been 
given as the major responsibility 
of the committee, its opportunities 
for highway research are considered 
virtually limitless. 


Sen. Miller has said that one of 
the first interests of the group 
will be an appraisal of present 
laws and regulations governing 
commercial highway users. 


The legislature declared its de- 
sire to collect data that would sup- 
port legislative policies. 





“Here is a model with a peri- 
scope so that one can see the over- 
hanging traffic signals.” 


| AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 











Montana Awaits 


Civic Road Study 


HELENA, Mont. — Appointme»t 
of an 81-member committee of cii.- 
zens from throughout the state «o 
study Montana’s highway constru: - 
tion and financing problems hes 
been announced by Gov. John V. 
Bonner . 

Recommendations of the commit- 
tee will be submitted to the 195! 
legislature, the governor explained 
Main problem confronting the state 
it was noted, is how to finance : 
highway modernization program. 

The state highway department 
and other state departments wil! 
supply technical advisors for the 
study committee. 


New Passenger Car Registrations, 16 States for August, 1949-1948 
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The following advertised delivered prices 385.75; Deluxe P18 —4-dr. sed., $1,566; 
are based Se en Seante a8 the e e club cpe., $1,534.25; ons ~~ ahs, 
factories. very 4-dr. sed., $1,644; club cpe., 1,617.50; 
and handling charges and federal taxes. T p N A T b | ‘ 
snd anating chart nd Zedral tes Current Prices on New Automobiles con, Sider? sat. wae. 7 | = 
charges, state sales taxes, or optional PONTIAC—Streamliner Six—4-dr. sed., seen 
equipment. $2,327.50; conv., $2,761; Saratoga (eight) | FRAZER—4-dr. sed., $2,395; Manhattan |4-dr. sed., $2,243; 2-dr. sed., $2,218; club | $4740, (deluxe, $1,030); sed. cpe., $1,689 om 
BUICK—Special Series 40—4-dr. sed., | —(Presto-Matic standard)—4-dr. sed,, $2,- |—4-dr. sed., $2,595; conv., $3,295, cpe., $2,239; Ambassador Custom — 4-dr. | j¥. $2,622); Str iner Eight—4-dr. sed ' 
$1,925; 2-dr. sed., $1,872; bus. cpe., $1,- | 635; club cpe., $2,608.75; New Yorker| HUDSON — Super Six — 4-dr. sed., $2,-|sed., $2,363; 2-dr. sed., $2,338; club cpe., | gi "Sos (deluxe, $1 ye om $1,758 bod; 
819; Super Series 50—4-dr. sed., $2,157; | (eight) — (Presto-Matic standard) — 4-dr, | 206.50; 2-dr. sed., $2,156; club  cpe., | $2,359. (deluxe, $1,853); stat. wag., $2,611 (de- dist) 
2-dr. sed., $2,059; conv., $2,583; stat, | 8¢4., $2,750.75; club cpe., $2,724.50; conv., | $2,203.25; bus. cpe., $2,053.25; conv., $2,- OLDSMOBILE — Series 76 — 4-dr. sed., ioe $2,690); Chieftain - Tw sed 
wag., $3,178; Roadmaster Series 70 — | $3,230.75; Town & Country conv., $3,994.75. | 798.75; Super Eight—4-dr, sed., $2,295.50; | $1,832 (deluxe, $1,974); 4-dr, town sed., $1,761 (deluxe $1 856); 2-dr sed., $1 71 E 
(Dynafiow standard)—4-dr, sed., $2,735; CROSLEY—2-dr. sed., $959; conv. sed.,|2-dr. sed., $2,245; club cpe., $2,292.25; | $1,821 (deluxe, $1,963); 2-dr, sed., $1,758 | (aeiuxe, $1,805): club epe., $1,710 (deluxe tift 
2-dr. sed., $2,618; conv., $3,150; stat. | $959; stat. wag., $991; roadster, $908. Commodore Six—4-dr. sed., $2,382.75; club | (deluxe, $1,900); club cpe., $1,732 (deluxe, $1,805) : bus epe $1,587; conv. deluxe dor 
wag., $3,734; Riviera, $3,203. DeSOTO— Deluxe—4-dr. sed., 2,006.25; | cpe., $2,358.50; conv., $2,951.50; Commo- | $1,873); conv., $2,148; stat. wag. deluxe, $2,138; | Chieftain Fight- 4-dr. sed $1, 82° ; 
CADILLAOC—Series 61—4-dr. sed., $2,-|club cpe., $1,995.75; Carry-All sed., $2,-|dore Eight—4-dr. sed., $2,472; club cpe., | $2,895; Serles 88—(Hydra-Matic standard) (deluxe $1,924); 2-dr. sed $1 779 (deluxe Is 
893; sed. cpe., $2,788; Series 62—4-dr. sed., | 210.50; stat. wag., $2,979.25; Custom— | $2,447.75; conv., $3,040.75. —4-dr. sed., $2,244 (deluxe, $2,375); 4-dr. $1 874): club epe $1,779 ‘(deluxe $1,874) for 
$3,050; sed. cpe., $2,966; conv., $3,497; | (Tip-Toe Hydraulic Shift standard)—4-dr. KAISER Special — 4-dr, sed., $1,995; | town sed., $2,233 (deluxe, $2,364); 2-dr. bus epe $1 656: conv. deluxe $2 206. flee 
Coupe de Ville, $3,497; Series 60 Special— | s¢d., $2,193.75; club cpe., $2,175.75; conv., | Traveler, $2,088; Deluxe—4-dr. sed., $2,-|sed., $2,170 (deluxe, $2,301); club cpe., . Pe y - . . F 
4-dr. sed., $3,828; Series 75—5-pass. sed., | $2,598; 8-pass. sed., $2,882.75; Suburban | 195; Vagabond, $2,288; conv., $3,195; Vir- | $2,143 (deluxe, $2,274); conv., $2,559; stat. STUDEBAKER—Champion Deluxe—4-dr chi 
$4,750; 7-pass. sed., $4,970; 7-pass. Im- | Sed., $3,198.75. ginian, $2,995. wag. deluxe, $3,296; Series 98 — (Hydra- | sed., $1,688.50; 2-dr. sed., $1,656.75; clu! tur 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. DODGE—Wayfarer—2-dr. sed., $1,755; LINCOLN — 4-dr. sed., $2,574.50; club | Matic standard)—4-dr. sed., $2,500 (deluxe, | cpe., $1,683; bus. cpe., $1,588.25; Cham- 
Imperial, $4,839. roadster, $1,744.50; bus. cpe., $1,628.75; | cpe., $2,527; Cosmopolitan—4-dr. town sed., | $2,594); 2-dr. sed., $2,426 (deluxe, $2,- | plon Regal Deluxe—4-dr. sed., $1,762; 2-dr Tl 
_ CHEVROLET — Fieetline Special — 4-dr, | Meadowbrook—4-dr, sed., $1,865.75; Cor- | $3,238; sport sed., $3,238; club cpe., $3,- | 520); conv. deluxe, $2,973; Holiday, $2,973. | sed., $1,730.50; club cpe., $1,756.75; bus com 
sed., $1,460; sed. cpe., $1,413; Fleetline | omet—4-dr. sed., $1,944.75; 4-dr. town | 185.50; conv., $3,948. PACKARD — Eight — 4-dr. sed., $2,249; | cPe., $1,662; conv., $2,086.25; Commande age 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- | Sed., $2,029; club cpe., $1,931; conv., $2,- MERCURY—4-dr. sed., $2,031; club cpe., | 2-dr. sed., $2,224; stat. wag., $3,449; De- | Deluxe—4-dr. sed., $2,019.25; 2-dr. sed snd 
492; Styleline Special—4-dr, sed., $1,460; | 346; stat. wag., $2,882.50. $1,978.50; conv., $2,409.50; stat. wag., $2,- | luxe Eight—4-dr, sed., $2,383; 2-dr. sed., | $1,987.75; club cpe., $2,014; Commande 0 
2-dr. sed., $1,413; club cpe., $1,418; bus.| FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. $2,358; Super — 4-dr. sed., $2,633; 2-dr, | Regal Deluxe—4-dr. sed., $2,140.50; 2-dr. TT 
epe., $1,339; Styleline Deluxe—4-dr. sed., | sed., $1,425; bus. cpe., $1,333; Custom Six| NASH — 600 Super — 4-dr. sed., $1,811; | sed., $2,608; Super Deluxe — 4-dr. sed., |Sed., $2,108.75; club cpe., $2,135; conv - 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; | —4-dr. sed., $1,558.50; 2-dr. sed., $1,511; | 2-dr. sed., $1,786; club cpe., $1,808; 600 | $2,919; 2-dr. sed., $2,894; conv., $3,350; | $2,467.50; Land Cruiser 4-dr. sed., $2 seer 
conv., $1,857; stat. wag., $2,267. club cpe., $1,511; Eight—4-dr. sed., $1,546; | Super Special —4-dr. sed., $1,849; 2-dr. | 7-pass. sed., $3,950; lim., $4,100; Custom | 327.75. the 
CHRYSLER — Royal (six) — 4-dr. sed., | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,824; club cpe., $1,846; 600 Custom | —(Ultramatic standard)—4-dr, sed., $3,- WILLYS-OVERLAND — Jeepster conv 
$2,153.75; club cpe., $2,133.75; stat. wag., | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | —4-dr. sed., $2,000; Ambassador Super— | 975; conv., $4,520. $1,602.22; 4-cyl, stat. wag., $1,708.8 to é 
$3,151; ,, Windsor (six) — (Presto-Matic |sed., $1,590; club cpe., $1,595.50; conv., | 4-dr. sed., $2,195; 2-dr. sed., $2,170; club PLYMOUTH — Deluxe P17 — 2-dr. sed., | 6-cyl. stat. wag., $1,814.14; 6-cyl, sta truc 
standan’) —4-dr. sed., $2,348.50; club cpe., |! $1,948.50; stat. wag., $2,263.50. cpe., $2,191; Ambassador Super Special— | $1,507; Suburban, $1,855; bus. cpe., $1,-!sed., $1,866.92. 
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— too many truck dealers are 
not yet back to work. In fact, 
there are still far too many truck 
dealers and truck department man- 
agers who will not make the simple 
effort of going out to see a “hot” 
prospect when an equipment dis- 
tributor tips them off that there is 
a sale waiting. 

Seems preposterous and unbe- 
lievable after a full year of the 
most competitive and “dog-eat- 
dog” selling conditions that the 
truck industry has ever gone 
through — when dealers from 
coast to coast have been loudly 
yelling that there isn’t any busi- 
ness and that they have to give 
trucks away to get rid of them. 
But I’ll bank every dollar I have 
in this world and mortgage what 
few remaining active years I have 
in prospect that the above state- 
ment is not only true, but that it is 
not based on one instance alone— 
although the story told me to illus- 
trate what was happening out in 


the field was about one lone deal. 
. * . 
Played Star Role 
ALKING to Ralph Redwine, 


sales manager for Knorr-May- 
nard in Detroit, he brought up the 
point that dealers still are far from 
getting back to work, saleswise, 
despite the fact that we have regis- 
tered within about eighty thou- 
sand as many trucks as have been 
built the first seven months of the 
year. To illustrate what he meant, 
he told me the following story of a 
deal that has just been completed 
and in which he played the star 
role. 


While working on another deal 
for a Baumis axle on a particular 
tough haul in the upper peninsula 
of Michigan, he was introduced to 
the owner of hauling equipment 
from the lower peninsula who was 
“on vacation” but still interested— 
like the proverbial fireman—in 
checking into hauls that compared 
with his own. 

Never one to miss an opportun- 
ity, Ralph took the opportunity to 
sell the inquisitive operator on 
the advantages of the Baumis on 
that particular type of an opera- 
tion. 

Inasmuch 
works very 


Knorr - Maynard 
truck 


as 
closely with 





three dealers in this new prospect’s 
city who represent the “big three.” 


* * * 


Miss $750 Profit 
HO’S truck is in the Knorr- 
Maynard shop now getting a 
Baumis axle installed for the “guy 
on vacation’? 

Well, if you will look over the 
registration accounting and not the 
company that has made one of the 
greatest sales increases percentage- 
wise, you might guess, The truck 
getting the axle installation is a 
GMC—which has a competitive axle 
in its regular line and whom Ralph 
did not tip off. 

As far as Ralph can learn, not 
one of the three dealers whom he 
tipped off even made a call on the 
prospect. In fact one of the three 
had the effrontery to tell Ralph 
that if he would tell the prospect 
to call at their agency he felt 
certain that he could fix him up 
with a chassis. 

Ye gods, and little fishes, are 
these truck dealers so _ bloated 
wealthy, or lazy, or what, that they 
feel that they just don’t have to put 
forth any effort whatever to con- 
tact prospects that are known to be 
interested in the purchase of a 
piece of equipment that will run 
over $3,000 in sales—and which will 
gross the dealer some $750 at least, 
in gross profits? 

* a + 


Got Something? 

a $750 is peanuts to many 
present truck dealers, but it 

seems to me that a good many of 

them could stand being put through 


(See TRUCKIN’, Page 39, Col, 1) 


‘But Sound Selling Still Lacking 


1‘ upsurge of truck sales dur- 
ing the past two months has 
considerably relieved dealer stocks 
and inventory worries—not only 
according to close observers in both 
factory and dealer ranks, but ac- 
cording to figures on registration 
and production. 

It is hoped that the slight 
change of direction in truck sales 
that has occurred recently is an 
indication that a sufficient num- 
ber of dealers have awakened to 
the needs of present-day truck 
selling. 

Perhaps the ruinous type of sell- 
ing that has been so evident for 
the past six months or more has 
about passed its peak. There has 
been a need for more sanity and 
good sales work in the picture to 
the end that all dealers endeavor- 
ing to do a good truck job will 
enjoy a profitable and sound truck 
business. 





* * * 


N THE first seven months of this 

year, truck registration lagged 
some 84,288 units behind last year. 
In the 1949 period, domestic truck 
production was short 78,504 units 
of the number that came off the 
assembly lines for the same period 
in 1948. 

This means that for the period, 
all truck dealers had in stock and 
transit less than seven thousand 
more units this year than at the 
same time last year. Sales, ac- 
cording to reports from the field, 
have reached a new high level 
for the year during the past 

| month. 

| Already some dealers are com- 
| plaining that a shortage is return- 
|ing in the 1% and 2-ton classifica- 
tions. Buyers in the heavier mod- 
els in several makes have to wait 
for weeks before chassis can be 











obtained if the specifications are 
any other than strictly production 
standard, it is said. 

+ aa * 

HIS does not mean that all 

truck dealers are out of the 

woods on heavy truck inventories, 
however. There are still many 
dealers, who, because they have not 
properly organized their truck de- 
partments or because they were 
afraid of retaliatory action on pas- 
senger-car deliveries, have let 
trucks that they could not handle 
properly continue to come through 
and stagnate on their lots. 

This condition has created a 
situation that is unparalleled in 
the history of the truck business. 
It is one that is going to continue 
to haunt all dealers for not only 
months but years to come, 

This condition, where dealers 
with large stocks of trucks and 
little knowledge of the truck busi- 
ness, or a total lack of desire to 
roll up their sleeves and get in and 
work out their truck problem, have 
been consistently demoralizing the 
market by selling at dealer cost, 
or for as little as $25 over cost. 

This hysteria selling has not been 
entirely the dealer’s fault. 

Factories have known for years 
that they have a high percentage 

of new dealers; dealers who know 
little or nothing about the truck 
business and who have never sold 
commercial vehicles under competi- 
tive conditions. They knew that 
these dealers had to be taught 
what it was all about. 

* * * 


PRACTICALLY all of the major 
factories have been trying to 
point out to their dealers that they 
should hire truck men and get them 
trained in retail truck selling long 
before that extra carload hit their 
retail outlets last fall. However, 
most factories had not taken the 
trouble, or gone to the expense of 
thoroughly training a_ sufficient 
number of truck representatives. 
Few had out in the field, when 
competition struck, a good crew of 
men who had learned what it was 
all about. 

Factories have been frantically 
trying to get their own field men 
trained beyond the embryonic 
stage in the truck business while 
those same men have been out 
there trying to advise the dealer 
what to do. 

For dealer and factory alike it 


GRIST FOR GRIPERS—Service men who gripe about changing those big donuts on trucks looks very much as though the 
would really have something to grouse about if this little desert wagon rolled into their 


Upsurge Eases Stocks 


fit even the dealers who “sat on 
their hands.” The best figures 
available from every source ques- 
tioned indicate that dealer stocks 
on a national basis are not too 
high today and not as high as 
dealers will be expected to carry 
when present demand slackens and 
selling becomes not only universal, 
but absolutely necessary, on both 
trucks and passenger cars. That is 
the time when every dealer will 
have to realize a profit on every 
transaction if he continues to stay 
in business. 
* om + 

CCORDING to the best infor- 

mation obtainable, dealer truck 
stocks today average between four 
and five units per outlet and used 
trucks are currently running at less 
than three units per dealer. 

Of course this means that thou- 
sands of dealers with a truck fran- 
chise have neither any new or used 
trucks in stock. They do not even 
have a light model demonstrator. 

Trading ratios are still slightly 
under one used vehicle taken in 
to every three new truck deliv- 
eries. In the prewar competitive 

days, trading ratios got up to a 
one to one basis. Even this was 
considered a healthy condition by 
the dealers who were enjoying 
a most profitable truck business 
in those days, 

Today, with the increased num- 
ber of models being featured by all 

(Continued on Page 38, Col, 1) 


Top Trucks 


New-truck registrations for 
seven months, plus 16 states for 





August: 
1949 Pos. Make 1948 Pos. 
1—208,708 Chev. 185,820— 1 
2—102,1388 Ford 147,022— 2 
38— 69,523 Dodge 69,295— 4 
4— 54,842 Inter’l 84,816— 3 
5— 48,437 GMC 42,375— 6 
6— 34,277 Stude. 29,9638— 7 
I— 23,009 Willys 47,950— 5 
8— 4,943 White 7,487— 9 
9— 3,704 Mack 6,548—11 
10— 3,419 Diam. T 6,958—10 
l1l— 2,483 Reo 7,548— 8 
12— 2,267 Divco 3,786—12 
183— 1,076 Autocar 1,730—15 
14— 910 Brockway 1,911—14 
1ib5— 825 Federal 2,997—13 
16— 641 Crosley 1,655—16 
17— 249 Kenworth 2538—19 
18— 218 FWD 616—17 
19— 147 Sterling 292—18 
Total All makes 
564,014 650,986 


whole truck sales program has had 
le year of “too little too late.” 

Fortunately, there has_ been 
|}enough demand for trucks to bene- || 


shop with a flat. This trailer, which is used to transport complete oil derricks across the 
desert sands of Arabia, is equipped with the largest casings ever commercially manufactured, 
according to Firestone Tire & Rubber. Each of these 36.00-40 casings stands nine feet high, 
weighs 3,546 pounds, and can carry 55,200 pounds. 


For further details see page 
82, today’s issue. 








sell only through the dealer, he im- 
mediately got in touch with the 








4 dealers on all of their sales and 


Confusion Clouds Truck-Equipment Sales Picture 


‘THE return of competitive condi- 
tions in the truck business 
seems to have also brought back a 
certain state of confusion among 
body builders and truck equipment 
distributors, 

Body builders, with trucks plen- 
tiful again in practically all sizes, 
don’t seem to understand why it 
is that when they get an order 
for 10 or more bodies from a 
fleet operator, they don’t get the 
chassis from the truck manufac- 
turer immediately. 


They would like to have the full | 
complement of chassis in their stor- | 


age yard by the time they begin 
to fabricate the special body. 
Truck equipment distributors 
seem to think that the minute 
the industry turns from a seller’s 
to a competitive market that the 
truck dealers in their territory 


should immediately turn to the 
equipment men for even more aid 
than they asked in the lush times 
| without the distributors having to | 
|do anything about it. 

* * * 
ODY builders should make it a 
point of business to not only 


fleet sales, but what they must do 
jin every case where they sell a 
| fleet order to the end that they will 
be able to have chassis arriving 
|at their plants to at least meet the 
completion of the bodies as they 
come off their production lines. 

In the first place, truck pro- 
duction is tentatively estimated 
120 days in advance. During 
every 30 days prior to the actual 
month of production, alignment 
of schedules by sizes and types, 
as well as where they are to be 





know how a factory operates on | 


shipped, is given a _ thorough 
study. 

Thus it becomes necessary for the 
truck manufacturer to have orders | 

lin hand at least 90 days ahead of | 


|schedule for a body maker to be 


certain that he will get any quan- | 
tity of chassis coming to his plant 


on a scheduled basis. 


dealer and these chassis be allotted 
to that, or several, dealers to be 
delivered to a certain body builder 
for a certain purchaser. 

Major truck manufacturers will 
not sell chassis to the body manu- 
facturer—nor will they ship chassis 


In This Section 


TRUCK NEW PRODUCTS, a new 





feature of this monthly section, starts 
with this issue on page 50. 


This means that the orders for | 
the chassis must be placed with a/| 





bes the body manufacturer—unless 
they have dealer orders for the 
chassis in hand, and in the sched- 


|or assembly plant. 

| * * * 

ONS in a great while—just to 
help a friendly body maker out 

|of difficulty or to help a good 

customer — factories will endeavor 

to “steal” 

|}set schedules where a dealer or 

dealers are “soft” on that particular 

model and will relinquish his chas- 


—can a body maker depend upon 
getting chassis as he wants—or 
needs—them. 

As the factory will not accept 
a delivery schedule from a body 
builder, it is up to the body 
builder to impress upon the buyer 





jule as it is relayed to the factory | 


a few chassis from the | 


sis for redistribution for that par- | 
ticular period. Then—and only then | 


that the only way he can be sure 
that his trucks will be ready as 
he wants them is to also place 
his order with a dealer for the 
| same number of chassis and get 
a commitment from the dealer as 
to delivery dates. 


The dealer must get this com- 
mitment from the factory through 
| his regional or zone office. A prom- 
ise from a dealer may be given in 
|good faith but without knowledge 
|}of what the factory may be up 
against on production schedules 
j}and thus cannot be pegged as cer- 


tain until it is confirmed by the 
| factory. 

| If body builders will follow 
through religiously on this pro- 


cedure in the handling of fleet busi- 
|ness that amounts to any consid- 
}erable number of units, they will 
not only save themselves a great 
(Continued on Page 36, Col. 1) 
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BUILT OF ALCOA ALUMINUM—Interstate 
weight Strick trailers to transport dresses fr 
unique mode of 
display of even the most fragile dress upon 


Dress Carriers, Inc., of New York, uses light- 
‘om point of manufacture to the retailer. This 


dress transportation insures retail stores an opportunity for immediate 


arrival, it is said. Inside the roomy aluminum 


trailer the dresses are permitted to attain their full length, since they are supported from 
adjustable bars on hangers that can be transferred directly from trailer to store. Biggest 
advantage to the consumer in this innovation to the dress transportation field is, it is 


claimed, that no pressing, packin 


or unpacking is required for any of the dresses upon 


shipment or arrival. This oo. t+ aluminum trailer is unique in that the entire load is 


supported by the roof an 
reinforcements, the manufacturer says. 


top rails without the use of additional side posts or panel 





ATA Man Heads 


Defense Group 


WASHINGTON.—E. F. MacMil- 
lan, chief of the government traffic 
section of the American Trucking 
Assn., has been elected president of 
the Washington chapter of the Na- 
tional Defense Transportation 
Assn. 

MacMillan succeeds J. J. Kelly of 
the Assn. of American Railroads. 
Both will be official delegates to 
the national convention of the 
association at Atlanta, Oct. 3-5. 


MacMillan is a native of Ken- 


tucky and received his early traffic 
training on the Chesapeake and 
Ohio and the New York Central 
railroads. 

He is co-author of a widely used 
government publication, “Guide to 
Application of Land-Grant Laws.” 
He is also the author of numerous 
other publications, including “Gov- 
ernment Traffic Via Motor Car- 
riers.” 


West Town—Chicago 
West Town Motors, Inc., 4614 
W. Washington Blvd., Chicago, 
headed by J. F. Schippert, has 
been appointed a Packard dealer. 


Plans Nearl 


Completed ... 





Four Speakers Named 
For ATA Convention 


WASHINGTON. — Four of the 
principal speakers who will address 
the 16th annual convention of the 
American Trucking Assns., at Bos- 
ton, Oct. 21-26, were announced last 
week by Ray G. Atherton, ATA 
general manager. 

Arrangements for the sessions 
are close to completion, he re- 
ported. 

Scheduled to address the first 
general session Oct. 23, are: An- 
drew Jacobs, Democratic Congress- 
man from Indianapolis, and Har- 
rison Wood, correspondent and 
radio commentator who is spon- 
sored by Fruehauf Trailer Co. 

W. W. Wachtel, president of Cal- 
vert Distillers Corp., who will ad- 
dress the opening day’s general 
luncheon, Oct. 21. 

Bernard E. Gray, general man- 
ager of the Asphalt Institute, will 
address the closing day’s general 
luncheon, Oct. 26. Still to be an- 
nounced is the principal speaker at 
a general luncheon Oct. 22, 

Atherton also disclosed that ar- 
rangements have been completed 
to hold the semi-finals of the 
association’s National Truck 
Roadeo on the Boston Common, 
Oct. 20-21. The greatest number 
of contestants in the roadeo’s 
history—68 drivers representing 








TWO MONEY-MAKING SELLERS 
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This new Prior product 


pick-up at small cost, and is a point-of-delivery 
moving advertisement for you and your cus- 


tomers. It is all-steel construction, rattle-proof, 


and can be furnished 


painted in standard colors or in prime coat only. 


MAIL TO NEAREST ADDRESS 
PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


Please send me complete information on the "Load-Ster" 


PANEL RACK [J 


Also send me the name of your nearest distributor. 
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+LOAD-STER 


1» HWELPE 


EVERY DEALER SHOULD STOCK 


The “LOAD-STER” takes effect only when needed to 


carry the excessive load caused by weight or rough 


roads. It gives a normal ride when not loaded and an 


lation is qu 
required. 


adds load area to your 


with dealer emblem 


HELPER SPRING [) 


State 





MAIL COUPON TODAY 


ier ride when overloaded. “Load-Ster” spring instal- 
and simple, and no maintenance is 
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34 states—will participate in the 
two-day elimination event to 
choose the top three drivers in 
the straight truck class and the 
top three in the tractor and semi- 
trailer class. These men will then 
compete in the national finals to 
be held in the Boston Gardens, 
Oct. 22, beginning at 8 p.m. 

States to be represented in the 
semi-finals include: Alabama, Ari- 


zona, California, Colorado, Con- 
necticut, Florida, Georgia, Idaho, 
Illinois, Indiana, Iowa, Kansas, 


Kentucky, Louisiana, Maine, Mary- 
land, Massachusetts, Michigan, 
Minnesota, Mississippi, Missouri, 
Montana, New Mexico, North Car- 
olina, Ohio, Oregon, Rhode Island, 
Tennessee, Texas, Utah, Vermont, 
Washington, West Virginia and 
Wisconsin. 

In addition to those participating 
in Boston, eight truck and full 
trailer state champions plus last 
year’s defending champion Chester 
Smith, will compete for the national 
title in that class in the finals to be 
held in conjunction with the Ari- 
zona Motor Transport Assn. con- 
vention in Phoenix, 


The winner will attend the finals 
at Boston and will receive a trophy 
at that time. States that have 
entered contestants in the full 
trailer class include Arizona, Cali- 
fornia, Colorado, Idaho, Michigan, 
Montana, Oregon and Washington. 

Approximately 2,500 delegates 
are expected to gather in Boston 
for the convention. It will mark 
the convention’s first time in New 
England, 

The delegates will devote much 
of their time, as they have in other 
years, to probing for methods of 


|improving truck operations. Fore- 


most among these objectives will be 
new operating economies, new 
methods designed to bring about 
greater efficiency of service, plans 
for solving the industry’s insurance 
problems and a revised and stream- 
lined safety program. 

Advance registrations for the six- 
day convention reportedly have 
reached 1,500 and several hundred 
operators in addition are expected 
to attend the various meetings and 
other functions. 

This year’s gathering will be a 
trimmed-down affair, as far as ATA 





councils, sections and special com- 
mittees are concerned, permitting 
the delegates to concentrate their 
attention on the major items of 
business in two days of meetings 
of the executive committee, a one- 
day session of the board of direc- 
tors and two days of ATA confer- 
ence membership meetings. 

Entertainment features will be 
as elaborate as in the past, and 
total attendance is expected to 
match last year’s record turnout, 
it is said. 

ATA’s national truck roadeo com- 
mittee will get under way the same 
day. 

The convention itself will open 
officially Friday mogning. Meetings 


lof the 10 ATA conferences have 


been scheduled for Friday and Sat- 


TRUCK SECTIOV 


urday, but no other ATA grou) s 
will meet thereafter during tle 
convention except the executive 
committee, the board and commi.- 
tees necessary for their functior - 
ing, such as resolutions, nomina 

ing and credentials committees. 


At the first general session Sun 
day, H. D. Horton, ATA president 
will deliver his annual report. Win 
ners of ATA’s national _trucl 
safety contest will also be an 
nounced at this session. Trophies 
to be presented will include the 
ATA trophy to the winner in the 
state association contest, the Trail- 
mobile trophy to the outstanding 
|truck fleet, and the National Tank 
Truck Carriers, Inc., trophy to the 
outstanding tank truck fleet entered 
in the contests. 

Later in the day, delegates will 
be guests of International Harv- 
ester Co, at its regular Sunday 
“Harvest of Stars” radio show, 
featuring James Melton, Metro- 
politan Opera star. Special ar- 
rangements have been made to 
have the show at mechanics hall 
to provide ample space for all 
those wishing to attend. 

General luncheons will be held 
on four of the six days. Interna- 
tional Harvester Co. will host the 
Monday luncheon, at which Melton 
again will entertain the delegates. 
Goodyear Tire and Rubber Co. host 
| the Tuesday luncheon. 

Evening receptions or cocktail 
parties have been scheduled by 
Firestone Tire and Rubber Co. for 
Monday; Ford Motor Co., Tuesday, 
and White Motor Co., Wednesday. 
The latter gathering will be fol- 
lowed by the annual banquet, which 
formally closes the convention, 

As was the case last year, the 
banquet will be held at two hotels— 
the Statler and the Copley-Plaza— 
with identical floor shows and 
menus. All other meetings through- 
out the convention will be held at 
the Statler hotel. 

Formal business of the conven- 
tion, including the election of offi- 
cers for the coming year, will be 
handled at the board of director’s 
annual meeting the last day of 
the convention. 

Other features of the conven- 
tion will include a special bus 
trip for the ladies, according to 
Myles W. Illingworth, general 

manager of the Massachusetts 
Motor Truck Assn. The latter, 
to be held Wednesday, will cover 
historic spots in the Boston area, 
and is being sponsored by the 
New England trucking associa- 
tions affiliated with ATA. 

Prior to the convention, the An- 
nual National Conference of Man- 
agers State Trucking Assns. will be 
held at the Statler hotel Oct. 17-19. 
Questions to be considered will in- 
clude organizational matters, safe- 
ty activities and public relations. 





Memphis to Buy 
30 More Buses 


MEMPHIS.—Col. Roane Waring, 
president of the Memphis Street 
Railway Co., has announced that 
the company would purchase 30 
new 45-passenger, non-trolley buses 
at a cost of about $500,000 to re- 
place old buses now in service. 

He revealed at the same time 
that the company had increased 


earnings of $293,158 for the first 
five months of a new 8%-cent fare. 





ATLAS ADDS REFRIGERATED BODIES—lInsulated and refrigerated, they are of all-steel con- 


struction. 


Corp., Philadelphia. Insulation ranges from 


refrigerating cold plates and condensing units. 
Also for frozen food or dairy products. 
Inside of body is lined with waterproof plywood or gal- 
Entire body undercoated and waterproofed. Special specifications for fleet: 


delivery in cities. 
a minimum, the company adds. 
vanized metal. 
of differing operations can be incorporated 
to order. 


Special door openings and meat racks are available, according to Atlas Body 


two to six inches. Units are available with 
These truck units can be used for small load 
Garage problems are reduced to 


in construction. All units are custom buil 


——________—_________» 
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TRUCK SECTION 
Buffalo Area Carriers Meet 








Elements Make Bad Roads 


BUFFALO.—Unanimous endorse- 
ment of the “Gentlemen of the 
Highway Campaign” of the High- 
way Transport Council of New 
York state was advocated here by | 
local trucking interests at a spe- 
cial meeting in Hotel Lafayette. 

But the program, which calls 
for safe-driver contests and a 


Ariz. Haulers Ask 
Liability Curb on 
Wildcat Trucking 


PHOENIX, Ariz.—Need for an 
order requiring all private truck 
carriers to carry liability insurance 
has been called to the attention of 
the Arizona state corporation com- 
mission by the Arizona Motor 
Transport Assn. 

The association pointed out that 
“wildcat” truck operators at this 
time of year are moving hundreds 
of transient cetton pickers into the 
state from Texas, Oklahoma and 
other states without observing 
regulations which govern opera-| 
tions of licensed common carriers | 
in the state. 

It was noted that one such truck, | 
vith 34 cotton pickers aboard, re-| 
ently figured in an accident near 
iolbrook when seven of the riders | 
vere hospitalized. It was claimed | 
he accident resulted from faulty 
‘quipment. 

Glen Sharp, secretary-manager | 
£ the association, said any such | 
ruck operator should be required | 
o carry insurance and follow the | 
same stringent equipment inspec- | 
ions required of certified carriers. | 

The commission promised it | 
would take up the subject in the 
rear future. 








Pa. Carriers Pick 
New Safety Head 


HARRISBURG, Pa. (UTPS).— 
». D. (Mike) Shipley, of Lancaster, | 
1as been appointed director of 
safety for the Pennsylvania Motor 
[ruck Assn. He succeeds Harold S. 
Roberts, PMTA’s first full time 
iafety executive, appointed last 
November to inaugurate a broad 
»xrogram of highway safety and 
sourtesy activities authorized by 
he group’s executive committee. 

Shipley, a safety and traffic engi- 
leer with the U. S. army for the 
sast eight years, served in that 
capacity at Army installations on 
the West Coast during World War 
II, Widely experienced in develop- 
ing driver testing and training | 
technique, Shipley has developed 
several training devices widely 
used and is recognized as an out- | 
standing lecturer in the east. 





F oe Mesines 


Grant at Tulsa 


DETROIT. — Ralph H. Grant, a| 
native of Oklahoma, with a wide | 
experience in the truck and truck- | 
trailer business, has been appoint- | 
ed manager of the Fruehauf 
branch at Tulsa, it is announced | 
by W. J. Robinson, vice-president | 
of Fruehauf Trailer Co. 





Palace Trailercoach 


Prices Are Reduced 

FLINT. — Palace Corp. has an- | 
nounced that its new line of trailer- 
coaches, now being delivered to 
Palace dealers throughout the coun- 
try, boasts completely redesigned 
interiors, a number of added con- 
venience features, and price reduc- 
tions ranging from $600 to $900 a| 
coach. 

The price reductions are made| 
possible, D, D. Arehart, Palace 
president, says, because new tools | 
and equipment have enabled Palace | 
to perfect its assembly-line method. 


| 
| 


Watmar Motors Closes 
Watmar Motors Corp. (Hud- 
son), 5454 Natural Bridge Ave., | 
St. Louis, has announced its | 
closing and the sale of all stock 
and fixtures. 
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delivery is faster and at a great- 
ly-reduced rate by trucks, which 
in turn means a great saving to 
the public.” 


system for driver reports on road 
hazards, to name a few points, 
led to a charge that “time and | 
inevitable frost, not trucking, | 
have led to the deterioration of Henry D. Osborne, traffic adviser 
highway and city streets.” 'to the board of safety, asserted 
Frank B. Kurtz, president of the| that “the trucking industry is as 
New York State Motor Truck! vital to the city as the streets 


Assn. and HTC state secretary, de- | themselves,” and added that the 
clared: safety board wants to lend cooper- | 


“Thirty-fiv. care ane >. ation to the campaign. 

ways was splendid eg About 115 representatives of pri- 
, vate carriers, oil dealers, insurance 

money has been spent on state| companies and the Buffalo cham- 

highways or city streets since after|per of commerce attended the 

World War I. The result is that | meeting. Kurtz presided. 

the highways have been broken up| 

because of time and the inevitable | 


frost.” | Diamond T Tool Book 


Referring to what he termed a|. Publication of a service bulletin 
“campaign” against the trucking |illustrating a set of OTC tools de- 
business, Richard R. Bevan, state |Veloped for Diamond T trucks has 
coordinator of the council, said: | been announced by Owatonna Tool 

aie | Co., 311 Cedar St., Owatonna, Minn. 

Railroads are losing business {Copies of bulletin DT-50 may be 
steadily to trucking concerns, be- | obtained free by writing the com- 
cause manufacturers find that | pany. 








STUDEBAKER TRUCK MOVES BARN—Military trucks, like other wartime vehicles, are re- 
vealing unusual adeptness in adjusting to peacetime pursuits. Here a Studebaker 6 by 6 
military truck joins forces with a four-wheeled Army truck to move a 40-ton barn in Red 
Deer, Alberta, Canada. The barn measures 38 feet by 70 feet. 


S.D. Trackers 
Elect Mayhew 


SIOUX FALLS, S. D.—Earl May- 
hew of Mitchell was elected presi- 
dent of the South Dakota Asso- 
ciated Motor Carriers at the clos- 
ing session of the group’s annual 
convention here. He succeeds Dan 
Dugan of Sioux Falls. 


dent, John Parker, Sioux Falls; 
secretary, Lowell Crabb, Wagner, 
and treasurer, Frank Willers, Sioux 
Falls. Lauren Lewis of Sioux Falls 
was retained as association man- 
ager. Lowell Hanson of Sioux Falls 
and Crabb were named as new 
board members. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 





Also elected were: Vice-presi- 
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To Aid Equipment Sales 


(Continued from Page 33) 


deal of worry and holdups in their 
own manufacturing program but 
will make it a great deal easier 
for the factory and dealer to serve 
them and their customers properly. 
> * * 

HE minute the industry goes 

into a tailspin, such as it did 
just one year ago, many body and 
equipment manufacturers and their 
outlets throw up their hands and 


- claim that they can’t get coopera- 


tion from the truck dealer and 
therefore can’t afford to work with 
him any more. 


This defeatist attitude injures the 
equipment men themselves in the 
procuring of business during the 
period of adjustment. In addition, 
this attitude, which usually only 
creeps in during an upheaval in 
business that throws things out of 
their normal relationship, in many 
cases prolongs the period of get- 
ting back to a normal operation. 


For instance, take conditions 
as they have been during the 
past year. Many dealers went 





into a tailspin on trucks and 
started to “deal them off the cuff” 
at ruinous discounts instead of 
trying all the harder to sell their 
product sanely and at a satisfac- 
tory profit, 

The equipment men should have 
known that most of the dealers 
they had been doing business with 
were either green to merchandising 
trucks under a competitive condi- 
tion or had no men in their employ 
who knew how to operate. 


As most equipment builders and 
distributors aré experienced truck 
men and have been through the 
mill of selling under competitive 
conditions, their aid and coopera- 
tion should have been welcomed 
and would have produced more 
concrete results than under the lush 
conditions that had prevailed since 
the end of the war. 

* * * 


UT makers and _ distributors 
alike, in most cases, took the 
dealers’ word that there was no 
business and dropped all of their 
attempts to show him how wrong 





he was. 


as they did 
throat days. 


Business has surprised many of 
these dealers by staying up nearly 
as high as it did last year, which | 
was the top production and regis- 
tration year of all time. They are 
just beginning to realize that 
maybe they have been missing 
some profits by dealing out their 
trucks on a cut-price basis. 

This type of dealer should be 
ripe for some close cooperation 
with the truck equipment distrib- 
utor who can show him not only 
how to sell his chassis with an 
extra profit piece of equipment 
but also help materially in edu- 
cating the dealers’ salesmen in 
the basic rudiments of the truck 
business. 


In some cases, it may be neces- 
sary for the distributor to get the 
close cooperation of the factory 





THE HEIL CONTRAC- 
TORS’ BODY uses both 
cross-members and long 
members of the sub- 
frame for support, 


there's no sag. 




























HEIL’S PLATFORM 
CONVERSION 
HOIST converts 
fixed-bed trucks 
into handy dump 
units, saving time 
and effort for 
farmers, lumber 
and building-ma- 
terial men, con- 
tractors, etc. 


HEIL JACK-KNIFE 
HI-LIFT COAL 
BODIES are ideal 
for spouting to 
high windows, 
through manholes, 
for stock piling, 
and for bagging. 


THE HEIL COLEC- 
TO-PAK provides 
a quick, efficient, 
sanitary way of 
handling garbage 
and refuse. 


j 


ey 


Open the Door to Larger 


They dropped their mer-| 
chandising and sales efforts as they | 
applied to the dealer, and some | 
}even went so far as to start selling 
| direct and going around the dealer 
in the prewar cut-| § 





NEW MASTERCRAFT HEAVY-DUTY PLATFORM TRAILERS—To simplify large-scale haul- 


ing, Mastercraft Trailers, Rocky Hill, N. C., 


has perfected a new line of three to four- 


bag platform trailers which double and even triple the usual trucking capacities, according 


to the company. The Bobilin Boat Works, Gloversville, N. Y., 


recently used one of these new 


SF-4 trailers to pick ee 26-foot, 5,000-pound motor boat plus a load of 44 Mastercraft 
i 


half-ton boat trailers. 


ith the help of the SF-4, the Bobilin distributors were able to make 


only one trip where ordinarily they would have had to make at least two, the company adds. 


SF-4 has a capacity of 8,000 pounds and can 


district truck men as well, so that 
they can help in getting the co- 
operation from the dealer that will 
bring the type of sales results that 
both the dealer and distributor 
want—and can get. 
- * « 

ISTRIBUTORS must realize that 

in far too many cases they have 
just as much of a training program 
to go through with the factory 
truck reps as they have with the 
truck dealers’ salesmen. Many are 
green to many angles of the busi- 











from Lrery Truck Sal 


THE HEILOADER 
ELEVATING TAIL- 
GATE operates hy- 
draulically; makes 
loading and un- 
loading easier, 
safer, faster; re- 
duces costs. 


District Offices: 


Recommend dependable HEIL Bodies and 
Hoists ... they let your customers handle 
more work, at less cost, with less trouble 


Every time you recommend a Heil Body and Hoist for the truck 
you sell, you make more money. 


But money isn’t everything. Heil Bodies and Hoists also help 
you build a loyal following of satisfied customers — customers who 
come back to you again and again to fill their truck requirements. 


Here are a few things that Heil Bodies and Hoists give your customers: 


@ A complete line to choose from, so that your customer can pick 
a money-saving body best suited to his application. 

@ Easy installation—Heil units fit any truck chassis. 

@ Prompt service from the more than 100 Heil distributors. 

@ Fast dumping from the practically trouble-free hoist and pump. 

@ Long service from the body that is designed to prevent sagging. 

@ Savings in weight that increase tire life and gasoline consumption. 


Yes, your customers get all these — they all add up to satis- 
faction. You get a profit on the truck sale and on the body. You 
do no work to make this extra profit. Your nearby Heil distributor 
does the mounting and the servicing. Get the facts from him. 


True HEIL co. 


Dept. 5999, 3059 West Montana Street, Milwaukee 1, Wisconsin 


Factories: Milwaukee, Wis. — Hillside, N. J. 


Hillside, Washington, D.C., Atlanta, Milwaukee, Detroit, Chicago, 


Minneapolis, Kansas City, Dallas, Los Angeles, Seattle 


be attached to truck, tractor, Jeep « or car. 





ness. This applies particularly to 
the advantages of many types of 
equipment and on how to “trig” 
used trucks so that they will move 
off the lot. 

Many a time a distributor with 
his rebuilding facilities can great- 
ly aid the dealer on his used- 
truck problem by not only sug- 
gesting places where certain type 
chassis might be needed but by 
showing the dealer, for instance, 
how easily and cheaply short 
wheelbase, slow-moving tractor 
jobs can be made saleable mer- 
chandise by lengthening the 
frames and inserting long drive- 
shafts to make trucks out of the 
tractors. 

There are many instances of 
“maneuvering” that will move used 
stuff if the dealer is alert to what 
can be sold and knows how to re- 
shape the trucks on the lot to fit 
the type of units in demand. 

From every indication, it is time 
for the truck factory sales depart- 
ments to again emphasize the need 
for closer cooperation with the 
equipment distributors in the ter- 
ritory. 

During the rush of trying to keep 
trucks moving during the past year, 
this program has been allowed to 
die off in many cases. It should 
be revived now while business is 
again on the upswing. 


Mich. Truckers 


‘Reelect Cooper 
As President 


TRAVERSE CITY, Mich.—At its 
16th annual convention here last 
week, the Michigan Trucking Assn. 
reelected John Cooper, Holland Mo- 
tor Express, Holland, as president. 

The other four officers of the 
|association were also held over in 
|their posts. 

These include Emery Dykstra, 
Henry Vroom & Son, Detroit, and 
Glenn L, Bancroft, Bancroft Truck- 
ing Co., Flint, vice-presidents (Mr. 
Dykstra died Sept. 19). Dan J. 
Maronick, Hollywood Cartage Co., 
Detroit, was elected secretary, and 
Carlton C. Prichard, Earl C. Smith, 
Inc., Port Huron, treasurer. 

Over 300 members attended the 
parley. 


‘ATA Sets Dates 


For Claim Clinic 


WASHINGTON. — John M. Mil- 
ler, chief of the freight claim sec- 
tion of the American Trucking 
Assns., has announced the next 
meeting of the general freight 
|claim committee of ATA’s freight 
claim council will be held in the 
Hotel Monteleone, New Orleans, 
Nov. 29-Dec. 1. 

The meeting will feature a 
“Claim Liability Clinic” and “Claim 
Prevention Forum,” with the in- 
dustry’s leading authorities on 
these subjects participating in the 
discussions. 











Crane Elected President 
Of Calif. Truck Group 


At an annual election of officers 
|held by the Truck and Traile: 
|Assn. of Northern California, th: 
following officers were elected fo 
| the ensuing year: 

Harvey Crane, J. E. French Co 
San Francisco, president; Roy A 
Legge, International Harvester Co 
Oakland, vice-president; F. A. Hoy’ 
GMC Truck & Coach division, Oak 
land, secretary-treasurer. 


Kramer Incorporates 


Kramer Motors, Inc., Canton, C., 
has been incorporated by John ©. 
Kramer, Ruth Kramer and Warren 
G. Smith, 
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HOUSTON.—Calling attention to 
improvements in refrigerated truck 
transportation, Henry E. English, 
first vice-president of the American 
Trucking Assns., last week told the 
1949 convention of Texas Citrus and 
Vegetable Growers and Shippers 
that refrigerated trucks now can 
maintain temperatures as low as 10 
degrees below zero long enough to 
deliver perishables to any part of 
the country. 

The trucking industry spokes- 
man, who heads Red Ball Freight 
Lines, Inc., of Dallas, ‘pointed out 
that truck service, because of its 
flexibility and over-all economy, 
has carried Texas fruits and veg- 
etables into even the smallest 
towns where neighborhood stores 
once carried only such staples as 
potatoes, turnips, onions and cab- 
bage. 

“Truck transportation opened 
these far-flung markets for your 
produce,” he said. “The corner gro- 
cery stores began to buy more and 
more fresh fruits and vegetables, 
and customers, delighted with 
menus that could include oranges 
and grapefruit for breakfast, salads 
for lunch, and vegetables for din- 
ner, demanded more and more of 
your produce. 

“The market had been there all 
long. Now you have found a way 
‘o reach it and sell at prices buyers 
an afford. And, of course, you de- 
manded more and more truck 
transportation. Your business grew 
ind, right along with it, the truck- 
ng industry grew—and the nation’s 
nealth, both physical and economic, 
rained tremendous benefits.” 

Turning to developments in the 
frozen-food industry, English said 
hat business and the trucking in- 
lustry stand at the doorway “to a 
1ew development which holds al- 
nost unlimited possibilities.” 

He said great progress has been 
nade by manufacturers of refrig- 
‘rated equipment, by food proces- 
ors and by transportation people, 
but he added “we still have a long 
vay to go before this business is 
leveloped to the extent that is pos- 
‘ible. 

“Florida growers, for example,” 
he said, “expect a 300 percent in- 
crease during the next year in 
their shipments of frozen orange- 
juice concentrates. The savings in 
transportation costs are obvious, 
since a crate of whole oranges is 
reduced to a fraction of its size 
and weight for shipment in the 
form of a frozen concentrate. 

“There are many experts on 

problems of handling refrigerated 
truck shipments, where there were 
many novices only a few years ago. 
Although there was some opposi- 
tion at first, most of us have ac- 
cepted a six-inch insulation in our 
vehicles, in spite of the loss in 
space for carrying a payload. We 
have found that with a mechanical 
refrigerating unit and insulation of 
this thickness, we can maintain a 
temperature down to minus 10 de- 
grees Fahrenheit long enough to 
ship by truck to any part of the 
country. 

“The flexibility of the truck is an 
important asset in this type of 
transportation because a perishable 


shipment can be delivered direct to | 


the consignee’s door, with no delays 











Gresham, Fleener 
Switch Positions | 


At White Motor 


CLEVELAND. —N. O. Gresham | 
has been called to White Motor 
Co.’s home office to succeed Lon 
A. Fleener as sales manager of the 
vholesale division, according to 
White’s sales vice-president, J, N. | 
Bauman. 

Fleener has been named man- | 


Refrigerated Trucking 


ATA Head Says Improvements Open 
New Markets Throughout Nation 





iger of the Kansas City region. 

Gresham, formerly wholesale | 
manager of the Kansas City re-| 
gion, has been with the firm sev- | 
eral years. 

He was with Firestone for more 
than 20 years prior to joining 
White, specializing in merchandis- 
ing and management. 

Fleener served as wholesale sales | 
manager in Cleveland before World | 
War IL. He was later director of | 
industrial relations for White. 
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enroute during which the shipment | 
might have a chance to spoil. 


his unit at all times and can keep 
a constant check on his refrigerat- 
ing unit. If it should fail, he can | 


have it back in operation long be- | ™ 


fore the temperature in the truck 
body rises to a danger point. His | 
ability to maintain a constant 
temperature is valuable in cold 
weather, as well, since he can keep | 
the cargo body at 32 degrees at all 
times and thereby avoid freezing in 
cases where it would be injurious to 
the shipment.” 

English said that for several 
years refrigerated trucks also 
have been doing an excellent job 
for the meat-packing industry, 
by eliminating in some cases the 
need for a storage and chilling 
house, 

Other outstanding developments 
in truck transportation, English 
said, include the preparation of a 
complete program for the industry’s 
national national courtesy and safety cam-* and safety cam-' 








ik 
“In addition, the driver is with | 7 


he 


oe 


1949 


AFTER $75,000 REMODELING ee ag yee and Tractor, Inc. (Chrysler), in Aberdeen, 


Wash., is ; owned by A. G. Sutcliff. C. B 
paign during the coming year; pub- 
lication of a tariff-compilation man- 
ual which is expected to bring 
about simplicity and uniformity in 
tariffs, and progress toward per- 


fection of a plan to provide free} 


interchange of trailers among 
truck lines operating from coast to 
coast. 


He said the regular common car- | 


rier conference of ATA has adopted 
a complete code to govern inter- 
change of equipment without the 
physical transfer of freight across 
|a dock or from tail gate to tail 
| gate. 

“Serious technological and legal 


. Copeland is the active ‘Manager. 


barriers must be overcome before 
|the interchange plan can become 
universal, but the initial steps are 
serving to direct public attention to 
| obstacles that complicate the prob- 
lem. These obstacles are composed 
in the main of laws enacted by the 
states over a period of many years 
and with each state acting inde- 
pendently of the other 47.” 

These obstacles, he said, are the 
focal point of developments outside 
of the trucking industry which are 
intended to “cripple if not destroy 
the business of transporting freight 
by truck.” ro 









NOTHING COSTS MORE 








Buffalo to Issue 
Maps for City’s 
Truck Routes 


BUFFALO.—Maps and other in- 
formative matter will be distrib- 
uted to all commercial vehicle 
operators to familiarize them with 
the newly-adopted truck routes in 
Buffalo, Traffic Adviser Henry W. 
Osborne has announced. 

Approved by the board of safety, 
the truck-banning ordinance is 
scheduled to become effective Oct. 
2. To be made legally enforceable, 
the prohibition must be posted on 
all streets from which truck traf- 
fic is banned, and this, Osborne 
said, depends upon the availability 
of manpower and materials. 

The board first must set up the 
specifications for the new signs. 

Meanwhile, the traffic’ adviser 
said he will ask the presidents and 
other officers of all truckers’ asso- 
ciations to meet with him to work 
out a plan to publish the new ordi- 
nance and print maps. 

The maps will be made in two 
styles; so they can either be pasted 
on the ceiling of the truck cab or 
folded and carried in the pocket. 








THAN A TIRED DRIVER 





...and Nothing Contributes More to Driver Fatigue than Poor Seating 


Ordinary seats punish drivers with thousands 


of jolts, jars and rebounds every day. Resulting 


fatigue ruins schedules, piles up repair costs 


and skyrockets insurance rates. That is why 


more new trucks are being equipped with 





°e FWD 
‘e Dart 


Bostrom hydraulic seats. 


It’s the only truck 


seat that really absorbs shocks. Get positive 


proof—write for free folder "12 Eye Openers 


Concerning Truck Seats.” 


e Oshkosh 


BOSTROM MFG. COMPANY 


133 West Oregon Street * 





Milwaukee 4, Wisconsin 
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But Sound Selling Is Still Lacking pee 


Upsurge Eases Stocks 


(Continued from Page 33) 


of the major truck producers, it is 
felt that dealers will have to carry 
more units in stock for demonstra- 
tion and quick delivery than they 
had to prewar. But the truck dealer 
can remain sound by making cer- 
tain that he makes a profit on each 
chassis deal and supplements this 
profit with the available profit from 
the sale of equipment that is neces- 
sary on the majority of trucks to 
make them workable in the hands 
of the owner. 

Thousands of dealers had that 
type of setup prewar and continue 
to have it today. These dealers 
have not been at all alarmed or 
discouraged over the conditions of 
the past 12 months. They know 


that there will be a certain percent- 
age of the present dealers who will 
pass out of the picture because 
they do not want to learn the truck 
business, and that most others will 
eventually get themselves properly 
organized and stop their bad trad- 
ing practices. 

* + 
ROFITWISE, these dealers are 
not suffering too greatly, either, 

according to information gained 
from several sources. While they 
are not making as much net as 
they did back a year ago when the 
prospect was walking in and buy- 
ing “off the shelf” at the dealer’s 
asking price, they still are making 
from 50 to 60 percent of the net 
they made then. And that would 





have been considered a reasonable 
return back in the prewar competi- 
tive days. It may also be consid- 
ered a good profit return for the 
future for both cars and trucks. 

Dealer pleas that they are losing 
money in their truck operation are 
likely to fall on rather unsympa- 
thetic ears at the factories as long 
as used trucks per dealer remain 
as low as it is indicated they are 
today. 

If dealer stocks of both new 
and used trucks were high, it 
would be ample indication that 
the market was slow and that 
the dealer was trading long and 
heavy in an endeavor to move 
his normal quota of vehicles. 

As long as dealers’ used-car 
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22 STUDEBAKERS FOR FLEET—They have been added to the drive-away fleet operate: 
by Robert R. Walker, Inc., in South Bend. Walker's entire fleet of 47 Studebaker units he 
pe veal kept on the move delivering 1950 Studebaker passenger cars to dealers about th 
country. 








stocks range under the average 
stock of new trucks, as they do 
today, it is taken in many factory 
sales offices to indicate that the 
dealer isn’t making too much ef- 
fort to move the vehicles he is get- 
ting from the factory—except by 
“dealing” them off at ruinous dis- 
counts. 

While this at least helps each 


factory maintain its “percentage o/ 
price class” position in the industry 
it does not indicate that the deale, 
is back at work and has become 
interested in making a reasonable 
net profit in each department of 
his business. 

When heavies ran up against a 
stone wall last fall, most factories 
switched production quotas to put 
out more of the lighter, faster- 








REG, U.S. PAT, OFF. 


moving models that were still in 
fairly active demand. 
+ * * 


OR instance, for the first seven 

months of this year, only two 
tonnage classifications were ahead 
of last year in output. The 5,000- 
pound-and-less class gained 4,824 
units, or approximately 2 percent 
over last year. The 5,001 to 10,000- 
pound-class output was up 41,688 
units, or about 32 percent. 

All other classes fell off, some 
drastically. For instance, the 10,001 
to 14-000-pound class was off 45,678 
units, or 49 percent; 14,001 to 16,000 
GVWs were off 36,734 units, or 27 
percent; 16,001 to 19,500 GVWs off 
23,755 units, or 58 percent; 19,501 
to 26,000 GWVs down 15,252 units, 
or 55 percent, and over 26,000 
GVWs off 3,597 units, or 30 percent. 


While the normal percentage of 
the market represented by the 
10,001-16,000 GWV classes runs 
from 38 to 43 percent of total out- 
put, this first seven months it 
represented but 35.5 percent of all 
production. 


Dealers in many parts of the 
country, especially in the western 
farming areas, are reporting that 
a shortage of 1%-ton and two-ton 
models is beginning to show up. 
This is taken as an _ indication 
that there still is a considerable 
unfilled demand for this size truck 
and that if dealers had gotten their 
truck departments organized and 
had been able to get salesmen back 
on the job making calls and dig- 
ging up prospects, many of the 
dealers who have been crying the 
loudest over the lack of sales in 
the truck end of their business 
would have been enjoying a very 
satisfactory profit. They would 
have been not only. in a much more 
healthy state themselves but would 
not have been instrumental in de- 
moralizing the market as they have 
by the “deal ’em off the cuff at 
anything to clear the lot” tactics. 


And along the same line of 
thinking — if the factories had 
started to train their truck repre- 
sentatives early enough and had 
seen fit to pay road travelers 
enough money to get experienced 
men and to have sprinkled these 
experienced men liberally in the 
field with the green forces, it is 
just possible that factory supervi- 
sion would not have let so many 
dealers get off on the wrong foot 
on their truck movement. 


They might even have seen fit 
not to encourage these dealers by 
the type of advertising that has 
appeared, designed to encourage 
“rough and tough” truck selling by 
dealers who don’t seem to be able 
to distinguish between a fast trad- 
ing and a “give-away” deal, 


Turnpike Board 
Named in Mass. 


BOSTON.—Gov. Paul A. Dever 
has named his appointees to the 
Massachusetts Turnpike Commis- 
sion and they have been confirmed 
by the state executive council. 

Appointed were: John R. Kewer 
of Boston, former chairman of the 
Boston Metropolitan Transit Au- 
thority; Irving E.. Rogers of An- 
dover, Henri Goguen of Leominster, 
and Homer W. Bourgeois of 
Lowell. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensie¢ 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 
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a roaster, have some of the “sit- 


| back with a clear bill of health in 
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and locked nozzle didn’t shut off, 
spilling two to three gallons on a 
new wax job.” 

* * * 


Sales Talk 


HY are the gas island boys so 
sold on Frank Scully’s whistles? 


























a 
itis” and wartime arrogance baked! 10 months—not 12—as Hank is. : 
4 out of them and their leg muscles So “chillun”—let this be a lesson - ened yo the os aie a a L 
. toughened a bit so that they will|to you—do as the doctor and the ws — —_ out a ne : - 
be in tune with the present market. |mammy says and you'll live to hit — hh on ‘mana ae a . t 5 
Much as I hate to admit it, maybe |the ball again—if you are unfor- _™ ave to cu . . re Se 

Ralph’s thinking that factory sales-|tunate enough to have something ga a an 7 nute - ae 
managers had better make it a No.| go wrong with the ticker. _— ”*Y verfill ‘aa _ e —— a 
th 1 job of every factory truck trav- * @« ency 60 OVerll and Spill gasoline 

eler to make certain that every | jsp, gj on the customer's fender. 
man in every truck dealership that | ““"€ ignal As they say—even if the cus- 
of has anything to do with truck sales GUY who makes it his business tomer didn’t have to pay for this 
ry be made to know the truck equip- | + to eliminate as many of those Re eS een TRUCK enn ne YORK, PA.—A branch of Carl Beasle | spilled gas, which he does, they : 
ley ment distributors in their area, and | two hundred million spillovers that | jot ‘are oon ‘ender condredien. dak Beasley “Genanel’ Gate yo yet Fg ay arent at all pleased about having 
mie that the tips on prospects go to the happen at the gas tank, when the | stresses that it can service any make of truck. Among its facilities are dynamometer tests, | their wax jobs spoiled or having the 
ble factory truck man instead of to the jinlet pipe to the tank looks like | body and fender repair and paint departments, and sleeping quarters for drivers waiting | spilled gas that runs all over the 
of jealer, until the maagoeky - dealers |an old _ galt face, Cee fs 0) ee ee ee Cee ee Sena a ch oh pom J — 

¢ at least get back in the sales |see me the other day and dropped . . o is otherwise a nice 
harness. off one of the most amazing reports | get other customers to take less gas |equipped with automatic nozzles clean car. 
he Despite the thinking of many |°" 4n investigation it has ever boon at that time—well frankly I kept/are in favor of the “whistling gas| Truck and bus operators. have an- 
on truck dealers to the opposite, truck- | ™Y pleasure to thumb through. my tongue in my cheek. tank” to the tune of 62 percent. other more serious reason—they 
vo equipment distributors do not need When Frank Scully told me that But after going through this re- | They all say that, while the auto-|think most about the fire hazard 
. the aid of the truck dealer one-half | 97 Percent of the filling station at-| port on the check he had an | matic nozzle does a good job, it is | that is always present where there 
as much as the dealer needs the aid |tendants at stations without auto-| independent source make for him ja nuisance to take care of—needs | 4re puddles of free gasoline on the 
if the distributor. Let’s take the matic nozzles ‘welcomed cars| —and reading the comments (oiling every day or it won’t work— ground or floor. 

‘ase in point as evidence. A Bau- equipped with his signal on them to| made by many of the “boys on | and if it don’t work, it’s a mess. As| One station attendant pratic- 
en mis axle was sold on the job, the extent that they would gladly| the islands”—I’m kinda in favor |one boy put it, “Automatic nozzles| ally wrote Frank’s sales talk in 
wo despite the fact that the dealer who fill her up” even during the rush | of agreeing with him. — ; |work pretty good if constantly| his comments. He says, “Every 
ad vot the sale had a competitive axle hour and that they endeavored to| Even the boys operating stations | oiled. Had a new car this morning | (See TRUCKIN’, Page 45, Col. 5) 
se 1s standard equipment in his ag = = - - 

The truck salesman got e 
nt » 

power, but he couldn’t knock the 
0- | dual-drive axle out of the deal, 

88 because the equipment man knew 

his product and its ability so 
ne thoroughly that he couldn't “sell 
01 it down the river.” 

78 Equipment men want dealer co- | 

}00 operation—and are willing to pay Xr 

27 for it in commissions on every sale - 
off -because they would like to see 

01 the truck business grow up and be- 

ts, ‘ome clean, competitively. They 

00 ebel against going back to the 

nt. cutthroat” type of selling that 

if revailed prewar when both dealers G92 

e nd equipment men would cut any- 

s ne’s throat for an order—and 

* veryone suffered in net profits for | : 
it o good reason. . 

i * ad . } 

lank’s Well Again 
he HAD a “visitation” last week 
rm that did me more good than the 
at inding of a 60-pound tarpon on an 
on ght-pound line would have given 
ip. ie—and if you know me, that is 
on »mething. 
le A guy who had been “laid low” 
ck ist 10 months ago by that pre- 

‘ir »yminate automotive “occupational 
id sease,” heart trouble, walked into 
ok ray office as hale and hearty as I 
g- fave ever seen him. 

he Hank Lotz, former manager of 
he irts and service for Nash, col- 
in iopsed in his own living room fol- 
SS owing an exceedingly strenuous 
ry period of organizing schools on the 
ld iew car last year and getting two | 
re ther service promotions set for | 
ld the field. 

e- When he was finally let out of 
ve the hospital and taken home, the 
at doctor brought along the cardia- 
S. | gram and other charts to impress 
of apon Hank why he was through 
id work for at least one year—and 
e- vossibly longer. Fortunately for 
id \fank, his wife had been a nurse 
rs -and if Hank, like the most of us 
od -was inclined to think the doctor 
se vas laying it on a little heavy, 
1e s wife understood what all the 
is “iuumbo-jumbo” of medical terms 
i- was all about. 
Ly When she nodded her head in | 
ot «\~=«agreement with the doctor when he ‘ 

» d “you are not to go back to the es _ " : eri 
st thee under any condition, nor to es 
yy ven = — eon me A SURE SOLUT 

‘ for at least one full year,” Hank 
| fcr oleae, ane, ful gens”, Ean ION TO YOUR HEAVY HAULING PROBLEMS 
- mind that “this is it and I’m the / 
le guy. a Here s a sure way to keep ahead of your costs... building of powerful trucks for heavy-duty 
1- Take Heed! switch to powerful, heavy-duty Federal Diesel service. 
SN eecilt ons Made Late Trucks now. You'll get peak operating economy Federal’s broad range of Diesels will match 
al dees A aa eleae ie at Air savings up to 50 per cent... greater your toughest on-or-off the road hauling job. 
health—in writing—by his doctor power ... bigger payloads. These statements are They are designed to do the job better, at less cost 
and is back at Nash again—which backed by every time-proven feature that makes per mile. Get all of the facts from your Federal 
oe otto Aasmcagied es bono for maximum truck operating efficiency . .s plus dealer. They will convince you that Federal 
4 Sella ca Gas aiedvas 2 a ‘eetnene years of experience and “know how” in the Diesels are today’s outstanding truck value. 
1e to do just what the doctor orders 
* and comes out of trouble with fly- Federals Have Won... By costing less to run 
d ing colors. 





Without his wife having had ERAL 
r ee cents Snbeing, wot —— Look TO FeRvice TEAR OFF THIS COUPON AND MAIL TODAY! Pall 7 
; ER r 


Federal Motor Truck Company 


such a condition—that we are big 
: So 5 ee eeenanes we ore tis FOR BETT Ruck Dept. No. AN. Detroit, Michigan, U.S.A. 
¥ as bad as the doctor says and | oveR ArATIONS i ees = a complete information about 
f after a couple weeks in bed we BI Sea 
f feel pretty darn good and want to | com fiers DEA oo OIRO oenneeeeeresnnnnnessnesnenecentnsennnnnnrersecesesensssenesneneengeee seine - 
be up and doing something. For FEDERAL © srucks f om 9% i Company 
a instance, I know me—I’d be the plete line? . a fran odey- hs 
e guy to say, a little fly fishing tons -° « B profits. Write © Address “ one Ma ; 





FEDERAL MOTOR TRUCK CO. 


it won’t hurt a guy that feels as means * TT City 
DETROIT 9. MICHIGAN, U.S.A. 


tl geod as I do—and I wouldn’t be 
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Used-Car Auction Prices 
Market Trend 


The disappearance of premiums for “nearly new” used-cars is 
reflected in the average price paid for 1949 models in September, 
compared with what '49s brought in August. The medium figure 
this month is $1,791, against $1,883 last month 

That price of $1,791 represents a drop of $16 from last week’s 
average. With the exception of 1948 vehicles, the average price of all 
models dropped this week. The overall average declined $6 to $945. 


| MERCURY—'49 2-dr., 2 at $2,230; 2-dr., 


LUBBOCK, TEX. | 


$2,100. '48 club coupe, $1,235. '46 2-dr., 
(Lubbock Auto Auction. Sale every $940; 4-dr., $905, $810, °42 club coupe, 
Thursday. Prices are for sale of Sept. 15.) $530. ‘40 2-dr., $415. 


(Sold 72 units out of 129 offerings.) | NASH—'46 club coupe, $670. 


» BUICK—'49 Super 4-dr., $2,275. '47 Super cataova $2 = 47 4dr 
sedanette, $1,135. '41 $450. | atin, ood ania” al 2-dr., $288 
CHEVROLET—'49 SL Deluxe 2-dr., $1,805, | S508 5; 2-dr., $1,100. “GF., Youu, 
| _ $305. 


$1,730, $1,790; Special 2-dr., $1,730; FL 
Special 2-dr., $1,700; half-ton pickup, 
$1,360, $1,170, $1,340; %-ton pickup, 
$1,350. °48 club coupe, $1,235, $1,215; 
FL aerosedan, $1,375. ‘47 FL 4-dr., $1,- 
115; %-ton pickup, $840. '46 club coupe, 


| STUDEBAKER—'50 Champion 2-dr., 
020. '48 Land Cruiser, 4-dr., $1,030. 

WILLYS—'48 Jeep, $455. 

MISCELLANEOUS — ‘48 half-ton pickup, 
$940. 


$2,- 


$825; FL aerosedan, $1,065, $985. ‘42 ™ 7 

club coupe, $415. ‘41 4-dr., $325, ‘40 MASON CITY, IA. 
seen? —— 2 os30. vee i (Lapiner’s Used Car Auction, Sale every 

ickup, $400 40 4-dr. $235 ‘88 4-dr Wednesday. Prices are for sale of Sept. 14.) 
$105.37 4-dr., $105. | (Market Is seady. Sold 98 units out of 
FORD—'49 Custom (8) 2-dr., $1,675, 2-dr., | _156 offerings.) 

$1,540, $1,380; club coupe, $1,850; half- BUICK—'49 Super 2-dr., $2,115; 4-dr., 
ton pickup, $1,245, $1,300. ‘47 club $2,205, $2,190, $2,105. ‘48 Super 4-dr., 
coupe, $1,075, $1,015, $1,115; 4-dr., $1,- $1,505. °47 RM 2-dr., $1,285. '46 RM 
010; pickup, $710; conv., $1,075. ‘46 4-dr., $1,235. '41 4-dr., $630. 

station wagon, $805; club coupe, $855. | CADILLAC—-'49 (62) 4-dr., $3,340. 

"41 $320, 0230, 0365, $350, °36 2-dr., | CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 
$145. 700, $1,670, $1,650; SL Deluxe 4-dr., 





The GUIBERT SUP-R-GUY TOW CRANE installed 
in your truck gives you a real service unit and one 
that can be used as a pick-up, wrecker, tow truck, 
or for many other uses. If you want a real economy 
unit then install a SUP-R-GUY convertible Tow 


Crane in your truck. 


Models are available for 1%, 34, and 1 ton trucks 
with pick-up beds. The powered models can be 
installed in 14, 34, or 1 ton pick-up type trucks with 
four speed transmissions. 


oo 





We also quote on TOW 
CRANES for trucks larger 
than one ton for converti- 
ble or permanent instal- 
lation. 





SUP-R:-GUY Products 


MANUFACTURED BY 


| 


$1,660, $1,630, $1,600; 2-dr., $1,730, $1,- 
700, $1,605. '48 FL aerosedan, $1,320, 
$1,275; half-ton panel, $810. ‘47 FM 
2-dr., $1,130, $1,050. °46 FL aerosedan, 
$1,105, $885; FM 2-dr., $980, $905, $860 
CHRYSLER—'49 Windsor 4-dr., $2,230, 
$2,300. ‘48 New Yorker 4-dr., $1,610. 
DeSOTO—'49 Custom 4-dr., $2,240; 2-dr., 
$2,185, $2,130. "47 Custom 4-dr., $1,205 
DODGE—’49 Coronet club coupe, $2,025, 


$1,990. '48 Custom 4-dr., $1,590, $1,505, 
$1,420. ‘47 Custom 4-dr., $1,235. 
FORD—'49 Custom (8) 4-dr., $1,650, $1,- 


600, $1,470, $1,430, $1,405; 2-dr., $1,605, 
$1,580, $1,505. "48 SD 4-dr., $1,270, $1,- 
210; half-ton pickup, $790. ‘47 SD 2-dr., 


| $1,055, $980, $905. '46 SD club coupe, 
| $840, $805. 
FRAZER—'47 4-dr., $1,030. 


HUDSON—'48 Commodore (8) club coupe, 
$1,550. 

MERCURY—'49 2-dr., $2,195, $2,115, $1,- 
645; 4-dr., $2,195, $1,690, $1,615. 

NASH—'40 Ambassador 2-dr., $350. 

| OLDSMOBILE—’'49 (88) 4-dr., $2,300, $2,- 

290; (98) 2-dr., $2,290, $2,270. "48 (98) 

| 2-dr., $1,690. 

PLYMOUTH—'49 SD 4-dr., $1,700, $1,615, 
$1,580; 2-dr., $1,640, $1,620, $1,600. ‘48 
SD 4-dr., $1,130, $1,000. ‘47 Deluxe 
2-dr., $1,010, $875. '46 4-dr., $880. 

PONTIAC—'49 Chieftain (8) club coupe, 
$2,115, $2,050, $2,005; Streamliner (8) 
2-dr., $2,080, $2,040. °48 Streamliner (8) 
2-dr., $1,600, $1,560; 4-dr., $1,590, 
$1,505. 

STUDEBAKER—'48 Land Cruiser 
$1,475, $1,450; Champion 2-dr., 


EBENSBURG, PA. 


4-dr., 
$1,340. 


Thursday. Prices are for sale of Sept. 15.) 
(Prices holding steady with retail 











$1,300; 2-dr., $1,300. ‘41 Special 2-dr., 


Lae 





Tow Lift 


TOW LIFT is a simple 
method for safely cradling 
the new make cars and 
prevents damage from be- 
ing done to the Bumpers, 
Grills, and Fenders. TOW 
LIFT is an accessory used 
in combination with TOW 
CRANE. 





(Ebensburg Auto Auction Co. Sale every | 





| 


business increasing somewhat. Sold 66 
units out of 91 offerings.) | 
BUICK—'47 Super conv., $1,200, 4-dr., | 





|}day. Prices are for sale of Sept. 15.) 
(Prices remained fairly steady. Sold 
39 units out of 104 offerings.) 

BUICK—’48 RM 4-dr., $1,600. ‘47 RM 
4-dr., $1,225. '46 Super 4-dr., $1,175. 

CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 
575. °48 FL aerosedan, $1,310. '47 SM 
club coupe, $1,045; FL 4-dr., $1,085. '46 
FM 2-dr., $840. '41 MD 2-dr., $475. '39 
MD 2-dr., $265. 

CHRYSLER — ‘48 New Yorker business | 
coupe, $1,135. 

DODGE—'49 Coronet 4-dr., $1,815; club| 
coupe, $1,895. ‘47 4-dr., $910. ‘46 De- 
luxe 4-dr., $850. 

FORD—'49 Custom (6) 2-dr., $1,315; (8) 
2-dr., $1,525. ‘48 SD (8) club coupe, | 
$1,140; 4-dr., $1,085; Deluxe (8) 2-dr., | 
$1,090. '46 SD (8) 2-dr., $700. ‘41 (8) 
club coupe, $400. 

HUDSON—'48 Commodore (8) 4-dr., $1,- 
380. '41 Deluxe (6) 4-dr., $75. 

MERCURY—'49 4-dr., $1,610. 

NASH—'40 4-dr., $170. 

OLDSMOBILE—'48 (78) sedanette, $1,410. 
’47 (78) sedanette, $1,115. ‘46 (76) se- 
danette, $1,025. 

PACKARD—’'35 hearse, $265. 

PLYMOUTH—'49 SD conv., $1,800. ‘48 
SD club coupe, $1,300. ‘47 club coupe, 





| 
| 
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Average Used-Car Prices 


(Compiled by Automotive News! 





$1,014 


Sept. (todate) Aug. 











July 








Model Sept. 1949 Aug. July 
(to date) 1949 1949 
1949........ $1,791 $1,883 $1,952 
esc ake ue 1,341 1,393 1,422 
Sy ones 1,097 1,147 1,175 
Pe 962 986 1,035 
Rs +06 bbe 2 576 569 
a 488 506 516 
Ms 64 caie's:8 393 433 433 
Overall 
Average... $ 945 $ 989 $1,014 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$560; 4-dr., $475. 
CHEVROLET—'49 FL 
610; SL Deluxe 4-dr., 
FL aerosedan, $1,325, 
aerosedan, $1,090; 4-dr., 
ton pickup, $595; FM 4-dr., 


'40 Special 2-dr., $215. 
Deluxe 2-dr., $1,- 
$1,630, $1,725. '48 
$1,280. ‘47 FL 
$885. '46 half- 
$845, $780, 


$810. '37 MD 2-dr., $220. '36 1-ton stake, 
$195. 

CHRYSLER—'49 Windsor 4-dr., $1,950. '48 
Windsor 4-dr., $1,475. 

DeSOTO—'48 Deluxe 2-dr., $1,190. 

DODGE—'49 Wayfarer 2-dr., $1,625. '46 
Deluxe 4-dr., $925, $950. °41 Custom 
4-dr., $520. 

FORD—'49 Custom (8) club coupe, $1,385, 
$1,365, $1,375; (6) 4-dr., $1,300, °48 
half ton pickup, $855; SD (6) 2-dr., $1,- 
050; (8) 2-dr., $1,025. 47 Deluxe (8) 
4-dr., $895, $920; half-ton stake, $600. 
'46 Deluxe (8) 2-dr., $730, (6) 2-dr., 
$710. '41 Deluxe (8) 4-dr., $525, $515. 
'38 Deluxe (85) club coupe, $285, $105. 

HUDSON — ‘48 Super (6) club coupe, 
$1,315. 

NASH—'41 (600) 4-dr., $290. 

OLDSMOBILE—'49 (98) 4-dr., $2,100. ‘46 
(76) 4-dr., $1,020, 

PACKARD—'47 Clipper 4-dr., $1,075. 

PLYMOUTH—'49 SD 4-dr., $1,580, $1,560. 
‘47 SD club coupe, $1,110, $1,060. ‘40 
Deluxe 4-dr., $440, $285. ‘38 Deluxe! 


4-dr., $205. 

PONTIAC—'46 Streamliner (6) 4-dr., $940. 
'41 Deluxe 4-dr., $600. °39 Deluxe (6) 
4-dr., $250. 

STUDEBAKER—'48 Champion 2-dr., §$1,- 
265. °47 Champion 4-dr., $1,000; club 
coupe, $1.000. '37 Dictator 4-dr., $100. 

MISCELLANEOUS—'48 Austin 4-dr., $405. 
*36 International half-ton pickup, $155. 


TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 


$1,100. '39 business coupe, $165. 
PONTIAC—'49 Streamliner (6) sedanette, 


$2,080. ‘48 (6) station wagon, $1,200. 
46 (8) 4-dr., $1,020; (6) 4-dr., $1,035; 
sedanette, $1,070. 

DENVER 
(Denver Auto Auction, Inc, Sale every 


Tuesday at Englewood, Colo. Prices are for 
sale of Sept. 13.) 
(Prices are steady. Sold 90 out of 118 


offerings.) 

BUICK—'49 RM 2-dr., $2,105; Super conv., 
$2,085. °47 Special 2-dr., $1,295; Super 
4-dr., $1,175, $1,185. °41 Special 4-dr., 
$730. '40 Super 4-dr., $490. 

CADILLAC—'49 (62) 2-dr., $3,090, $3,225 
‘47 (62) 4-dr., $1,750 

CHEVROLET—'49 FL Deluxe 2-dr. $1,805, 
$1,935, $1,800; 4-dr., $1,835, $1,845; SL 
Deluxe 4-dr., $1,820, $1,830; club coupe, 


$1,750, $1,770; half-ton pickup, $1,270. 





'48 FL 4-dr., $1,375, $1,390; aerosedan, 
$1,370, $1,400. '47 FL aerosedan, $1,175. 
'46 SM 2-dr., $710, $1,000 "42 club 
coupe, $720 

CHRYSLER—'48 Saratoga 4-dr., $1,470. 
'41 New Yorker 4-dr., $450 

DeSOTO—'47 Suburban 4-dr., $1,130 

DODGE—'49 Coronet club coupe, $1,970 
'47 Deluxe club coupe, $1,125; 2-dr., 
$1,075. 

FORD—'49 Custom (8) conv $1,750; 
Standard (8) 2-dr., $1,390; (8) half-ton 
pickup, $1,245. ‘47 SD (6) 4-dr., $1,000. 
’41 station wagon, $375. '40 (8) 2-dr.. 
$350. 

FRAZER—'48 Manhatan 4-dr., $1,115, ‘47 
Manhattan 4-dr., $920 

KAISER—’'48 4-dr., $985 

MERCURY—’'49 club coupe, $1,835; 4-dr 
$1,750. °46 2-dr., $990 40 club coupe, 
$480 

NASH—'49 Ambassador 4-dr $1,820 

OLDSMOBILE—'49 (76) 4-dr $2,000; 2- 
dr., $2,115. '48 (98) cony $1,695; club 
coupe, $1,395, '47 (78) 2-dr., $1,250, ’41 
(6) 2-dr., $660. '40 (6) 4-dr., 

PLYMOUTH—'49 Deluxe 2-dr., $1,695. ‘48 
SD club coupe, $1,165. '47 SD 4-dr., $1.- 
040, ‘46 SD 4-dr., $975. '39 2-dr., $280. 

PONTIAC—'49 Streamliner (6) 4-dr., $2,- 
075; 2-dr., $1,980. "48 (8S) cony $1,455 
'47 (8) 4-dr., $1,050, $1,230 

WILLYS—'49 Jeepster, $1,210 iS Jeep 
$790. '47 Jeep, $610 

AKRON 
(Akron Auto Auction. Sale every Thurs- 
day. Prices are for sale of Sept. 15.) 
(Prices fairly steady. Sold 46 units out 
of 90 offerings.) 

BUICK—'48 Special sedan, $1,505 "41 | 


Special sedan, $375 


CADILLAC—’'41 (62) club coupe, $700. 


CHEVROLET—'49 SL club coupe, $1,600 
‘41 SD club coupe, $625, $465, $300 
sedan, $600 $450. '40 MD sedan, $475, 
$455, 2 at $300. 

CROSLEY—'47 conv., $190. 

DeSOTO—'49 Deluxe sedan, $1,900. '40 
Deluxe sedan, $285. 

DODGE—'47 Custom sedan, $1,060. 

FORD—'49 Custom (8) conv., $1,550: 
sedan, $1,400, $1,335, $1,250. °'47 SD 


sedan, $930; Deluxe sedan, $885. '46 De- 


luxe (6) sedan, $885. ‘40 Deluxe opera 
coupe, $295. 

HUDSON—'47 Super (6) sedan, $795, ‘41 
Super (6) sedan, $150. 

MERCURY — ‘41 club coupe, $310. '40 


sedan. $350; conv.. $345. 
OLDSMOBILE—’'47 (76) sedan, $1,200. 
PLYMOUTH—'49 SD conv., $1,800; sedan 





$1.610. ‘48 SD sedan, $1,240. 
PONTIAC—'49 Streamliner (8) sedan, $1.- 
950. '47 Streamliner (6) sedan, $1,085. 
$1.025. 
| STUDEBAKER — ‘48 Commander sedan 
$1.400. '42 Champion sedan, $200. 
| WILLYS—'46 station wagon, $775. 
MISCELLANEOUS — ‘40 LeSalle sedan. 


$525, 


HORSEHEADS, N. Y. 


| ‘Horseheads Auto Auction. Sale every 
| Friday. 


Prices are for sale of Sept. 16.) 

| — Special sedan, $460. '39 sedan 
0. 

| CHEVROLET — ‘47 sedan. $1.130: club 

| coupe, $1,005. $1.155. '42 sedan, $730 

‘41 sedan, $450, $455, $515: club coune 

$515. ‘40 sedan. $520. '39 sedan. $370 


CHRYSLER—'46 New Yorker sedan, $925 
| '41 club coupe, $220. 
NODGE—'42 sedan, $350. 


FORD—'49 sedan, $1.355. ‘48 sedan. $1.- 

| 170. '47 sedan, $930; conv.. $1.940. °46 

| oo, $680. '41 sedan, $360. '37 sedan. 

| HUDSON—'38 sedan, $75. 

KAISER—’'48 sedan, $760. 

MERCURY—'47 club coupe. $1000. °46 
clnb coupe. $950. 

OLDSMOBILE—'47 sedan. $1,155 

i ~ eons sedan, $160. '37 sedan, 

PLYMOUTH—'49 business coune. $1 245 

| ‘46 sedan, $560. ‘41 sedan. $375, $430 
8460. 

PONTIAC — ‘48 sedan, $1.515. °39 club 
coune. $405. 

| STUDEBAKER—'48 sedan. $1.190. $1 500 


‘47 sedan, $1.040. 


"41 club coune, $110 
*40 sedan, $110. . 


"39 sedan, $100. 


CONCORD, MASS. 


(Concord Auto Auction. 
Monday and Friday. 
of Sent. 9-12.) 

(Sold 127 units out of 252 offerings.) 


Inc. Sale every 
Prices are for sales 


| BUICK—’48 RM sedan. 81.575. '47 Suner 
sedan, $1.275; conv.. $1,285: sedanette 


$1.365, $1.150; RM econvy., $1550. "46 RM 


conv., $1.025, $1.055: sedan, $1.210 
Suner sedan. $1,165. °'42 Suner sedan 
$305. '41 Super sedan, $500: conv.. &735 


‘40 Super sedan, $220. '39 conne, $285 
CHEVROLET—'49 SL Snrecial club coupe 
$1.650; Deluxe conv. $1.780: FL Deluxe 

| sedan, $1,700. '47 SM sedan. $985. $810 
$800: FM sedan. $1.050. $1.040. '46 half- 
ton pickup, $460: SM sedan. $800. $900 
FM sedan, $1.005. $980. "4° SD sedan 
$750. $375: station wagon, $600. '41 MD 
sedan, $450: half-ton nickup, £175: SD 
sedan, $625, $460, $600. 8560: club 
couve, $475, $700, $775. $735. °40 SD 
sedan. $340. $585. $500 8995: MD busi- 
ness coupe, $325: sedan, $275. '38 sedan 
$185. $'36 sedan. $70. 

CHRYSLER — '48 Windsor sedan, $1.525 
‘47 New Yorker sedan, $1,125, '46 Wind- 
sor club coune, $1,250 


DODGE—'46 Deluxe sedan, $900. '41 Lux 
urv Liner sedan. $480; business coupe 
$300. ‘39 half-ton pickup, $135. ’'37 
sedan, $45. $105, 

FORD—'49 Custom (8) sedan, $1.405. $1 
415, $1,390. "48 (6) %-ton stake. $710 
SD (8) sedan. $1.150. "47 SD () club 
coupe, $1,125; Sedan $1,060. "46 SD 
conv., $1,100. '42 Deluxe sedan, $275 
‘41 sedan, $410, $560. ‘40 sedan, $269 
$637, $275. '38 sedan. $240. $165 36 
Phaeton, $165. '32 coune, $155, $150 

KATSER—'47 sedan. $925. 

MERCURY—'49 station wagon, $1.650. '46 


conv., $955. ‘41 conv., $575: sedan, $375 

NASH—'47 (600) sedan, $815. °46 Am- 
hassador 2-dr., $775. 

OLDSMOBILE—'48 (66) club coupe, §1.- 
325. °40 sedan, $305, $105, $325, ‘37 
sedan, $135, $100, $190 

PACKARD—’'39 sedan, $260. ‘37 cor 
$75 

PLYMOUTH—'49 SD sedan. $1,710. $1.70 
40 sedan, $540, $345. '39 sedan, $300 
$150. '37 sedan, $90 

PONTIAC—'49 Chieftain (8) sedan, §1 
700 48 Streamliner (8) sedanette, $1 
160 47 Streamliner (6) sedan, $1,200 
46 Torpedo (6) club coupe, $1.150 41 
(8) sedan. 2 at $475. '40 (6) sedan, $°40. 
'39 (8) sedan, $300 

STUDEBAKER — '38 phaeton, $855. ‘37 
sedan, $70. 

MISCELLANEOUS—'36 GMC %-ton pick- 
up, $120 

HOUSTON 
(Gulf Auction Co, Sale every Tue ay 

Prices are for sale of Sept 13.) 

(Sold 73 units out of 120 offerings.) 


CADILLAC—'40 (62) sedan, $675. 
CHEVROLET—'49 SL Deluxe sedan, §$1.- 


850; Special sedan, $1,660; %-ton pick- 
up, $1,250. ‘47 FM sedan, $1.110, $1.- 
105; FL sedan, $1,090, $1,025. '46 secan, 
$970, $500. ‘41 sedan, $410. ‘40 sedan, 
$370. 


| (Continued on Page 41, Col. 1) 
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CHRYSLER—'48 Town & Country sedan, 


$1,450. 

DeSOTO—' 39 sedan, $175. 

DODGE—'47 sedan, $1,250. ‘46 sedan, 
$1,010. 


FORD—'49 Custom (8) sedan, $1,550, $1,- 
510, $1.495, $1,490; conv., $1,500; half- 
ton pickup, $1,305. "47 club coupe, $1,- 
130, $1,030, $1,020; sedan, $1,165, $900. 


'46 sedan, $1,010, $1,000, $950, '41 conv., | 


$520. 

ERCURY—'49 club coupe, $2,060. 
“ ASH—'47 sedan, $680. 

LDSMOBILE—'49 sedan, $2,025. 
* LYMOUTH—'46 sedan, $780. ‘42 sedan, 
$175. '40 sedan, $170. 


LOUISVILLE 


(Auto Auction Sales. Sale every Tuesday 
‘ices are for sale of Sept. 13.) 
(Sold 77 units out of 141 offerings.) 
BCICK—'46 Super 2-dr., $1.275. '41 Super 
conv., $480. ’39 club coupe, $350. ‘36 
4-dr.. $235. 
HEVROLET—'49 FL Deluxe 2-dr.. $1.- 
80, $1,750: half-ton, $1.240, $1,200. °48 


FL aerosedan, 2 at $1.800; conv., $1,110. | 


°47 FL aerosedan, $1.380: SM 2-dr.. $1.- 
175. $810. '46 SM 4-dr.. $840. '41 2-dr.. 
$760. $665, $630, $580, $525. 
ROSLEY—'48 sedan, $285. ‘47 
$210. 

ODGE—'49 Wayfarer 2-dr.. $1,605. °48 
Custom 4-dr., $1.320. $1,250. 

+ ORD—'49 Custom (8) 2-dr., $1,450. '48 


sedan. 


SD (8) 4-dr., $1.095, '47 1%-ton truck, | 


$650. °41 4-dr., $580; club coupe, $440. 
'40 conv., $510: 2-dr.. $499. ‘39 2-dr., 
$280. '36 2-dr., $350, $200. $165. 
t(ERCURY—'49 2-dr., $1,700. ‘40 club 
coupe. $380. 


CO LDSMOBILE—’49 (88) 2-dr., $2,185, '40 | 


4-dr.. $465, $255. 


"LYMOUTH—'49 Deluxe 4-dr.. $1,650. °41 | 


2-dr.. $610 °39 4-dr., $300. $239. 
rONTIAC—’38 business coupe, $130. ‘36 
2-dr.. $165 
WILLYS—'47 Jeep, $490. '42 Jeep, $200 


ALBANY, N. Y. 


(Tim Anspnach’s Dealer Auto Auction. 


ale every Monday. Prices are for sale of | 


ept. 12.) 

(Market is firm on clean merchandise. 
New models are selling under list 
price, Station wagons and convertibles 
more difficult to move. Sold 79 out of 
111 offerings.) 

UICK—’49 RM conv., $2.265. '48 Super 
4-dr., $1.610; 2-dr., $1,550. 
2-dr., $1,250. '46 Special conv., $1,135: 
Super 2-dr., $1.180: conv., $1,050. °41 
Suver conv., $475. ’40 Super 2-dr.. $550. 
ADILLAC—'49 SL Special 2-dr., $1.680; 
Deluxe conv.. $1,830: FL Deluxe 2-dr., 
$1.600. ‘48 FM 4-dr.. $1,310, $1,180; 
conv., $1,330. '47 SM 2-dr., $1,000, $1.- 
100: FM 2-dr., $1.025, $1.125, $1.050. 
$1,070, $1.175: conv., $1,030; station 
wagon, $920: FL aerosedan, $1,160; %- 
ton nickup. $800. ’41 SD conv., $390. '40 
MD 2-dr., $270, $320. '39 MD 2-dr., $370, 
$410: SD 2-dr., $410. '38 MD 2-dr., $160. 
HRYSLER—'41 Limited 4-dr., $750. 


%SOTO—'47 Custom 4-dr., $1,410. °46 
Custom 4-dr.. $920. 
ODGE—'48 Custom 2-dr.. $1,380. ‘47 


Custom 4-dr., $1,020, $1,265. 


«ORD—'49 Custom (8) 2-dr., $1,340. $1.- | 


340, $1.420. ‘48 SD (6) 2-dr.. $1.050; 
(8) 4-dr.. $1.160. °47 SD (8) 2-dr., 
$1.020. '41 Deluxe (8) 2-dr., $450, $320; 
SD (8) 2-dr., $330. 
KAISER—'49 4-dr.. $1,440. 
MERCURY—'49 2-dr., $1,525; 4-dr., $1,- 
525. $1.660. '47 4-dr., $1,040, $935. 


VASH—'49 (600) 4-dr., $1.525. °47 (600) | 


4-dr.. $675. °46 (600) 4-dr., $690, $720. 


Used-Car Auction Prices 


(Continued from Page 40) 


'47 Super | 





$1,600. °46 Streamliner (8) 4-dr., $900. 
| °41 (8) club coupe, $650. 
STUDEBAKER—’'50 Champion Deluxe club 

coupe, $1,825. "48 Champion conv., $1,- 


AUTOMOTIVE NEWS, SEPTEMBER 26, 1949 
| 650; 4-dr., $1,490; club coupe, $1,395. "47 | "46 Custom club coupe, $870." P T k P i 
| SD ‘2-dr., $910. '46 SD 4-dr., $830. | MERCURY—'49 4-dr., $1,670. °47 4-dr., a. rucKkers ut 
| re > , | , ’ 
LINCOLN—’49 Cosmopolitan 4-dr., $2,100. | OLDSMOBILE—’'49 4-dr., $1,750. '48 4-dr., A S f 
MERCURY—'49 4-dr., $1,560. | $1,450, $1,335, ccent on a ety 
| NASH—’49 Ambassador club coupe, $1,705; |PLYMOUTH—'47 4-dr., $870. ‘41 2-dr., |A F M e 
4-dr., $1,590. '48 (600) 4-dr., $780. $425, t a eeting 
4-dr., $1,000. '46 (76) 4-dr., $1,190. | ay 4-de.,_ $1,200, $850; 2-dr.. $1,200. °46 
7 7 ; ; 4-dr., $970. ‘41 2-dr., $540. ’% -dr., ; 
| PLYMOUTH—'49 SD 2-dr., $1,670; club) $595" § : way construction, safety and public p 
tion wagon, $1,080. ’47 SD club coupe, relations were the major topics on 
260. $1,040. 
$950, $800; half-ton pickup, $825. sedanette, 9008 Pennsylvania Motor Truck Assn., 
-KOUS , ae Pi aagg | ° held here last week at Bedford 
MISCELLANEOUS — °49 GMC half-ton STUDEBAKER—’50 Champion 2-dr., $1,- A T k 
840. '49 half-ton pickup, $930. ‘48 com. | etna ruc ing 
More than 300 carriers from all 


| HUDSON—'47 Super (6) 4-dr., $625. | $920. 
| 
| OLDSMOBILE—'47 (98) 4-dr., $1,180; (76) PONTIAC—'48 Sedanette, $1,565, $1,365. , 
BEDFORD, Pa. (UTPS)—High- 
coupe, $1,640. '48 SD 2-dr., $1,405; sta- oo 
; aa - > the fall meeting program of the 
| WILLYS—'48 Jeep station wagon, $1,075, | ponTIAcC—'47 (8) 4-dr., $1,170. °46 (8) ‘Mic * reatens 
pickup, $1,150. Springs hotel. 
mander conv., $1,400. ‘47 Commander 


MANHEIM, PA. club coupe, $1,200; Champion 4-dr.,) LANSING. — Aetna Trucking Co.|parts of the state, along with 
‘ (Manheim Auto Sales & Auction, Inc. _— of Warren, O., has been asked tO|jeaders in all branches of the 
ee ae ee DETROIT show cause at a hearing Sept. 29|trucking industry, attended the 


why its license to operate in Mich-| three-day session. Division meet- 
igan should not be revoked for | ings included equipment and main- 
a eetive, Sold 46 units ree aera = oe laws. ‘ |tenance, accounting, and accident 
7 . ohn H. McCarthy, chairman Of | prevention. At the latter, PMTA’s 
Super 4-dr , $990. '41 Special 4-dr., $730. | RuICK—’49 S 2-dr., $2,070, $2,010. '48 | . 2 e 2 2 . ’ 

‘40 Super 4-dr., $610. ret coor cor. sate. 46| tne Michigan ae service ae two mobile safety driver clinics 
CADILLAC—'49 (62) conv., $3,250. '46| 4-dr., $1,125. 42 4-dr., $405, ‘41 2-dr., ae —o the a ween were on display. 

(62) 4-dr., $1,560. $515. condoning bypassing of weighing sa : 
| CHEVROLET—'49 SL Deluxe conv., $1,- | CADILLAC—'40 4-dr., $520. | stations, overweight trucks, misuse ‘ome speakers sg ie 
900; 2-dr., $1,510; FL Deluxe 2-dr., | CHEVROLET—'49 FL Special 4-dr., $1,- | of commission licenses and falsifi- . u nagle yr., t e mer can 

$1,550. 48 FL aerosedan, $1,335, $1,300;| 550; SL Deluxe 2-dr., $1,755; Special ; , Trucking Assn.’s_ vice - president; 

FM conv., $1,325; SM 2-dr., $1,080. '47| club coupe, $1,600, ‘48 FL aerosedan, | cation of log books. Walter W. Belson. ATA director of 

FM 4-dr., $1,120. $1,355, $1,350. °47 FL aerosedan, $1,175. The state official charged more bli ce -é Sa B 
| CHRYSLER—'48 Town & Country conv., | DODGE—'48 4-dr., $1,215; club coupe,|than 500 violations in the last two|PUDlic relations; Rep. Samuel B. 

$1,730; New Yorker 4-dr., $1,395. '46| $1,220. '41 4-dr., $340, $230; 2-dr., $465. : ee Dennison, chairman of the joint 

Town & Country conv., $1,110. '42 Wind- | FORD — '49 Custom (8) conv., $1,425; | years, despite $10,000 paid in fines Sentinal 

sor 4-dr., $640, 2-dr., $1,450, $1,420. "48 2-dr., $1,100,| in the same period. state government commission's sub- 
DeSOTO—'48 Custom 4-dr., $1,050. '46 2-dr., $855. 3 committee revising the motor ve- 

. “ _|hicle code, and Rep. Orlo M. Brees, 

To feel the pulse of the auto industry, | member of the New York legis- 


| Custom 4-dr., $1,180. HUDSON—’'39 2-dr., $360. 
| DODGE—'47 Custom club coupe, $1,130; | KAISER—'49 4-dr., $1,200. ‘48 
consistent reading of AUTOMOTIVE NEWS inbure 


(Market is steady. Sold 55 units out of 
151 offerings.) | 
| BUICK—'47 Special 4-dr., $1,280; RM | 
4-dr., $1,210. ‘46 RM 4-dr., $1,050; 


(Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Sept. 14.) 





$1,400. °'46) 





4-dr., | 
4-dr., $1,080. | $1,005, $895. 





FORD—'49 Custom (8) station wagon, $1,- LINCOLN—'4% Custom club coupe, $975. ss necessary. 


ee 


am Saved Me, 


Over $1000.” 


Oklahoma educator says... Ane 


CC! want the world to know that I have a 
Fram-equipped car that I have driven over 
200,000 miles with but one overhaul job. The 
Fram Oil & Motor Cleaner on this car has 
saved me over $/000.00 in actual money... 


besides time and trouble.®® 





| 
| 












ny 


Engine Protection 
our customers to 










ction like this is 





ILDSMOBILE—'49 (88) 2-dr., $2,125. '47 


(68) 2-dr., $1,020: (66) 2-dr., $1.250; | 
(76) 2-dr., $1,275. '41 (76) 2-dr.. $550. | 


vACKARD—'41 Custom Super 4-dr.. $410. 
PLYMOUTH—'49 SD 2-dr., $1,650, $1,675 
‘48 SD 2-dr., $1,220. '41 Deluxe 2-dr., 
$280. '37 Deluxe 2-dr., $265. | 
PONTIAC—'49 Chieftain (8) 2-dr., $1,975, 
$2.160. °46 Torpedo (8) 2-dr.. $1,100: 
Streamliner (8) 4-dr., $1,025. '40 Deluxe | 
(6) 2-dr., $160. '39 Deluxe (8) 4-dr., | 
$300. | 
WILLYS—'49 station wagon, $1,375. '48 
station wagon, $970. 


VALDOSTA, GA. 


‘Tom Hewitt Auto Auction. Sale every | 
“riday. Prices are for sale of Sept. 9.) 
(Market is very active. Sold 159 units 

out of 247 offerings.) 

SUICK—'50 Svecial 4-dr., $2,225. ‘48 Suner | 
conv., $1,700. '47 Special sedanette, $1.- 
100; Super sedanette. $1.200; RM sedan- | 
ette. $1.150: 4-dr.. $1,000. 

UADITLLAC—'47 (60) 4-dr., $1,800, | 

CHEVROLET—'49 FL Deluxe 4-dr., 2 at 
$1,650, $1,550: SL Deluxe club coupe. 2 
at $1.540; 2-dr., $1.625; conv.. $1,700; 
half-ton pickup, $1.200. °48 SM 4-dr.. 
$1.175; FM 4-dr., $1.180, $1.175, $1.000: | 
elub coupe, $1,255: FL aerosedan. $1,400, | 
$1.360. $1.325. $1,275. °47 FM 2-dr., $1.- 
100. $1,025: SM 2-dr.. S975: FL 4-dr., | 
$1,125. '46 SM 4-dr., $775. '41 SD 4-dr.. 
$600. '40 4-dr., $600 

CHRYSLER — ‘49 Roval 4-dr., $2,100: 
Windsor club coupe. $1.990. '48 Windsor 
4-dr., $1.430. '47 Windsor 4-dr.. $1,175; 
club coupe, $1,150. '46 Windsor 4-dr., 
$1.050. 

DeSOTO—'49 Deluxe club coupe, $1,875. 
"46 Custom 4-dr., $1,020 





DODGE—'47 Custom 4-dr., $1,200; Deluxe 
4-dr., $1,000. 

FORD—'49 Custom (8) conv., $1,835; club 
coupe, $1,3 2-dr., $1,635, $1,450: (6) 





2-dr., $1.410, $1,250; (8) half-ton pickup 
$1,300, 2 at $1.262. $1,175. '48 SD (8) 
station wagon, $1,100: (6) 2-dr., $1,050; 
Deluxe (8) 2-dr.. $920. '47 SD (8) 2-dr 
$1.105, $800; Deluxe (6) 2-dr., $775. '46 
SD (8) 2-dr.. $850, $810; (6) 2-dr., $850 
$705. '42 (8) 2-dr., $650. '40 SD 2-dr., 
$675; Deluxe 2-dr., $700. '39 Deluxe 
2-dr., $580. 

HUDSON—’49 Super (6) 4-dr., $1.450. ‘48 
Commodore (6) 4-dr., 2 at $1.300. 

MERCURY—'49 4-dr., $2,050, $1,775. $1.- 
625; club coupe, $2.00; conv., $1.675, ’48 
conv.. $1,275; 4-dr., $1,000. '47 conv. 
$1.125. 

NASH—'48 Ambassador 4-dr., $1,250. 

OLDSMOBILE—’'49 (88) 2-dr., $1,950. ‘48 
(98) 4-dr., $1,700, 

PLYMOUTH—'49 SD 4-dr., $1,600 "47 
SD 4-dr., $1,000. $925. '46 Deluxe 4-dr., 
$650; SD 4-dr., $950; club coupe, $1,100 

PONTIAC—’49 Streamliner (8) sedanette, 
$2,300. '48 Streamliner (8) sedan coupe, 
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line. Millions of motorists 
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Used-Car Notes 





ST. LOUIS.—Prosecuting Attor- 
ney William C. Lochmoeller is in- 
vestigating the possibility of prose- 
cuting used-car dealers who fur- 
nish customers with improper state 
license plates. The move came 
about when a case was called in 
Judge Louis Comerfort’s division 
of the local court of criminal cor- 
rection. 

A defendant charged with dis- 
playing improper plates testified 
they had been furnished by the 
dealer from whom he bought the 
car. He had been given a set of 
“in-transit” cardboard plates. 

Lockmoeller said he believed no 
dealer had the right to furnish 
such plates. He said the law pro- 
vides a purchaser may obtain a 
regular motor dealer plate for a 
deposit of $10.50 which he may use 
for only 15 days until he obtains 
his own license plates. 

At the expiration of the 15-day 
period, he may return the dealer 
plates and receive his deposit. 
Judge Comerfort said several de- 





fendants brought before him had 
been using 1948 plates furnished 
by dealers. 


2 Cleveland Lots Charged 
With False Advertising 


CLEVELAND.—Following months 
of investigation, the Cleveland Bet- 
ter Business Bureau has charged 
two Euclid Ave. used-car lots with 
advertising bargain prices for cars 
that can’t be located. 

Named were Abby Motors, Inc., 
and State Auto Sales, Inc. Report- 
ing in its bulletin, the bureau said 
shoppers never caught up with the 
advertised cars. Owners of the two 
lots maintained they fired salesmen 


who supplied the false information. 
+ + . 


Ex-Dealer Pleads Guilty 


To Finance Racket Counts 
SCRANTON, Pa.—A former 

used-car dealer, George M. Bates, 

of Plainfield, N. J., was free on 
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NEW INTERNATIONAL ‘PULPWOOD SPECIAL’ MOTOR TRUCK—It is reported to be 


doing a satisfactory job of hauling in the 


work for two owners in the vicinity of Brunswick, Ga. Features said to make the KBS-6 
International pulpwood special differ from the standard KBS-6 are heavy-duty grille guard 


in front, reinforced tow loops, both front 


wheels, reinforced frame, springs with extra leaves, special oversize two-speed rear axle and 
tail-light guard. Tires front are 8:25 by 20 and 9:00 by 20 rear. 


$3,000 bail bond here last week 
after pleading guilty to charges of 
conspiracy and obtaining money 
under false pretenses in connec- 
tion with an alleged illegal auto- 
mobile racket. 

Sought on a warrant containing 
similar charges was Clayton E. 
Sebring, former manager of the 
local office of the Seaboard Con- 


tough conditions that prevail in this type of 


and rear, reinforced fenders, heavy-duty disc 


sumers Discount Co. Authorities 
said Sebring arranged loans at the 
finance firm for Bates on used cars 
which Bates never actually sold. 

* * * 


Cleveland Assn. Elects 
Lazzaro as President 


CLEVELAND. — Charles Lazzaro 
has been elected president of the 





TRUCK SECTION 


Used Car Dealers Assn. of Cleve- 
land. He will fill out the unexpire 
term of Sam Greenfield, who re- 
tired. Secretary-treasurer is Harry 
Halpert of Euclid Auto Sales. 
= . 7 

Westgard Moves 

DENVER. —Carl C. Westgari, 
who has been associated with 
Howard Stark in Stark Motor Co. 
for two years, has become assis- 
tant sales manager of McCarty- 
Batterton Motor (Lincoln-Mer- 


cury), Denver, in charge of the 
| used-car operation. 
+ oJ > 


Stiff Murder Penalty 

AMARILLO, Tex.—S. C, Couch, 
|local used-car dealer has _ been 
|sentenced to 50 years in state 
|prison for the shot gun slaying of 
|his business partner Jesse F. Ten- 
neson Nov. 10, 1948, Couch’s at- 
| torneys plan to appeal. 








Pension Findings 
Of Steel Board 
Held Impractical 


DETROIT.—The pension recom- 
mendations of the steel fact-finders’ 
board have been termed unwork- 
able and “a complete phony” by 
Frank Rising, general manager of 
the Automotive & Aviation Parts 
Mfrs., Inc. 

The board’s findings are that 
pensions should be limited in .net 
cost to a maximum of $120 per 
year or 6 cents per hour on a basis 
of a 2,000-hour work week. This 
cost is to be paid by the company. 

Rising basis his objections on 
this clause. He stated that at six 
cents for 2,000 hours it would take 
about 80 years to build up enough 
annuity stake to float the pension 
plan’s cost. 

“If the companies accept this 
plan,” Rising said, “it would col- 
lapse in about two years because 
there wouldn’t be enough funds to 
pay the pensions. Therefore, in my 
opinion, the six-cent level is much 
too low and Phil Murray was in- 
viting trouble in accepting it. 

“The stupidity of the report is 
not the worst feature, however, 
What is worse is that there is a 
report at all. Here are three men 
(the board), surrounded as they 
say in their statement by “a welter 
of controverted fact and theory,” 
yet bringing out a unanimous 
batch of guesses which is to be 
accepted by everyone as the new 
way of life.” 









How to parry the thrust 


im your secret transmission 


IT you have a new transmission in 
the planning stage, here’sa thought 
worth considering before you com- 
plete your design: You can eliminate 
thrust bearings and washers and keep 
the design simple by using Timken 


tapered roller bearings. 


Timken bearings carry both radial 
and thrust loads in any combination. 
They hold moving parts in rigid 
alignment, eliminate deflection and 


end-movement. Wear is kept to a 


minimum. And when gears are used, 
Timken bearings keep gear teeth 
meshing smoothly and quietly. 


The tremendous load carrying ca- 
pacity of Timken bearings permit the 


ishment than any 


use of minimum-sized bearings, make 


space saving possible. Due to their 
tapered design, they can be taken up 
during assembly, permitting wider 
machining tolerances in surrounding 


parts. 





All but two cars use Timken bearings on 
the pinion. Here’s a typical application. 


TIMKEN 


TRADE MARK REG. UV. &. PAT. OFF. 


TAPERED ROLLER BEARINGS 


industry for 


Timken bearings will do for your 
automatic transmission what they 
have been doing for years on pinions. 
The pinion bearing takes more pun- 


other bearing in __ ing reliability. 





4 
NOT JUST A BALL C) NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER > BEARING TAKES RADIAL AND THRUST —-@)— LOADS OR ANY COMBINATION we 


the automobile—and all but two makes 
of passenger cars now use Timken bear- 
ings on the pinion. 


The Timken Company has been 
closely allied with the automotive 


gineering facilities are available to 
help you with your newest design. 
For assistance with any bearing 
problem, phone TRinity 5-1380 in 
Detroit. Or write The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable address: ““TIMROSCO”. 


NOTE TO P.A.'S. Because every step of the manufac- 
ture of Timken bearings is controlled within our 
company... because our vast manufacturing facilities 
are widely dispersed... you will find The Timken | 
Roller Bearing Company a supply source of outstand- 


f] 
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ow 
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fifty years, and our en- 





| 


50th birthday of the 
company whose | 
Nl) products you know by | 
the trade-mark: 
TIMKEN 
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N.H. Toll Road 
Due by June 


CONCORD, N. H. (UTPS).—The 
$7,500,000 Portsmouth-Seabrook toll 
highway will be completed by June 
1, 1950, Highway Commissioner 
Frank D. Merrill has reported to 
Gov. Sherman Adams. 


Merrill appeared before the 
executive to ask authority to have 
the toll road lay-out commission 
acquire necessary land in Ports- 
mouth to complete an extension of 
the highway in a section of that 
city which was not included in 
original plans. 





Buffalo May Prohibit 


TV in Driver’s View 


BUFFALO. — Television sets in 
motor vehicles would be prohibited 
in Buffalo under an _ ordinance 
amendment, a councilman said he 
would sponsor at the next council 
meeting. 

Carrying a clause asserting the 
need for immediate passage, the 
amendment would ban TV in 
motor vehicles when so placed as 
to be operated or viewed by the 
driver, 


For British Cars 


Publication of a catalog descri)- 
ing the complete line of automo- 
tive accessories manufactured >y 
Wingard (M. A.), Ltd., Kingshem 


|Rd., Chichester, England, has ben 


announced by the company. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No, 1 Industry .. . an esti- 





mated more than 100,000 readers weekly 
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1 SECTION 


FORD'S HEAVY-DUTY PARCEL-DELIVERY ADDITION—Ford is now producing this F-5 | 
heavy-duty parcel-delivery chassis. Body builders in all parts of the country are said to 
manufacture bodies to meet user's requirements. 


Heavy-Duty Parcel Delivery 
Being Produced by Ford 


DEARBORN. A heavy - duty | pounds capacity, The full floating 
Ford parcel delivery chassis is now | rear axle is of 10,800 pounds capac- 
being produced on special order for |ity. It has spiral bevel-gear drive 
vehicles with 350 to 450 cubic foot | With straddle-mounted pinion and 
body capacity in multi-stop delivery 7° 
service, J. D. Ball, manager truck 
and fleet sales department, Ford 
division, announces. 

The forward-control type chassis | 

of 134-inch wheelbase is produced | 
with grille, windshield and front- 
quarter windows, easy-access en- | 
gine cover and tilting driver’s seat. 
Body builders can supply roof, floor, 
side and rear panels, doors, shelv- 
ing or other specia! equipment re- | 
quired in the type service expected | 
of the vehicle, Ball said. 

The F-5 parcel delivery will 
accommodate 10% to 12%-foot 
delivery bodies. Principle advan- 
tage of the heavy-duty unit, Ball | 
pointed out, is that it provides | 
big-truck load | 
small-truck driving 
compactness, 

“For example,” he said, “a 12%. | 
foot body can be built on the F-5) 
parcel-delivery chassis, whereas a 
conventional truck with cab of the 
same wheelbase will accommodate 
only a nine-foot body. 

“The larger load capacity makes 
it possible to handle bigger routes. 
Extra height permits easy handling 
of tall packages and items such as 
garment bags which must hang) 
clear of the floor. 

“Larger routes become more 
profitable and other opportunities | 
to expand business volume are | 
made possible. Time consuming re- | 
turn trips to reload are reduced.” | 


The F-5 parcel delivery is pow- 
ered by the Rouge 226 Ford six- | 
cylinder truck engine which de- 
velops a maximum of 95 horsepower 
and 180-pound feet torque. The} 
compression ratio is 6.8 to 1 and 
the piston displacement 226 cubic | 
inches. 

Many features contribute to 
driver comfort and convenience, 
Ball stated. The _ gearshift, 
mounted on the steering column, 
makes shifting easier and helps 
clear the floor, Fresh air intakes, 
one on each side, have individual 
regulators to control volume of 
incoming air. The driver’s seat 
tilts forward to clear the aisle. 
Low floor-to-ground height and 
extra interior room enables the 
driver to work his load from the 
inside, faster, easier and with 
greater safety, he said. 

The heavy-duty three-speed 
transmission has helical gears and 
synchronizers in second and third 
speeds; sliding spur gears in first | 
and reverse. All gears are forged 
from heat-treated alloy steel. Roller 
and ball bearings are used in all 
forward speeds. Gear ratios are: 
first, 3.714 to 1; second, 1.871 to 1; 
high, direct; reverse, 4.588 to 1. 

The heavy-duty double-channel 
frame is extended at the front for 
direct attachment of a _ channel 
bumper which becomes, in effect, 
an extra cross member, giving in- 
creased strength and _ rigidity. 
Depth of the side members is 7.08 
nches; flange width 2.79 inches; 
thickness 0.25 inches maximum 
section, tapered front and rear. An | 
inside channel reinforcement, 6.58 | 
9y 2.21 by 0.125 inches, extends 
from front to rear springs. 


The wide-truck front axle, per- 
nitting easy maneuverability, is a | 
1eavy, drop-forged heat-treated al- 
loy steel modified I-beam of 4,500 
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| ring- gear thrust plate. The four- 
pinion differential has _ steel-side 
and pinion-gear thrust washers. 
| The rear-axle shaft diameter is 1.75 
inches at the spline. Roller bearings | 
jare used throughout. The standard | 
| gear ratio is 6.67 to 1, with optional | 
|ratios of 5.14 and 5.83 to 1. 
Semi-elliptic springs all around 
are of alloy steel with front 
springs 38-inches long and 2.25- 
| inches wide, shackled at the rear. 
| Rear springs are 45-inches long, 
2.5-inches wide. Spring capacity 
front, 
| 4,300 


is: 
rear, 


(at normal deflection) 
2,050 pounds each; 
pounds each. 

Forward-control steering is the | 
| heavy-duty fore and aft truck type | 
| mounted ahead of the front axle. 
| Ratio is 20.4 to 1. A short, solid-type 
drag link and automatic type tie- 
rod ends are used, with the latter 
being equipped with dust shields. 
The three-spoke wheel is 18 inches 
in diameter. Turning radius is 23 | 
feet. 

Service brakes are hydraulic, in- 
dependently anchored two-shoe 
type, 14 by 2 inches, front and 15 
by 3.5 inches, rear. Lining area is 
302 square inches. Brake drums are 
cast iron fused to steel-drum discs, 
demountable from hubs. 
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ATA Approves 
Proposals on 


‘Transfer Rule 


WASHINGTON.—In a letter to| 
lw. P. Bartel, secretary of the Inter- 
| state Commerce Commission, Edgar 
S. Idol, general counsel of the 
|American Trucking Assns., ex- 
|pressed approval of a_ proposed 
|}change in ICC rulings governing 
|transfer of operating rights. Idol 

|said, however, that a more specific 
| definition of “dormant” must be in- 
|cluded in the new rule. 

Idol’s letter said in part: “Amer- 
jican Trucking Assns., Inc., is op- 
posed to any transfer of operating 
| privileges which have been dorm- 
ant for a period of two years or 
more. The proposed amendment to 
Rule 179.1(c) provides that a trans- 
fer of operating rights will not be 
| approved if the commission finds 
that the transferor has discontinued 
operations under such operating 
rights.” 

ATA recommended the passage 
be changed to read: “if the com- 
mission finds that operating au- 
|thorities sought to be transferred 


| nave been abandoned for a period 
of two years or more.’ 

| Idol’s letter also requested the 
| commission to consider amending 
| section 179.2(b). This rule now pro- 
| vides that notice of proposed trans- 
|fers be given to the commission, 
it’s district directors and state 
boards or commissions. ATA be- 
lieves that notice should also be 
given to competing carriers in order 
that those having grounds for op- 
position may have an apportunity 
to be heard. 


Buffalo Group Rules 


Weight Ban Useless 


BUFFALO.—The legislation com- 
mittee of the Buffalo common 
council has filed away a _ resolu- 
tion which would limit the weight 
of trucks using city streets to 30,- 
000 pounds. 

It was explained that the pro- 
posed legislation was unnecessary 
because of existing state and local 
laws limiting truck weights. By 
filing the resolution, the committee 
virtually | killed it. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in eee ae Ww nation’s capital every week. 


Money-Saving Planetary Gearing 


is Available only on 


EATON 





AXLE 








s 


Eaton's exclusive planetary gearing distributes 


gear-tooth load, 


reduces stress and wear on 


gears and bearings, adds thousands of miles 
to axle life, holds maintenance costs to a mini- 


mum. Slower planetary gear movement makes 
for easy shifting and silent operation. Available 
for most trucks of the 1 /2-ton class and larger, 
Eaton 2-Speed Axles give extra pulling power 


Villion 
aC ala 
ah 


and engine wear. 
ut hase 


combined with high speed; save time, fuel, oil, 
They more than pay for 
Ask for a road demonstration . 


see the Eaton advantages for yourself. 


Axle Division 


CLEVELAND, OHIO 


EATON MANUFACTURING COMPANY 


PRODUCTS: SODJUM COOLED, POPPET, AND FREE VALVES « TAPPETS *« HYDRAULIC VALVE LIFTERS « VALVE SEAT INSERTS « ROTOR 
PUMPS « MOTOR TRUCK AXLES « PERMANENT MOLD GRAY IRON CASTINGS » HEATER-DEFROSTER UNITS » SNAP RINGS « SPRINGTITES 
SPRING WASHERS * COLD DRAWN STEEL * STAMPINGS « LEAF AND COIL SPRINGS « ‘(DYNAMATIC DRIVES, BRAKES, DYNAMOMETERS 
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By George Deery 
Associate Editor 

Highlights of the top football 
games each week will be televised 
from specially edited films over 
television stations of the Ameri- 
can Broadcasting Co. sponsored by 
Chrysler sales division under a 13- 
week contract. 

These half-hour 
grams, titled Touchdown, will be 
televised on Friday nights over 
WJZ-TV, New York key station of 
ABC, and WMAL-TV, ABC-TV’s 
affiliate, in Washington, from 7:30 
to 8 p.m., EDT, starting Sept. 23. 

Touchdown, which will include 
the key plays in leading college 
and professional football games of 
the previous week, also will be 
televised by WXYZ-TV, ABC's De- 
troit key station, on Wednesday 
nights from 7:30 to 8 p.m., EDT, 
starting Sept. 21. 

In addition, the division will 
sponsor National Pro Highlights, 
over WENR-TV, ABC’s Chicago 
key station, on Friday nights from 


weekly pro-| 





Affecting Factories and Dealers . . . 
Auto Advertising 


7 to 7:30 p.m., 
| Sept. 30. 


EST, starting 


* + + 

It’s ‘Veep’ O'Neill Now 

Appointment of Ronald S. O’Neill 
as a vice-president of Ross Roy, 
|Inec., Detroit national advertising 
agency, was an- 
nounced last 
week by Ross 
Roy, president. 
O’Neill, who has 
been associated 
with the adver- 
tising business 
for many years, 
joined the Ross 
Roy agency in 
March, 1938. 
Since then he has 
been engaged in 
creative work on national and 
trade paper advertising and mer- 
chandising, and currently is as- 
signed to the Dodge truck account. 





R. 8S. O'Neill 





He is a native of South Bend 
and alumnus of Notre Dame. He 





back to buy again.” 


says Mack Dealer 
CHARLES M. O’SHEA 


/ 
/ 


“Mack trucks are in a class by themselves,” says Chiastes 
M. O'Shea, owner of Universal Auto Repair Co., Mack 
dealer in Trenton, N. J. “When you sell a Mack, you 
close a deal that gives full satisfaction to buyer and 
seller alike. You gain a customer who’s bound to come 


Mr. O’Shea knows whereof he speaks. Since 1933, when 
he first took on the Mack franchise, his business has 
shown a sound and consistent growth — aided in no 
small measure by repeat orders from satisfied Mack 
owners. From a first-year total of ap- 


proximately $50,000. his sales 
and service have increased un- 
til today he does an annual 
volume of close to a half mil- 
lion dollars. What’s more — 


IT’S PART 


| PARTS ~ BUSES Ma, 


bi 





















began his career as a reporter on 
the South Bend Tribune. 

+ + * 
Times Review 
The New York Times has 
started promotional work on its 
| Annual Review and Forecast of 
U. S. Business, Industry and Fi- 
nance, which will come off the 
presses next Jan. 3, according to 
| Monroe Green, advertising direc- 
tor. The Times forecast section 
on international trade and in- 
dustry will be published the fol- 
lowing day. The 1949 issue of the 
review of domestic commerce had 
40 pages. 


* * * 


Assist From Uncle Sam 


The addition of a permanent ad- 
visory committee on the advertis- 
ing industry to the U. S. Depart- 
ment of Commerce has been 
announced, with Paul 
president of the National Assn. of 
Advertisers, as temporary chair- 
man. It is said to be the first step 
toward organizing an advertising 
service unit in the department. 

Secretary of Commerce Charles 
Sawyer said: “Advertising plays 
such a fundamental role in ad- 
| vaneing our economy and helping 
| to keep it healthy that I am estab- 





B. West, | 


had been cut out. 
souvenir of the occasion. 
with Don Bennett, his sales promotion man, 


aul Rose, head 


it the attention and service tha 
it merits.” 
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Cadillac Saga 


Tired copywriters might feel a 
sudden urge of pep when they 


+ * 








read that James Adams, presi- 


dent of MacManus, John € 





because of higher dollar volume per unit sale — Mr. 
O’Shea has been able to handle his expanded business 
without any disproportionate increase in overhead cost. 


Like the trucks they sell — Mack dealers the country 


over are “in a class by themselves.” 


competition with trucks that are 


They meet and beat 
accepted leaders in 


their field. They concentrate on profitable dollar volume 


... not unit volume. They make 


more fleet sales . 


*e 


more diversified sales, too, because they sell a complete 
line of gasoline and diesel-powered trucks that meets 
the hauling needs of practically every line of business. 
And year-in, year-out, they’re assured of profitable repeat 
business based on owner satisfaction with dependable, 


economical Mack performance. 


Mack franchises are still available in a number of large 


communities. For information on 


your territory, write 


to Wholesale Department, Mack Trucks, Inc., Empire 
State Building, New York 1, N. Y. 


OF THE LANGUAGE: 








| _HOW NOT TO FORGET A CONVENTION—Grand River Chevrolet of Detroit sponsored this 
stunt at the Michigan Trucking Assns.' convention in Traverse City, Mich. 
invited to stand behind the reproduction of a Chevrolet truck front 


lishing a specialized unit to give| 
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at right. 
aanenie - repc 
Adams, Detroit agency, has writ- = 
t| ten more than $100,000,000 worth find 
of ad copy. nore 
| In a recent issue, “Advertising tion 
Age” points out that only two shot 
men have written Cadillac copy Th 
in the past 40 years. They are ail 4 
Adams and the late Theodore lurin 
MacManus, one of the founders carrie 
of the agency. The agency also matte 
handles Pontiac. the c 
* * + Thi 
| Gauen Goes to Y & R form 
Richard E. Gauen has joined ind 
| Young and Rubicam, Inc., in the subm 
j}agency’s Chicago office. Gauen, ar 
public relations manager of Hud- An 
son since 1946, or A 
has been associ- oe 
ated with auto- ATA, 
motive advertis- a. 
ing and public re- ‘eae 
lations since 1937, aan 
when he joined on 
J. Stirling Getch- aa 
ell, New York, he A 
following gradua- , pee 
tion from the An 
University of Illi- ers | 
a nois. He came to , 
| & 5. Gaem Detroit in 1938 as oe 
| publicity director on the agency’s nesse 
|automotive accounts. unior 
| From 1939 to 1943 he was asso- nesse 
|ciated with Nash-Kelvinator, first pract 
}as director of the Kelvinator press tensi 
|bureau, then as director of the safet, 
| Nash - Kelvinator press bureau. This 
| Gauen served as a lieutenant (j.g.) ne e 
|}in the Navy during World War II. espit 
|Following separation from the TA ¢ 
service he joined Hudson. ontra 
* + + ommi 
Peace in Chicago . 
Printers on strike against dailies ! fotor 
|in Chicago are expected to return ross ¢ 
|to their jobs soon as a result of the subs 
settlement of the 22-month strike hieles 
|in that city. A spokesman said they hicles | 
|must be back on the job within 15 In tl 
\days in order to retain their ‘easing 
| seniority. ifety 
| The International Typographical said, t 
Union (AFL) had asked for a irisdit 
weekly raise of $14.50, but settled vhich 
|for $10. There were 1,600 members asing 
(on strike. rm b 
| Since the walkout, the news- Citin 
|papers have been printed with a posal ¢ 
substitute process. It is estimated Manni 
ithat it will take several weeks to ‘almec 
convert back to the standard onside 
method. even ™m 
ies In sc 
° ° he col 
Manages Pontiac Promotion Thad 
L. W. Ward, general sales man- vhich 
ager of Pontiac, has announced yrevale 
the appointment of Leslie W. On thi 
Walker as sales mendat 
promotion man- ibuses 
ager. Walker has ation 
| been parts sales leased + 
manager. His ap- idopted 
pointment as sales An 
| Promotion man- shown 
jager, a newly- transp 
are post, is for 30. 
another step in ‘ 
Pontiac’s overall pow 
preparation for ‘ 
|the return of _— L. W. Walker Deale 
|competitive selling,” Ward said. J 
Walker joined General Motors in In Sar 
}1928. He has served in various SAN 
capacities in Chicago, Wichita, S San Fe 
|Louis, Syracuse and New Orleans. Dealers 
|He joined Pontiac in October, 194%. Harry I 
| He is a native of Adrian, Mich. The 
| es ee poasts 4 
- ast wer 
Harris-Sauer Names Two Knight 
| Harris-Sauer, Inc, (Ford), 144 W. 
|7th St. Erie, Pa. has appointed i. AUTOM 
| John J. Crooks as truck sales man- ae 
jager and Leo J. Knablein as man- mated moi 






ager of the used-car department. 
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TRUCK SECTION 





WASHINGTON. — The National 
Committee on Truck Leasing of the 
American Trucking Assns. has 
charged that an Interstate Com- 
merce Commission examiner “ig- 
nored” its industrywide study of 
leasing operation in proposing rules 
to govern vehicle leasing and inter- 
change. . 

The rules, proposed by Examiner 
H. C. Lawton in Ex-Parte MC-43, 
were under heavy fire during a 
two-day meeting of the committee 
at ATA headquarters here. The 
meeting was called by D. L. Suth- 


ATA Hits Lease Proposals 


Committee Charges Its Industrywide Study 
Was Ignored by ICC Examiner 





mileage operated by these car- 
riers. It was estimated that $34,- 
000,000 would be required to pur- 
chase the equipment now oper- 
ated under leasing arrangements. 
While the committee went into 
the examiner’s report, Edgar S. 





Idol, ATA general counsel, re- 
quested the ICC for an extension 
of time of the date, September 26, 
for filing exceptions to the report. 

James F. Bowman, manager of 
the Household Goods Carrier Con- | 
ference, announced a meeting of 
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ONE FOR CHIEF, TOO—Chief Fitzgerald, of the Asheville (N. C.) fire department, 
accepts delivery of a 1949 Pontiac from Harry Blomberg, Asheville dealer. The 1948 sedan | whistle after all, 
at left is used by the assistant chief. Standing beside Blomberg are district manager W. R 
Stallings and Charlotte zone service manager R. A. Jerrue. Both cars were purchased 


through competitive bids. 
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Truckin’ 


(Continued from Page 39) 


car should have a whistle signal. 
They’re more important than a 
lot of expensive gadgets you'll 
find on cars. It’s terribly embar- 
rassing to spill gas on cars and 
most new cars are hard to fill.” 
And another got right to the root 
of his sales problem with “I don’t 
think the car owner appreciates the 
signal as much as the service man.” 
But then 358 out of 494 owners 
questioned said that the whistle on 
their tank had a tendency to make 
them “fill ’er up” rather than ask 


|for a specific number of gallons, so 


car owners must appreciate the 


* * * 


RS. MABEL HAWKINS, the 


household goods carriers will be | 
held at the Sheraton hotel, Chi- 
cago, today (Sept. 26), to investi-| before final exceptions to the ex- | with the ATA report except in the 
gate the proposed ruling. He said |aminer’s report are filed. |trip leasing provision, would be 
the discussions probably would|  R. J. McBride, of the Regular |considered at the annual meeting 
center on three conclusions in the| Common Carrier Conference, said | of the group in Boston. Oct. 21. 


‘YE surviving wife of one of the 
greatest automotive sales managers, 
| passed away in Detroit last week at 
62. Norval Hawkins was the sales 
manager of Ford Motor in the 
1920s. 


erland of New Britain, Conn., chair- 
man of the committee. 

After analyzing the examiner’s 
report, the ATA group seriously 
objected to the fact that in the 
examiner’s general discussion and 





: almost completely ig- |¢X@miner’s report — compensation, | his group did not plan to file | At the Interstate Commerce oo...) ie 
eel Lecanto a leasing equipment “with drivers” | separate exceptions to the report, | Commission, it was said that if any ° 
, and minimum-lease terms, | preferring to follow the ATA | exceptions were filed to the report Austin—T oronto 


tions as to the regulations which 
should be adopted. 
The recommendations were based 


‘ i th grass-root study of |“ 5 
ail runeets at che leasing uation, being canvassed for their opinions | tion of the group, which went along | prepared for Division 5. 


Frank Floyd, manager of the| position. prepared by Examiner Lawton it Austin Auto Sales, 2800 Danforth 
Local Cartage National Conference, V. H. Kennedy, of the Contract | would automatically kill the report | Ave., Toronto, has been appointed 
said members of his conference are Carrier Conference, said the posi-|and a new report would have to be/|an Austin dealer by Austin Ontario 
Motors, Ltd., Toronto. 





luring which time hundreds of |~ 
carriers expressed opinions on the 
matter of 13 hearings throughout 
he country, the ATA stated. 

This distillation of opinion 
formed the basis of the findings 
and recommendations which were | 
submitted and approved at the ATA | 
onvention in Washington last fall. 

An ICC hearing was set originally | 
for April, 1948, but was postponed | 
six months at the suggestion of | 
ATA, which requested additional 
time to gather all shades of opinion. | 
After having been granted the addi- | 
tional time, the committee sharply | 
esented the treatment of its) 
recommendations by the examiner, | 
nd contended he merely recited | 
ae ATA position and then ignored | 
-s completely. 

Another aspect of the examin- 
er’s report which the committee | 
termed objectionable was the con- | 
clusive opinion expressed by wit- | 
nesses for the AFL Teamsters’ | 
union and other independent wit- 
nesses to the effect that leasing | 

| 





“Reo's New Model E-22 with 
Gold Comet Power* offers 
the best money-making 
opportunity for dealer 
and owner that | have seen 

tn 32 years of truck 
experience,” 


practices are responsible for ex- 
tensive violations of the ICC’s 
safety regulations, | 
This testimony was adopted by | 
ne examiner, the group argued, | 
espite the evidence introduced by 
.TA and numerous carriers to the 
ontrary. This ATA evidence, the} 
ommittee said, was supported by 
n extensive survey made by W. Y. 
lanning, director of the bureau of 
)fotor Carriers, who testified under 
ross examination that “there is not 
substantial difference in the ve- 
hieles leased for hire, and the ve- 
hicles owned for hire.” 
In the absence of any proof that 
easing practices are responsible for 
ifety violations, the committee 
said, the ICC does not have the | 
irisdiction to pass_ regulations 
vhich would in effect prohibit the 
asing of equipment on a short- 
rm basis. 





Ben Hausman, Reo distributor in Louisville, 


Senin; diem, Mie take Gk Gates: Sateen Similar reports are being received from all over the 
hauls a 26,000-lb. payload with gas consumption country. A distributorship or dealership may be open 
averaging 7.2 m.p.g. The driver says this is the 


Geis doiih Hendin sete iaiinall in your territory. Write, wire or phone the Sales Depart- 


ment, Reo Motors, Inc., Lansing 20, Mich. 





Citing how the examiner's pro-| 
,»0sal closely paralled the report by | 
Blanning, the trucking assembly | 
laimed the examiner had not even | 

msidered its recommendations on 
even minor points. 

In scoring the examiner's report, 
he committee emphasized it was 
nxious to see regulations adopted 
vhich would correct abuses now | 
yrevalent in the leasing situation 
On this point, they felt its recom- 
mendations for correcting these | 
ibuses without disrupting the op- 

ation of carriers which employ | 
‘eased equipment should have been | 
idopted by the examiner, 

An ATA presentation has | 
shown that leased and purchased | 
transportation vehicles accounted 
for 30.3 percent of the total units 
operated and 32.4 percent of the 


Dealers Group Formed 


In San Fernando Valley 


SAN FERNANDO, Calif. — The 
San Fernando Valley Automobile | 
Dealers Assn. has been formed with | 
Harry Dow as president. 

The organization, which now} 
boasts 48 members, held a banquet | 
last week, with Lt.-Gov. Goodwin | 
Knight invited as guest of honor. | 


\UTOMOTIVE NEWS, the Newspaper of 


the Industry, read by everyone who counts | 
in America’s No. 1 Industry. . . 


an esti- | 
mated more than 100,000 readers weekly! 


TT Le 





Reo’s new Model E-22 with Gold Comet 
Power is showing truck operators new 
heights in performance, economy and 
speed. O. H. Smith, Reo district repre- 
sentative, congratulates Ben Hausman, 
Louisville Reo distributor, on an excel- 
lent promotion. 


% The new Reo Gold Comet engine of 
331-cubic-inch displacement develops 
more usable horsepower at the rear 
axle than any other six- or eight-cyl- 


inder gasoline truck engine of com- 


parable displacement. 
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Improvements Noted in Providence, Worcester . . . 
Critical-Area Reports 
Eprror’s Nore: The _ federal 


government has listed 31 cities 
in the nation as critical unem- 
ployment areas. To find out how 
auto dealers in these areas are 
faring, Automotive News has as- 
signed several of its correspond- 
ents to gather data. Herewith are 
reports from Providence and 
Worcester, Mass.: 


By Jack Sullivan 
Staff Correspondent 


DROVIDENCE. (UTPS) — Provi- | 


| 


| 


dropped slightly, but there has been ,partment of public works, as well | 
jas traffic checks over Rhode} 
|Island’s two toll bridges and ferry | 
| system, indicate that people this | 
|year went places in greater num- 
bers and with greater frequency. 
The significance of this, the 
| optimists say, is this: a great 
and awaiting such an event. A number of these travelers were 
significant factor now is that | Rhode Islanders, therefore the 
price, as well as quality, is a | Wear and tear on cars, parts and 
prime consideration in buying, tires will necessitate replace- 
dealers say. ments in the months ahead. 
Used-car dealers are confident| Then, there is a clamp-down by 


no apparent cut in wages. 

On the whole, business in the 
automotive field here, although 
spotty, is not bad. Dealers define 
it as a period of readjustment, 
with people of the opinion that 
prices are due for a drop soon 


dence may be a critical area as|that the used-car market will hold | police on cars plying the highways 


far as unemployment is concerned 
—and many believe it the hardest 
hit of any in the country—but auto- 
mobile dealers generally are scan- 
ning the future through rose-col- 
ored glasses. 

Unemployment conditions are due 
primarily to the fact that Rhode 
Island’s textiles are slow, the jew- 
elry industry is hampered by a 
heavy luxury tax and government 
agencies have been curtailed some- 
what. Prices in some lines have 


All for? 614" | 
A Brand New 


FRUEHAUF 
VAN BODY 


Unit 
Built 





*$614 Complete— Mounted and Painted! 


COMPARE it for capacity! Quality of construction! Im- 
portant engineering features! Then compare the price! 
This is typical of the outstanding Body buys available at 
Fruehauf Branches all over the country. Fruehauf Bodies 
are the bargains. of the year. For all Fruehauf bodies are 


custom-quality built .. . 


est in the industry today! 


All Steel! All Welded! And “Unit-Built”! Like the world- 
famous Aerovan Trailers, Fruehauf Van Bodies are stronger 
yet lighter throughout—for bigger payloads . . 
life with less upkeep expense. Welded into one single, rigid 
unit, nothing can work loose, weaken or rattle. Nothing 


can warp or splinter. 


Ready for the road 
in a matter of hours... 


up for a long time. One dealer |with defective parts. Pre-war cars | 
summed up the situation like this: are being scanned with closer in- | 
“There is a very good potential|terest as the annual check-up 
market ready for the honest, able| swings into effect with renewed 
and reputable business man.” | vigor. 
* * * * * * | 

— who express the most | RECENT survey showed that) 
optimism for the overall picture | about 30 percent of the pas- 
marshall some good arguments in|senger cars on the city tax lists | 
support of their views. They point |are at least 11 years old. The col-| 
out that Rhode Island has just had | lection of old cars, however, repre- | 
its best tourist season in years. |sents a valuation of only $1,940,000 | 
Official traffic records of the de-|in the total value of $37,626,860! 





| drive position or the stand-drive position. 


| placed on the 58,169 vehicles of all 
| types, passenger cars included. 


Compare These exclusive, extra value features 





DeKALB JOB FOR FORDS—A new type of step-go stand drive drop frame combination is 


now available in the DeKalb Commercial Body Co. Ford line. The unit, designed for milk, 


bakery and dry cleaning delivery is available on Ford F-3 and F-4 flat face cowl chassis. 
DeKalb controls permit the driver to operate his vehicle from either the conventional sit- 
‘ The controls have a dead-man's control on them 
and are the ee stand-drive controls with the full approval of the National Safety Council, 
the company claims. Other improved features include a 5é-milkcase capacity, rounded 
safety plate glass windshield, 39'/,-inch double rear doors, heavy-duty rear bumper step and 
undercoating compound applied to the payload compartment as well as the understructure 
of the body. P. J. Nugent, sales vice-president, also announced price reductions for the 
entire DeKalb Ford line. DeKalb Co. is in DeKalb, III. 


the city tax rolls show 8,525 

trucks rated as taxable. 

Another sign of the city’s inter- 
|est in motoring is a report issued 
| by the state registry of motor ve- 
|hicles that the 1949-50 automobile 
| drivers’ license rush is piling up at 
a rate three to four times heavier 
than last year. Some of these 
people, both new and _ used-car 
dealers point out, are going to be 
in the market for cars or parts. 

* * + 
— new-car dealers are putting 
on a miniature type of Holly- 
| wood ballyhoo. One showroom has 


In spite of the large and increas- 
ing number of old cars on the high- 
ways, the total valuation on all 
vehicles is at a post-war high, rep- 
resenting an increase of almost $6 
million over the 1948 total. 

In addition to passenger cars, 


= | ,ainted its windows during the 
, bibletuton SS . — _ ‘period of setting the stage for the 
. : > eng . i “ j » 
coin-pressed roof < nels. Structural | Showing of sensational a mod 
freight and taxes extra seams. A double- ~ design gives floor | els.” When the curtain lifted the 
seal against dust, boards extra |response of potential buyers was 
dirt, water. =—— strength without | reported gratifying. 


extra 





2. Extra-sturdy 
tubular steel side 
members. All- 
welded, all-steel 
Aerovan Construc- 
tion combines 
great lightness 
with increased 
strength. 





3. Plywood belt- 
high lining and 
roofing. Provides 
extra protection 
for cargo...extra 
sound-proofing. 


ment. 





Maa 








hit 


Only $614 buys this 12-ft. straight- 
frame Fruehavf Van Body—com- 
plete with tailgate, painted and 
mounted on your chassis. This is 
typical of the outstanding buys 
now available at your Fruehauf 


Branch. 


Fruehauf Bodies are built to the 


ard body options. Your choice in 


mass-production priced—the low- strength, precision “weather-seal” fit. 


You buy no extras! Fruehauf’s amazingly low prices in- 


clude painting and mounting. And 
can mount your new body, paint it 
. longer 


FRUEHAUF TRAILER COMPANY, 


a 


Va ge Ld 





5. Heavy-duty 
pressed - steel 
hinges. Extra- 
sturdy construc- 
tion gives added 
support 
gate or doors. 


6. Deluxe lighting 
and safety equip- 


positive clearance 
markings. 





popular 12-ft., 14-ft., and 16-ft. lengths, with straight frame 
or wheelhousing. And Fruehauf offers you over 500 stand- 


wherever needed—designed into the body for increased 


ready to roll within a matter of hours. No delays! Ask 
your Fruehauf Branch for a “Body Selector Chart” and our 
new price schedule today! Or write to BODY DIVISION, 








weight. | Another new-car dealer had his 
| showrooms festooned in a new de- 
|cor with pennants and bunting 
| attracting plenty of attention. The 
| report there was that the public is 
|showing a more discriminating at- 
|tention this year to new features. 
Newspaper advertising, espe- 
cially in the Sunday press, is 
stressing that there are many 
excellent buys within the reach of 
| the public’s leaner pocketbooks. 
There is an apparent desire on 
the part of new and used-car deal- 
lers here to go out after business 
(‘and to make their optimistic view 
of the picture a reality before snow 
flies. 


to tail- 





Provide 





. * * 

By Harry Stanton 
| Staff Correspondent 
YY ORCESTER, Mass. — Business, 

in general, is picking up in 
Worcester, Although still listed as 
a “critical” area, jobs are becoming 
more plentiful, the gain having 
| been reasonably constant, since the 
low point reached last May. 

This city, third largest in Massa- 
chusetts, always has prided itself 
on its relative immunity from de- 
pressions, due to the wide diversi- 
fication of its industries. 

In the automotive field, the 
recession struck hard, particu- 
larly at the truck industry, but 
did no serious damage to pas- 
senger-car business. However, 
service suffered heavily in both 
lines. 

The truck business hit the tobog- 
gan slide last December, and as 
lone large dealer expresses it: “At 
that time you couldn’t give them 
away.” He added that since May 
“you can now give them away but 
it’s still hard to sell them.” 

+ * * 


‘THE slump went deep enough to 
stop sales even on _ pick-ups, 
which, up to that time, had been 
|moving well. Heavy stuff took its 
initial beating at the same time the 
|bottom fell out of the large ton- 
nage sizes almost everywhere else. 
With the truck market in such 4 
|sad condition, dealers generally 
|were “hungry” and trades, if any, 
|often were practically profitless 
New-car sales still are good, 
| with waiting lists for models of 
| some makes, Trades for postwar 
used jobs are brisk, usually fig- 
ured on the “cash difference” 
basis. Pre-war models are siill 
| bringing more money than cars 
of that age would yield dur ng 
normal times, but far less than 
last year, 
The price difference appears t be 


job—to your job—in 





doors—as many and 


your nearby Branch 
and have your truck 


DETROIT 32, MICH. 


discouraging trading of pre war 
cars for new models but cider 
models offer fair returns v hen 
traded against post-war jobs t ken 
Meer Nerlean Weed in “Thi in trade for new ones. \ 
per “errean Woes m is Although service in new-car « 24!- 
oe Meee Gano = erships is down there has bee" no 
Local Paper. change in wages or other 1m.2jor 








variations in overhead expenses 
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GM Publishes Book 
On Driving Habits 


ENERAL MOTORS has an- 


as a “clearing house” for practical 


nounced a revised printing of |\driving information sufficiently 


“We Drivers,” an illustrated booklet 
in everyday language now available 
to schools, librar- 
ies and individ- 
uals upon request. 

The publication 
is also being dis- 
tributed to new- 
car buyers by GM 
dealers, who place 
a copy in the 





glove compartment of each car./from GM _ engineers, 
Previous printings reached a dis-| specialists 


tribution of about 10,000,000 copies. 
The booklet was written to serve 


Safety Work Gets 
Beecroft Award 
For. N. J. Jurist 


NEW YORK.—Arthur T. Vander- 
bilt, chief justice of the New Jersey 
supreme court, has been chosen as 
the third David Beecroft memorial 
lecturer of the Society of Auto- 
motive Engineers because of his 
‘contributions to safety of highway 
traffic.” 

He will present his lecture Oct. 
20 in the Statler hotel here at a 
djinner meeting sponsored by the 
metropolitan section of the SAE. 


Since 1938 Justice Vanderbilt has | 


been chairman of the national com- 
mittee on traffic law enforcement. 
He also is chairman of the advisory 
committee appointed by the U. S. 
Supreme court to draft rules of 
‘riminal procedure for _ federal 
courts. Until recently he was dean 
of the law school at New York 
iniversity. 


The award was established by the 


ate David Beecroft, one-time pres- 





Street Scene 


The cracker-barrel humor of 
Tennesseans was apparent on this 
roadside poster: “Take Notice: 
Nhen This Sign Is Under Water, 
This Road Is Impassable.” 





jent of the society. Previous lec- 





turers have been Paul G. Hoffman, 
now administrator of the Economic 
Cooperation Administration, and 
Commissioner Thomas H. MacDon- 
ald of the U. S. Public Roads 
\dministration. 

Organizations represented on the 
seecroft Memorial committee in- 
elude the SAE, Automotive Safety 
foundation, American Assn. of 
Motor Vehicle Administrators, 
American Assn. of State Highway 
fficials, International Assn. of 
Chiefs of Police, the U. S. Public 
‘oads Administration and _ the 
\utomobile Manufacturers Assn. 

* « 


Whir Liked | 
Louisville Drivers Favor 


Strict Enforcement 


That Louisville automobile own- 
rs generally favor stiff fines, sus- 
ension of drivers’ licenses, etc., | 
‘as shown when directors of the 
Louisville Automobile Club held a 
linner with Judge J. E. Hutchins 
f the police traffic court present | 
is guest. | 
The judge won praise for fair, 
fearless and strict enforcement of 
the traffic laws, Resolutions were 
ilso adopted holding that Judge 
'futchins “has consistently, in the 
ice of unjustified criticism, decided 
ases involving traffic-law viola- 
ons strictly and fearlessly, but 
iirly and impartially.” 
Judge Hutchins has levied many 
nes of from $100 to $500 and | 
any owners as a result of such | 
convictions have had their licenses | 
suspended. There have been few ap- 
Peals from his decisions, even | 
though the amount involved en- | 
abled many to seek redress in a| 


higher court if he or she desired. 
* . + 


| 
N. H. Toll-Road Plans | 


New Hampshire Highway Com- 
missioner Frank D. Merrill has in- | 
formed the governor and council | 
that the state’s $7,500,000 toll high- | 
Way between Portsmouth and Sea- 
brook will be completed and ready 
for use June 1, 1950. , 





| 





broad to be useful to owners of 
all makes of cars. 

It is not strictly a safety book, 
but safety suggestions are offered 
with other operating information 
on the basis that the satisfaction 
and service that the owner gets 
from his car depend in a great 
measure upon his driving ability. 

Material in the book was drawn 
research 
and proving ground 
technicians, and from’ everyday 
motorists through answers’ to 
questionnaires. 

The book has 11 
“Curves and Turns” tells how 
centrifugal force works against 
cars. “Night Driving:” calls for dif- 
ferent techniques than in daylight. 
“Mist and Fog:” why headlights 
cannot well penetrate these condi- 


chapters. 


tions, and how best to meet them. 


“Our Brakes:” outlines the 
| forces involved in stopping at 
low and high speeds on dry and 
slippery pavements. “Driving on 
Hills:” how to handle a car under 
all conditions on grades. “Power 
and Speed:” why most cars will 
| go faster than most of us ever 
care to drive. 

“Slippery Weather:” how to avoid 
skidding. “City Traffic’: what to 
look out for in town. “Parking:” 
how to back into a short space. 
“Signs and Signals:” the import- 
ance of complying with them. The 
fiinal chapter, newly added, is de- 
voted to the operation of cars with 





automatic transmissions. 
* > > 


Pa.’s Bus, Taxi Course 
Set for Oct. 17-21 


An accident-reduction course for 
supervisors of taxi and bus fleets 
will be given at Pennsylvania State 


College, State College, Pa., Oct. 
17-21. 
Registration fee is $15. Prof. 


Amos E. Neyhart will direct the 


course, 
* * 


N. H. Changes Road Head 


Gov. Sherman Adams of New 
Hampshire, has appointed Gen. 





A safety steering wheel has been 


reported that stops the engine 
when the grip on the wheel is re- 
leased. Wires connected with the 
wheel and the engine are said to 
do the trick. 


Frank D. Merrill to replace Fred- 
eric D. Everett as commissioner of 
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the highway department. Everett 
was then named a special con- 
sultant to Merrill. 

* 7 


Ark. Abandons Plans 
For Toll Highway 


The governor of Arkansas has 
announced abandonment of plans 
for a toll road between Little Rock 
and Benton. 


The decision came after a survey 
revealed that less than half the 
motorists using the route would be 
willing to pay the toll, he said. 


* * * 


Free Turnpike Coffee 


Taking up the Connecticut sug- 
gestion for free coffee to combat 
driver-fatigue, R. B. Maxwell, sec- 
retary-manager of the Pennsyl- 
vania Motor Federation-AAA, has 
suggested in a letter to T. J. Evans, 
chairman of the Pennsylvania 
turnpike commission, that a simi- 
lar service be inaugurated at toll 
stations on Pennsylvania’s 160- 
mile super-highway. 

. s s 


Mass. Studies Toll Road 

Massachusetts’ legislature has 
authorized $150,000 to explore the 
need for a toll highway across the 
state. 
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were understood to be working on 
final details of their new contract 
Thursday—the 11th consecutive cal- 
endar day of sessions between com- 
pany and union. 

The drive for a final agreement 
gained momentum even before 
UAW President Walter P. Reu- 
ther served notice on the com- 
pany that the union would 
consider the contract as can- 
celled, should no pact be reached 
by Sept. 29. 

After Reuther served notice, Ford 
revealed it already had offered the 
union a pension setup embracing 
the “non-contributory” principle ad- 
vocated by the President’s fact- 
finding board in the steel case. A 
company finances the entire plan 
under the “non-contributory” idea. 

* 


LSEWHERE in the auto indus- 

try, Chrysler Corp. employes in 
Michigan were casting “yes” or 
“no” strike ballots in an election 
held under the auspices of the 
Michigan state labor mediation 
board. Briggs workers in the state 
were scheduled to take part in a 
similar vote Oct. 3-5. 

Unlike Ford, Chrysler made no 
effort to influence employe votes 
in the election. Herman L. Weck- 
ler, Chrysler general manager, 
stated the corporation still was 
convinced that its UAW contract 
precluded pension and medical 
plan discussions this year. 
Nearly all the nation’s coal min- 
ers were out of the pits despite the 


AUTOMOTIVE NEWS, SEPTEMBER 
But Steel, Coal Disputes Pose New Threats... 


Accord on Pensions Due at Ford 


(Continued from Page 1) 


fact that Lewis’ grievance was 
aimed solely at the southern bi- 
tuminous operators. Northern and 
western mine owners have contin- 
ued to pay their royalties into the 
welfare fund. 

Coal reserves above ground are 
estimated at 56,000,000 tons. That is 
said to be enough to keep railroads 
and the steel industry going for at 
least a month without hindering 
normal operations. 

* * * 

EDERAL Mediation Director 

Cyrus S. Ching, former United 
States Rubber Co. executive, was 
leading last-ditch attempts to bring 
about a solution of the pension dif- 
ferences between the steel mills and 
Philip Murray’s United Steelwork- 
ers-CIO, But Ching’s first reports 
on the talks in Washington were 
a bleak “no progress.” 

One of the basic points in contro- 
versy stemmed from the insistence 
of the steel producers that their 
unionized employes contribute to 
any pension and health plan funds. 

The fact-finding board recom- 
mended that the steel companies 
pay six cents an hour per worker 
towards the pension plan and four 
cents into a social-insurance pool. 
The board spurned the union’s 
demand for cost-of-living wage 
increases, but expressed its pref- 
erence for a “non-contributory” 
type of welfare benefit plan. 

A statement by Ford said the 
company revised its previous posi- 
tion against economic concessions 
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of any sort following release of the 
factfinding board’s report to the 
President, The company said it in- 
formed the union of its readiness to 
adopt a pension plan on Sept. 15, 
some 3% months after contract 
negotiations were first opened. 

The company statement declared 
the board’s recommendations ex- 
erted an “inescapable national 
effect, whether we agree with them 
or not.” 

“There are many examples of 
pension plans that have gone on the 
rocks because they were financially 
unsound from the beginning,” Ford 
warned. “Therefore, we have in- 
sisted that whatever plan we arrive 
at be financially sound, workable 
and meet our particular situation 
here at Ford Motor Co.” 


* * * 


1‘ union originally asked Ford 
for $100-a-month pensions, a 
medical-care fund and cost-of-liv- 
ing wage increases. The latter de- 
mand went by the boards when the 
steel factfinders flatly opposed 
straight hourly raises at this time. 


Ford now pays 1% cents an hour 
per worker into a group life insur- 
ance plan. The union makes an 
equal contribution to this fund. 

The steel board suggested that 
any dole benefits now being granted 
by managements, such as the Ford 
insurance payment, be deducted 
from the recommended 10-cent 
package of pensions and welfare 
funds. 

Thus, if Ford were to accept 
the board’s plan as a basis for 
its own agreement, the company 
would be obliged to pay 8% cents 
for pensions and any new insur- 
ance fund. 

Reuther’s letter to the company 
last week said six major non-eco- 
nomic issues remained unsettled, as 
follows: production standards, tem- 
porary layoff provisions, work 
farmed-out to outsiders, promo- 
tions, transfers and loans of work- 
ers and committee structure. 

The Ford contract has been ex- 
tended on a day-to-day basis from 
the July 15 expiration date, Reu- 
ther’s notice of cancellation, if ulti- 
mately carried out, would be 
effective as of 12:01 a.m. on Sept. 29. 

It was reported in Akron that the 
strikebound B. F. Goodrich Co. had 
offered the United Rubber Work- 
ers-CIO an economic package based 
on the steel board’s report. The 
Goodrich strike started on Aug. 27. 

* 


N. M. Dealer’s Workers 


Call Off NLRB Vote 

ALBUQUERQUE. (UTPS) — Ed 
Black, president and general man- 
ager, Oden Motor Co., announces 
that the 95 employes of his firm 
have made plans to vote on 
whether they wish to be repre- 
sented by two unions that had filed 
petitions with the National Labor 
Relations Board. 

“We realize,” said Black, “it is 
difficult for employes of long stand- 
ing to express themselves freely to 
a new management, to feel the 
same confidence they had in their 
old employer. So we've had a 
cards-on-the-table talk that I be- 
lieve has reinstated confidence on 
both sides.” Black said a council 
is being formed of management 
and employes to promote better 


understanding. 
* . * 


Norwalk Tire Workers 


Agree to Wage Slash 

NORWALK, Conn. — Members of 
Local 283, United Rubber Workers 
of America, CIO, have voted to 
accept a decrease in pay averaging 
11 cents an hour from Norwalk 
Tire & Rubber Co., on a trial basis. 

The union membership accepted 
the proposal, agreed on by its rep- 
resentatives at a negotiation meet- 
ing with the company, by a vote of 
124 to 45. The decrease will mean 
cuts in income ranging from 2 to 
13 percent. 

In effect, this returns the rubber 
workers to the pay level of two 
years ago, when they were granted 
an i1l-cent hourly increase by the 
company. 

Officials of the concern, which 
laid off 350 employes in June, have 
promised that if business improves, 
wages will be raised to last year’s 
figure. 


TRUCK SECTION 


MISS AMERICA MEETS NASH DEALERS—Jacque Mercer, newly elected Miss America 


being introduced at a Nash dealers meeting in New York City last week. The lucky in 
Neyhart, sales promotion manager. Miss Mercer was 


doing the introduction is R. M. 


'ss 


Arizona before being elected as the pageant winner. 


Olds Presses U.C. Drive; 
High Output Pace Set 


(Continued from Page 2) 


will replace one which has been 
in operation since 1911. The new 
plant will be comparatively free 
of obstructions such as support 
posts, and will be well lighted 
and more fireproof. 

The most spectacular improve- 
ment will be in material handling 
equipment of all types. A conveyor 
system will bring sub-assemblies 
and component parts from fabri- 
cating plants thousands of feet 
away to the point where they will 
be used along the final assembly 
line, Skinner said. Even employes 
will pass from one part of the 
plant to another on special ramps, 
which will connect second floor 
levels of the two buildings, former- 
ly used as warehouses for new car 
and parts storage. 

Assembly operations will start in 
the new plant with the production 
of Oldsmobile’s 1950 models late 
this year, he indicated. 

* + * 


MORE new machinery, more spe- 
cial equipment, more _ jobs, 
more engines per hour were evi- 
dent as newsmen revisited the Ket- 
tering engine plant, just one year 
after they first saw the plant in 
operation. 


Skinner revealed that the ex- 
panded plant is now capable of 
producing 60 engines per hour. 
This is twice as many engines 
as originally planned. 

Top executives from General Mo- 
tors were on hand for the celebra- 
tion, including C. E. Wilson, presi- 
dent of GM; H. H. Curtice, execu- 
tive vice-president, and W. F. Huf- 
stader, vice-president in charge of 
distribution. 

Oldsmobile executives assisting 
Skinner and Jones were T. C. Dow- 


ney, works manager; J. F. Wol-| 


fram, chief engineer; D. E. Ralston 
and R. E. Griffin, executive assis- 
tants to the general manager, and 
L. F. Carlson, national merchan- 
dising manager. 


Area of the Kettering engine’ 





plant has been increased 80,000 
square feet, bringing the total area 
to 246,000 square feet. 
* * + 
EANTIME, Skinner released a 
report on his extended tour of 
the nation. “Our country is appar- 
ently in a healthy economic con- 
dition,” he said. “The men who 
are primarily responsible for cre- 
ating this good business every- 
where are the automobile dealers 
throughout the nation.” 

He spoke from first-hand know]- 
edge gained in 24 key cities of the 
country and from conferences with 
Oldsmobile dealers who are respon- 
sible for more than 80 percent of 
the division’s sales volume. 

“We did not find a single indi- 
cation of market softening,” said 
Skinner. “Business is exception- 
ally good with Oldsmobile deal- 
ers, in used cars as well as new 
cars. A great number of our 
dealers have increased their fa- 
cilities in preparation for busier 
months ahead. They have added 
manpower and conducted train- 
ing courses in order to serve the 
public better. They possess the 
most important thing in the busi- 
ness world today—the ambition 
and enthusiasm to get in and 
work hard for the accomplish- 
ment of new sales and service 
records.” 

He said that the heaviest prefer- 
ence is for the Series “88.” For the 
entire line, he reported a “143.9 
percent increase in deliveries on 
the basis of Augtist (1949) deliv- 
eries compared with March (1949) 
deliveries.” 


N. Y. Dealers Golf 


NEW YORK. — The final golf 
tournament of the season of the 
Automobile Merchants Assn. of 
New York will be held at the 
Winged Foot Golf Club, Mamaro- 
neck, N. Y., Oct. 11. 
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CITY RESTRICTIONS FORCE SALE 


BARGAIN---MOBILE PARTS UNIT 
PRICED TO SELL 





27 Passenger Bus Chassis—A-1! Mechanical Condition—Four 
Speed Transmission. Completely equipped with 400 Open Bin 
Compartments set up for open bin merchandising display. 


Ideal for Retailer or Wholesale Parts Truck. 
For Particulars Write or Phone 
BEST OFFER TAKES IT 
Jim Gilbert, Sales Manager 


BOB FORD, Inc. 


14585 Michigan Ave., Dearborn 
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more demand for new cars than 
there are cars. 

“When this adjustment period 
sets in, when production is at 
maximum and factories are push- 
ing for top dealer performance, 
your closest competitor should be 
your warmest friend. Your confi- 
dence in each other should be 
such that you take the word of 
your competitor in preference to 
any report or rumor. You should 
both feel the utmost freedom to 
discuss problems and exchange 
ideas with each other. 

“You'll learn that to know a man 
is to like him and that most per- 


No Action Due for While .. . 


FTC Weighs Results 
Of ‘Pack’ Parley 


(Continued from Page 2) 


deals with the alleged deceptive 
means by which the “pack” is 
accomplished through failure to 
reveal material facts, such non- 
disclosures resulting in concealed 
overcharges to the automobile 
buyer. 

In addition to the Better Busi- 
ness Bureaus and the AAA, prin- 
cipal participants in the initial con- 







I am representing its membership 
of over 33,000 new-car dealers, lo- 
cated in practically every county 
in the U. S. Since I appear in this 
official capacity, I shall naturally 
refrain from expressing any per- 
sonal views. 

“I desire to enter the following 
explanation on the record... . 
NADA is an association function- 
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LITTLE ROCK, Ark, — Glenn | 
Woodruff, 47, president of Wood- | 
ruff Sales Co. (Hudson), died of a 








golf cerebral hemorrhage on Sept. 15 in 

= Dallas. 

- @ He suffered the attack following 

Bas, an airplane stop in Texarkana and NO OTHER G UARD HAS THESE 












was removed to a Dallas hospital. 
He was accompanied by Mrs. 
Woodruff on a trip they planned to 
end in Bakersfield, Calif. 


* * * 


Lee L. Curtis 
VANCOUVER, B. C.—Lee L. Curtis, 55, 
president and manager of Curtis Motors, 
Ltd., 1105 Granville St., died recently fol- 
lowing a heart attack. He was a director 
of the Motor Dealers’ Assn. of British 
Columbia. 
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Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 







A WIDER PROFIT MARGIN FOR YOU although 
competitively priced. 







Withstands a heavier impact than any other 
guard because of the shape of its formed metal 
design, and the method by which it is braced to 
the frame. 







16,000,000 people see this ad 
in the Saturday Evenin g Post. 


Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


. * * 


Frederick Meyer 

BUFFALO.—Frederick Meyer, 88, until 
the last few months the active president 
of Meyer Body Co., Inc., 214 Elm S8t., died 
Sept. 16 in General hospital. Mr. Meyer 
started building wagons 68 years ago. From 
wagons he turned to refrigerator bodies for 
perishable food trucks and during the last 
war converted trailers formerly used for 
delivery of automobiles into troop transpor- 









identical with new car chrome specifications. 










Easier and quicker to install than any other 


2 Z The Erie Kargard is endorsed by leading 
brace type guard. Mechanic needs only 2 size 


tation buses automobile dealers from coast to coast. 


wrenches for most cars instead of the 5 or 6 





GARAGE AND PARKING FACILITIES * * »# There is a DIFFERENT KARGARD custom 
: Edward H. Cummings required for any other guard. fitted for the following 1949 cars: Chevrolet, 
PORTLAND, Ore. — Edward H,. Cum- 


mings, U.S. Tire distributor here, and 
chairman of the U. 8. Tire distributor ad- 
visory council, died Sept. 6 at the Good 
Samaritan hospital here following a heart 
attack. Mr. Cummings had been a dis- 
tributor of U. 8S. tires in the Portland 
market for more than 28 years. 
* * 


Marvin J. Self 


DENTON, Tex.—Marvin J. Self, 44, a 
local automobile dealer, died here Sept. 4 


Ford, Plymouth, DeSoto, Buick, Chrysler, 
Dodge, Nash, Oldsmobile and Pontiac. 
Only the Buick guard is illustrated. 


Specifically designed to blend beautifully with 
the 1949 cars. 


ee: Guaranteed rustproof. Brilliant chrome plating 





HOTEL following a heart attack. 
al aaa Tat i Call your jobber—NOW! 
ae 1 arl H. Conn 
as ai Se ERIE MANUFACTURING CO., INC., 2635-45 South Wabash Avenue, Chicago 16, Illinois 
‘ automobile dealer, was fatally injured Sept. 
pied Side 14 when the car he was driving collided 





with a truck near here. 
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Truck New Products 





The 1949-50 edition of Farm Facts 
and Figures, published by Chek- 
Chart Corp. in cooperation with the 
editors of Implement and Tractor, 
is now available. This 48-page 
booklet gives statistical data on the 
farm market. As of July 1 it is 
estimated that farmers had 3,375,- 
919 tractors, 5,332,506 passenger 
cars and 2,406,096 trucks. 


BALANCES TRUCK WHEELS — Harley C. 
Loney Co., 16883 Wyoming, Detroit, manu- 
facturer of L & H wheel balance weights for 
17 years, announces the introduction of an 
entirely new and complete line of truck 
balance weights. Installation is simplified 
because the complete line satisfies all truck 
and bus rim conditions and clearance prob- 
lems and the weights are pressure cast to 
size, eliminating “hacking or ‘'cutting,"’ the 
firm stated. The clip is designed to hold 
fast under any cond tion. . 


All-Weather Oil Filters 


Offered for Trucks 


A Thermal oil filter, designed to 
solve the problems of oil filtration 
in trucks operating under cold- 
weather stop-and-go, and under 
hot-weather long-haul conditions, is 
announced by DeLuxe Products 
Corp., LaPorte, Ind. This filter util- 
izes a heat-exchange principle 
which is designed to raise or lower 
oil temperatures to those required 


for most efficient filtration, accord- 
ing to the company. 

“The crux of the problem is that 
cold oil cannot enter an ordinary 
filter because it is too thick to get 
through the inlet. If it does get in 
it is not thin enough to circulate 
through the filtering medium. Con- 
sequently, a truck equipped with 
conventional filter on a stop-and-go 
run at 20 to 30 degrees—according 
to DeLuxe test results—gets no oil 
filtering most of the time,” the 
firm states..* * * 


TRUCK VENT—This accessory item for truck 
cabs, installed with two brackets and four to 
six screws, is reportediy designed to give 
truck drivers passenger-car comfort, ventila- 
tion and protection from rain or snow. It 
comes in two models, black oxide or chrome 
finish, with and without glass. It prevents 
drafts, protects vision, deflects dust and bugs, 
and reduces fatigue, according to the manu- 
= gle Harben, Inc., 1402 E. Jefferson Ave., 

allas. 


* * . 
All-Purpose Top Rack 
Added by New Canaan 


An all-purpose ladder and equip- 


Auto-Truck Equipment Co. 


Streamlined 
WRECKERS 


RUGGED 


DEPENDABLE 


For Any Make or Capacity of Chassis 


ment rack has been announced by 
New Canaan Products Co., New 
Canaan, Conn. It fastens to the 
top of panel trucks with a half- 
inch bolt through the roof. A 
heavy rubber pad makes it 
weatherproof. Pads can be ad- 
justed to contour of any make 
of vehicle. 

Has locking jam nut for half- 
inch tie-down rope and cross- 
members of heavy wall aluminum 
pipe, designed for one-man load- 
ing, the company adds. 

* * * 


New Type of Heating Tube 
Offered by Radiant Ray 


Marketing of a new heating tube 
employing the radiant energy prin- 
ciple has been announced by Radi- 
ant Ray Corp., 5410 Airport Way, 
Seattle. 

Known as Merco Heat Ray, the 
new tube is said to be explosion 
proof and the manufacturers claim 
it will dry a finish coat of paint in 
five minutes. Giving off heat with- 
out visible light, the unit is also 
said to be useful for thawing radi- 
ators. ee 


WARMS UP MOTORS—An electric plug-in 
motor heater, known as Shur-Hete No. 5, is 
now available for use in climates where cold- 
weather temperatures make it difficult and 


| costly to start automobile, truck and tractor 
engines. The use of this unit saves gasoline, | 


eliminates run-down batteries and does away 
with neediess towing charges, Johanson Motor 
Heater Co., the producer, 817 W. 


St., Chicago, said. 
* * 


PREVENTS FOGGING—Large sized chem- 
ically impregnated cloth is designed to stop 
mist formation on the inside of cars and 
trucks. Kleeroid acts in same manner as 
smaller sized cloth for eye glasses, one 
application lasts from 2 to 24 hours and cloth 
can be used many times, the company states. 
Manufactured by Lee Products, Inc., I410 


Spruce St., Philadelphia. 
* * + 
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BRAKES TRAILERS—Elimination of the hand | 
| method of braking on trailer trucks and | 


house trailers equipped with electric brakes 
is said to be accomplished by a new dual- 
matic control, the Traffic King. The unit has 
no mechanical links, but is operated through 
the hydraulic system to provide an even 
braking application. An added safety feature 
of the Traffic King reportedly is that it pro- 
vides for hand braking in emergencies, such 
as hydraulic brake failure and trailer sway. 
The manually operated hand control is inde- 
pendent of the hydraulic system. The Traffic 
King is a hydraulic cylinder containing a 
floating piston, standard automotive neoprine 
rubber cup seal and a piston shaft. To this 
shaft is mounted a rheostate which moves 
forward in a straight line when pressure is 
applied to the brake pedal, contacting an 
electrically charged plate. Manufacturer is 
Traffic King Mfg. Co., Newtown, O 
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AIR-LINE VALVE—The Elden safety valve 
eliminates hazards caused by leaks or breaks 
in air-line systems of trucks and buses, ac- 
cording to the manufacturer, Sunset Hydrau- 
lic Co., Gardena, Calif. Fully patented and 
simply constructed, the valve has only one 
moving part, which is actuated instantly by 
loss of pressure in the air line. It is not 
affected by jolting or vibration. The valve 
is constru with a stainiess steel interior 
to prevent rusting or corrosion. 


TRUCK SECTION 
Tide Water Oil Offers 


New Brake Grease 

Tide Water Associated Oil Co, 
says its new product — “Veedol 
Brake Cam and Anchor Grease,” 
has been developed specifically to 
overcome the _ difficulties which 
arise in brake systems of passen- 
ger cars, trucks, buses and other 
automotive vehicles through the 
sticking or seizing of brake cams 
and anchor pins. 

By improving the brake per- 
formance of road vehicles the new 
grease is expected to form an im- 
portant contribution to the safety 
of drivers and pedestrians, the 


company says. 
* * * 


ROAD SANDER—The difficulty of starting 


|| trucks and buses from a dead stop on icy 


streets is overcome by a new sander manu- 
factured by Power Sander, Inc., 547 Endicott 
Bidg., St. Paul |, it states. By blowing sand 
back under the tires, it effectively avoids such 
situations as stalling in traffic, wheel spin- 
ning at loading docks, and sliding on hills, 
the company adds. The sander features an 
electrically powered blower which is designed 
to provide a _ positive, evenly dispersed 
blanket of sand. The blower also provides a 
continuous blast of air to keep delivery tubes 
open and eliminate condensation in the 
sander hopper. A push button switch pro- 
vides control over the sand supply. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 


ORDER PADS 


FOR RETAIL SELLING 
Auto Dealers’ Most Complete Order Forms 


NEW CAR PREFERRED ORDERS 


Provides for all necessary information and encourages 


more accessory sales. 


6 pads—25 orders each in duplicate 


$4.45 


USED CARS “AS IS” ORDERS 


Sell your rough cars with a signed agreement stating 
sold “as is."’ Absolutely no guarantee. 
6 pads—25 orders each in duplicate 


$2.95 


50-50” WARRANTEE USED CAR ORDERS 


Dealers seldom lose when selling good cars on a 50-50" 
basis and certainly enjoy buyer confidence. 
6 pads—25 orders each in duplicate 


$2.95 


FREE SAMPLES ON REQUEST - - - ALL PRICES F.O.B. LOUISVILLE, KY. 


MODERN SELLING METHODS, Inc. 


P. O. BOX 666 


LOUISVILLE 1, KY. 





CUT FLEET REPAIR COSTS 
SCS) one do 


GRILLE GUARDS and REAR BUMPERS 


Be rey a Lo eR Lod ed ca gag 


Protect your entire fleet with 
SMASH-HIT chromiun - plated 
grille guards. For all size trucks. 
1” solid cold rolled steel equal to 2” 
pipe. Securely anchored to bumper 


and frame. Easy to install. 


NOTE: The most modern design of boom and base with four-part 
SMASH-HIT your fleet for distinction {A \ 


cable arrangement—no chains used. Quick delivery. 





Phone — Wire — or Write 


AUTO TRUCK EQUIPMENT CO. 


designed to meet the modern trend toward 
replacement of the buzzer system with a 
mellow-toned signal that is distinctive from 
traffic noise, according to R-B-M division of 
Essex Wire Corp., Logansport, Ind. It also 
produces a more pleasing note to the ear of 
the passenger. It is available for either 6 or 


BUS CHIME—R-B-M Type 3150 is especially | 


Here’s a heavy duty rear bumper 
for %, %, and 1 ton pickups. 4” 
thick steel crimped to conventional 
bumper shape. Rigidly braces rear 
fender and bed box. Recessed trail- 
er hitch is flush with bumper bar. 


- 


12-volt D.C. operation. Internal connections 
provide for concealed wiring where the 
chime is surface mounted. The cover comes | 
off by removing a single screw. Approximate 
demensions are: 7 inches long, 6 inches high 
and 2 inches deep. Standard finish is black 
enamel. 


DETROIT 21, MICHIGAN 
WEbster 3-9040—3-9041 


Le N AVE. WRITE FOR PRICES AND CATALOG 


THE PERRY COMPANY, Dept. S-1 - waco rexas 
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Urges Spread of Gospel 


Rockwell Calls on All U. S. Business to Acquaint 
Public With Facts of Free Enterprise 


DETROIT.—A spirited public de- 
fense by American business of the 
principles of free competitive enter- 
prise was advocated last week by 
Willard F. Rockwell, chairman of 
the boards of Timken-Detroit Axle 
Co. and Standard Steel Spring Co. 


Speaking before the Detroit Eco- 
nomic Club, Rockwell said business 
had not effectively countermanded 
the “propaganda campaign” being 
waged against it by government 
and labor. 

An overwhelmingly favorable 
response from the public was re- 
ceived by Standard Steel Spring, 
he pointed out, following publica- 
tion in newspapers across the 
country recently of full-page ads 
championing the free-enterprise 
system and warning of socialistic 
encroachments by “planned econ- 
omy” backers. 


Four segments of governmental 
business policies today “are defin- 
itely and violently inflationary,” 
Rockwell said. They are deficit 


financing, government support of 
farm prices, an 85 percent boost in 
minimum wages and a drive for a 
general wage increase. 

“For 18 long years, the political 
group which demands greater con- 
trol over business has operated this 
country’s business at a loss,” the 
industrialist said. 

“Having already mortgaged 
everything we have inherited and 
the future of our children, they 
have retained their power by prom- 
ising everything for nothing, 
knowing that the money must be 
taken from the people before it can 
be handed back to them, and the 
production is a sole source of 
wealth.” 

Curry Motor Co. 

Curry Motor Co., Inc., Grafton, 
W. Va., has been organized with 
capital stock of $50,000. Principals 
are C. B. Curry, A. Curry and 
Sally Curry. 
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@ SNAP-ON DIVIDERS 


@ NO NUTS, BOLTS, SCREWS 
OR TOOLS REQUIRED 





teers 
Ory 


erm aleh ada) 





$ Rh) 


Na 






rte) 





era 


















Thousands now in use . . . we invite you to get the opinion 
of a FLEXI-BIN user in your community. 

Shipped assembled, ready to use . . . no nuts, bolts, 
screws, clips or tools required. Change-overs are fast and 
simple . . . no bolts or holes to line up . . . individual label 
holders travel with parts. 

All welded steel construction . . . choice of 5 baked 
enamel finishes at no extra charge. Shelves slide into place 
on 12” centers; snap-on divide’s fit anyplace; drawer par- 
titions slide into place on 2” centers; gasket shelves have 
holes on 1” center. 


DIRECT SALES... FACTORY TO YOU 
Write For Complete Specifications and New Reduced Prices 


BORROUGHS MFG. CO. 


3040 North Burdick Street Kalamazoo, Mich. 






























PARTS BINS ACCESSORY DISPLAY TABLES SERVICE DESKS 


WAXING AND POLISHING CABINETS 















DEALER HOSTS KLINGLER AT OPENING—The opening of Union Park Motors, Inc., new 
building at Wilmington, Del., was attended by Harry J. Klingler (second from right), gen- 
eral manager of Pontiac, who had flown East to visit the assembly plant there. Gathered 
around the floral piece are Bob, Hugh jr. and Harry Gallagher, sons of the owner, Klingler 
and Hugh Gallagher sr. 
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Hold Key to Maker Survival, Fortune Says... 





Dealers Called Kingpin 


(Continued from Page 16) 


year plan, and its ambitions to 
build America’s No. 1 car cannot 
be ignored over that stretch.” 


CHRYSLER—“To many a critic 
of the flying-saucer school of auto- 
mobile design, the Chrysler cars are 
real comforting to the eye, but 
others question whether a mass- 
producer like Chrysler can fly in 
the face of mass fashions and get 
away with it.... 

“But there is no question of the 
|contribution Chrysler has made to 
spaciousness and safety in driving, 
and there is no question that Chrys- 
ler has been selling as many cars 
as it cared to make, and it has 
made plenty. . . . Chrysler dealers 
... are in excellent shape in respect 
to inventories.” 


INDEPENDENTS — “GM, in 
particular, sensitive to the dark 
mutterings about bigness from 
Washington, is happy to point to 
the evidence that little fellows 
can make a living in the auto- 
mobile industry, too.” 
STUDEBAKER — “What Stude- 

baker did was to shun imitation 
like the plague, and to capitalize 
on the two great virtues of its po- 
sition: the ability to be faster on 
its feet, and more distinctive in 
design, than its massive competi- 
Core. ... 


“The result of all this was to 
furnish Studebaker with a track of 
its own to run on, and at least a 
million dollars of word-of-mouth 
advertising. Studebaker increased 


its share of the market from about | 
3 percent prewar to over 4.1 per-| 


cent in 1948, with total sales of 
143,120 units last year. With this 
volume—which Studebaker hopes to 





Omaha Dealers 
Pace Pontiac’s 


Service Contest 


PONTIAC. — Pontiac last week 
announced the winners in its four- 
month service contest which saw 
Pontiac dealers throughout the 
country serving more car owners 
than in any previous four-month 
period in the division’s 
according to L. W. Ward, general | 
sales manager. 


Top winners were dealers in the | 


Omaha zone who hit 109.2 percent | 
of their customer labor objective, 
and 119.9 percent of their service 
order objectives. 


In second place was the Mem- | 
phis zone with 104.7 percent of | 
customer labor objective and 114.2 | 
percent of service order objectives. | 
Other regional winners were Phil- | 
adelphia with 97.4 and 107 percent, 

| 
| 





respectively; Denver, 96.9 and 106.6, 
and Pittsburgh, 93.2 and 104.9. 


Zone managers, service managers | 
and top district managers in the | 
five leading zones will be honored | 
by Pontiac at special events to be 
held this fall. 


Desmond Boosted 


In Dodge Sales 


DETROIT.—Appointment of L. F. 
Desmond as sales supervisor of 
Dodge Division is announced by 
E. C. Quinn, gen- 
eral sales man- 
ager, 

During the last 
three years Des- 
mond had served 
as regional man- 
ager of the Kan- 
sas City region 
comprising parts 
of Missouri, Kan- 
sas, Colorado, 
Utah, Oklahoma, | 
Arizona and New 





L. F. Desmond 


Mexico. He joined Dodge as a dis- | 
trict manager in the Kansas City | 
region in 1945. 


Bridge Drops Franchise | 
Bridge Motor Sales Co. (Kaiser- | 


|Frazer), 50 Columbus Ave., Pitts- | 
field, Mass., has dropped its fran- | 
chise after holding it since 1945. | 
Lester Kaplow, owner of Bridge | 
Motors, 
with his used-car sales and service | 
at the location. | 


said he would continue 


history, | 


increase to nearly 300,000 this year 
—the company doesn’t have to 
worry about where the money for 
new tooling will come from.” 


PACKARD—“. .. may have made 
a mistake when it climbed off its 
high-quality horse and started to 
turn out just another car in some 
models.” 

HUDSON and NASH — “.,. 
have, to a considerable extent, 
played it Studebaker’s way— 
Hudson with its highly original 
design, and Nash with its one- 
unit body and frame construc- 
tion.” 

KAISER-FRAZER — “. , . the 
most colorful and courageous of 
the independents .. . derailed from 
the sound, independent policy it 
first proposed to follow—the pro- 
duction of a light, low-priced car. 
The difficulties of such an under- 
taking were manifest. ... But that 
does not detract from the grievous- 
ness of K-F’s primary mistake— 
the production of a heavy, conven- 
tional, overpriced car. 

“The rest of the automobile in- 





dustry has somewhat reluctantly 
concluded that the Kaiser-Frazer 
organization has remarkable manu- 
facturing talent. Its ability to start 
from scratch, and calmly build a 
car as well as the next fellow with 
40 years’ experience, was astonish- 
re 

“But the industry has also 
somewhat reluctantly come to 
believe that Kaiser-Frazer, with 
a green dealer organization, and 

a high-priced line of cars, is the 

least equipped to take the bumps 

of a buyers’ market, 

“Kaiser-Frazer, however, is con- 
fident that its real crisis was over- 
come last winter, and that its costs 
are getting better every day. Also, 
it may yet come up with a lighter, 
cheaper car if the financing prob- 
lem isn’t too much for it.” 

The chief problem facing the in- 
dustry this fall, concludes Fortune, 
is whether dealers will be equal to 
the task of maintaining the fulf 
production schedules which the 
makers have planned to keep in 
effect. 





PROFIT-WISE DEALERS 





ARE SELLING... 





THIS MAXIM BUMPER CLAMP 
SNOW PLOW 


FOR LIGHT TRUCKS, PICKUPS, ETC. 
CLAMPS RIGHT ON THE BUMPER 

EASY TO PUT ON OR TAKE OFF 

IDEAL FOR FACTORY YARDS, PARKING 


AREAS, FILLING STATIONS, CONTRACT 


PLOWING, ETC. 


HYDRAULIC LIFT AVAILABLE 
STURDILY BUILT — BLADE 90” LONG 


--- AND FOR THE PASSENGER CAR 











Handy bumper clamp vee 
plows for the average man’s 
driveway— built for use on 
his car— plows deep snow 
clean — vee blade insures 
minimum load on car. 


THE MAXIM SILENCER COMPANY 
66 Homestead Ave., Hartford, Conn, 


Please send me full information on your SPECIAL INTRODUCTORY 


OFFER TO DEALERS. 


Name 


Street 


City 


State 
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Tax Indictment 
Names 2 Dealers 


In St. Louis 


ST. LOUIS.—Indictments charg- 
ing evasion of the federal income 
tax statutes have been returned by 
a U.S. grand jury against two St. 
Louis dealers, John D. McDaniel, 
head of McDaniel Motor Co., a 
used-car operator, and Earl C. La- 
Croix, president of Cross Town 
Motors, a Plymouth dealer. 

The government has charged that 
the tax evasions occurred in the 
period from 1943 to 1945 when Mc- 
Daniel and LaCroix were partners 
in the operation of McDaniel 
Motor Co., selling used cars. 


McDaniel, it is charged in the 
indictment, reported a total in- 
come of $6,094 for the three years, 
on which he paid taxes totaling 
$869. Actually, the government con- 
tends, his earnings were $45,426 
over the three-year period and he 
should have paid taxes totaling 
$14,699. 

LaCroix reported income totaling 
$7,220 for the three-year period, 
paying total income taxes of $1,021. 
The indictment charges that his 
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, earnings were $46,052 and he should 
have paid taxes totaling $14,958. 

It was in 1945 that the biggest 
evasions for both men occurred 
according to the indictment. It 
shows that McDaniel reported in- 
come totaling $197 for 1945 on 
which he paid no tax, while he 
actually earned $20,344 and should 
have paid $7,507 in taxes. 


LaCroix, is charged with having | 
paid $4 in taxes on a reported in- | 


come of $697 for 1945 but should 
have paid $7,507 on an income of 
$20,343 for that year. 

The difference between what the 
tow men paid in taxes and what 
the government claims they should 
have remitted is $27,767. Both men 
face maximum sentences, if con- 
victed, of 15 years’ imprisonment 
each, or fines totaling $30,000, or 
both fines and imprisonment. 


Wisconsin Buildings 

Building permits for the con- 
struction of garages and additions 
have been granted to the following 
in Wisconsin: 

Waupaca: garage for Mid-City 
Motors; Burlington: storage garage 
for Union Chevrolet Co. and 
Marion: garage addition for Mayne 
Auto Sales Co. 


Lumber, castings, by-products, waste, farm 
produce, logs, grain, coal.... the list of 
bulk products that can be handled quicker, 


easier and cheaper 


by DUMPING is as 


endless and varied as the output of indus- 
try and agriculture. There are... 


ST.PAUL 
DUMP IT 
MODELS 


PONY 
MUSTANG 
STALLION 


to fit trucks of all makes and sizes. Write 
us for name of nearest distributor or for 
complete information on DUMP IT HOISTS’ 
superior features. Please mention this mag- 
azine and give truck make, model, year, 
wheelbase and body length. 


Sie eR 
TT MOLT 


Ar eek) 
er 


Tee. te 


2207 University Ave. S.E., Minneapolis 14, Minn. 


459 ‘Over-Age’ Cars 


Fail Providence Tests 

PROVIDENCE, R. I. (UTPS) 
—A report of the Providence 
police department’s check on 
“over-age” cars indicates that 
approximately 20 percent, or 459, 
of the 2,406 vehicles checked 
had some sort of mechanical 
defects. 


iF ord Speeds Up 
Fabrication for 
Station Wagons 


Through a new technique of radio 
high-frequency heating, the Iron 
Mountain plant of the Ford divi- 
sion has reduced the fabrication of 
frames and pillars for Ford and 
Mercury station wagons to a matter 
of minutes and at the same time 
improved the quality of the product. 

By former methods, lamination 
processes required hours, and even 
days. Now, in a few minutes, the 
new process produces a product 
which is stronger and much more 
durable, Walter G. Nelson, man- 
ager, said. 

This new form of high frequency 
heating is a revolutionary depart- 
ure and has made possible the flow- 
ing body curves and contours which 
could not have been achieved in 
wood by former methods. 


Under the old system it was 





necessary to apply heat to the out- 
side and wait for long periods of 
time for the heat to flow into the 
wood, which has an unusually low 
thermal conductivity. With radio 
frequencies, heat is established in 
the body framing member within 
minutes by friction between mole- 
cules in the wood. 

A companion development of 
radio frequency heating has been 
the introduction of superior resin 
glues. These glues are highly re- 
sistant to heat and moisture and 
are said to develop a _ strength 
greater than the wood itself. The 
Ford division has installed 18 lam- 
inating presses of 75-ton capacity 
for use with this new process. 

In this process, the package of 
resin-coated wood plys to be bonded 
are placed in a press between two 
metal electrodes, usually copper, 
which are connected to a radio 
frequency generator. 


The laminating of plywood frame 
pillars, as well as the gluing of 
joints in assembling door and 
window frames is done under hy- 
draulic pressure of approximately 
300 pounds per square inch, 

Laminated pillars electronically 
bonded with phenolic resin and 
molded under hydraulic pressure 
not only save wood as compared to 
the solid stock type of construction, 
but actually are far stronger than 
those made by the old method of 
lock-joint assembly, the firm states. 


812-Month Sales 
At Buick Top 
All 48 Output 


FLINT.—Buick’s domestic deliv- 
eries through Sept. 15 of this year 
exceeded the company’s total pro- 
duction for all of 1948, O. L, Waller, 
general sales manager has 
revealed. 

Last year’s total output was 275,- 
494 and already in 1949 deliveries 
have passed the 280,000 mark, 
Waller said, 

This is an increase of 38 percent 
over the corresponding period of 
1948, he added. In 1941, Buick’s 
record production year, deliveries 
up to the same date were 257,000. 

August sales by Buick this year 
set a postwar record of 37,414, 
Waller said. 


Five Pct. of Trucks 


Overweight in Ill. 
SPRINGFIELD.—State police 
this year have weighed 396,067 
trucks and found 20,821, or 5.26 
percent, overweight, according to 
Chief Harry I. Curtis. Drivers 
of overweight trucks were ar- 
rested and fined and required to 
remove overweight loads. Dur- 
ing the last week for which 
tabulations are complete, ending 
Sept. 11, 12,705 trucks were 
weighed and 452 were found in 
violation of weight limitations. 





IRON MOUNTAIN, Mich.— | 














TRUCK SECTION 


DEALER JONES SELLS TRUCKS TO OKLAHOMA CITY—This is the Ford truck fleet pur- 
chased recently by the city municipal garbage disposal department from Fred Jones, Inc. 


Auto Loan Trend Mixed 


July New-Car Volume Up Sharply, but Decline 
In U.C. Activity Causes Overall Drop 


WASHINGTON. — Although 
financing of new cars showed a 
marked increase, finance firms who 
report monthly to the Federal Re- 
serve Board said they bought less 
retail installment paper on motor 
vehicles in July than they did in 
June. 

Most of the overall decline, it 
was said, was caused by far less 
financing of used cars. Financing 
of new and used commercial ve- 
hicles, which is relatively in 
small volume, also dipped in July. 

However, what automotive paper 
finance firms did buy in July ex- 
ceeded repayments. Therefore, out- 
standing balances in this category 
showed a further rise from June. 

Financing of goods other than 
automotive, it was said, showed 
sharp drops during July for all 
classes of paper, but balances held 
about the June level. The decline 
in retail paper based on sales of 
refrigerators and other household 
appliances was reported consider- 
ably less than that for other types 
of non-automotive financing. 

Meanwhile, motor vehicles 
financed at wholesale, or “floor- 
planned” during July, were in 
much greater volume than in June. 
But outstanding balances on such 
transactions rose only slightly. 

Wholesale financing of other 
goods declined and outstanding 
balances here also showed a de- 
crease. 

According to the Federal Reserve 
Board, finance firms bought retail 
installment paper on 6 percent 
more cars in July than they did 
in June. 

However, financing of used cars 
dropped 9 percent. Financing of 
new commercial vehicles dropped 
5 percent. Used commercial ve- 
hicles slipped 10 percent. 

In all, finance firms reporting to 
the FRB said they financed the 
retail sale of 218,018 vehicles dur- 
ing July. Of these, 77,653 were new 
cars involving a dollar considera- 
tion of $113,992,705. 

A total of 14,085 new trucks 
involved $18,199,968; 116,789 used 
cars, $83,867,641, and 9,541 used 
trucks, $6,418,231. 

A total of 260,722 vehicles were 


financed at wholesale as follows: 
246,755 new cars and trucks, in- 
volving $390,009,374; 13,967 used 
cars and trucks, $12,889,204. 

Inasmuch as the FRB’s credit 
sampling is not identical from 
month to month, its reports are 
not comparable with those issued 
for preceding months. 


Kansas City Show 
Set by Dealers 
For March 17-23 


KANSAS CITY.— Dates for the 
Kansas City automobile show, offi- 
cially announced by the Motor Car 
Dealers Assn. of Greater Kansas 
City, are March 17-23, 1950. 

Ralph Perry (Pontiac), chairman 
of the association show committee, 
also announced selection of Ken- 
neth Spry, executive-manager of 
the dealers’ organization, as auto 
show manager. 

The event is planned to high- 
light the centennial celebrations of 
Kansas City next year and will be 
the first auto show here since 1937. 
Every move is being made to make 
the show extremely “well dressed” 
for centennial crowds. It will be 
held in the exhibition hall of Kan- 
sas City’s Municipal auditorium. 

Other members of the show com- 
mittee serving as vice-chairmen are 
E. H. Norrington, McClure-Norring- 
ton (Chevrolet); B. J. Bentrup, 
Broadway Motors (Ford); Keith 
Ware (Chrysler), and Ervin Feld 
(Dodge). 


Eskedor Elected Head 


Of Savannah Dealers 

SAVANNAH, Ga.—The Savan- 
nah Automobile Dealers Assn. has 
elected new officers for the ensu- 
ing year as follows: 

Henry Eskedor, president; Wal- 
ter W. Jolley, vice-president, and 
Thomas F. Smith, secretary. New 
directors are Dale Critz, W. T. Mc- 
Curdy, Jim Barnett and Raymond 
Kuhr. Samuel Steinberg is retiring 
president of the association. 


COMPARATIVE FACTS 
ON ALL NEW CARS... 


. . . a MUST for every salesman! 


Successful competitive selling requires an up-to-date 
knowledge of Comparative Facts. Sales managers 


from coast to coast supply their 


salesmen with 


THE AUTOMOTIVE INDEX 


because it helps them MAKE SALES! Pocket size, 8 pages, durable loose-leaf 


binder (no rings). 


Answers 6000 questions customers may ask 


about prices, 


specifications, dimensions, standard and extra equipment, etc. Unbiased; covers 


all new cars. 
change by our 


Up-to-date when you get it; kept up-to-date as models and prices 
fine replacement-sheet service. SPECIAL OFFER to new subscribers: 


One to four subscriptions $3.75 each; five or more $3.25 each. Covers all the rest 
of 1949 and ENTIRE 1950 car year. Saves as much as $2.25 on regular two-year 


subscription. ORDER NOW! 


FILL OUT AND MAIL ORDER TODAY — Please Print 


To: The Automotive Index Company, Box 204 Vernon Branch, Los Angeles I!, Calif. 


Please rush 
rest of 1949 and entire 1950 car year. 


(] Check IIE: ca's cans pecond ceeenecs cena 
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Bill ADDRESS 


Firm 


subscriptions to The Automotive Index, including service for 


POSITION. .....--+++ 
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AUTOMOTIVE WASHINGTON 
British Devaluation 
Draws Commendation 





By William Ullman 


Washington Correspondent 


NNOUNCEMENT of the devaluation of the British 
pound and nine other currencies in the sterling area last 
week was generally well received in Washington. “A step 
in the right direction,” was the consensus of the Interna- 



























Jeet pur- tional Monetary Fund and United States government officials 

ye and legislators, a step whieh @—4-—\_ 

they believe will permit Brit-| American buyer will pay $1,200 if 

ain to increase her trade with the rate of ex- 

dollar countries and among the change is $4 to 1| 

sterling nations as well. pound, but sup- 

le Using the automobile, Sir Staf- pose the rate — 

ford Cripps, Britain’s chancellor of $5 to 1 pound— 

the exchequer, following the an- many years — 

allows: nouncement gave this example of it was nearly t ne 

cs, in- how a change in the value of the —the buyer would 

used pound should stimulate exports: ae a Boo = 

“An English motor car is ex- was only $3 to 1 

credit ported to the United States; its pound—after the 

; from price is 300 pounds sterling. The first World War 

is ues —— it was at one 

= time very near that—he’d only pay 
TIME SAVER |/s9. 

“It’s not very difficult to see the 

pW For Sales and Service consequence of that. First, more 


Americans would buy that type of 
ear if it cost $900 than if it cost 
$1,200 or $1,500, and second, we 
could buy less in America for $900 
than for $1,200 or $1,500.” 


A Washington dealer for British 


Quick Change 




















or the : ; ; 

", om Dealer License Plate Holder ake delivered will be $1,120 

a when the currency change takes 

effect. The price at the moment 
is $1,600. 

ao “This lower price,” he said, “will, 

a. of course, increase business, for it 
vad will be less than that of the three 

_ light American cars.” 

; auto a. oleh 

high- Action Is Applauded 

ons of T=. tires and tin also probably 

will be will be cheaper along with Eng- 

e 1937. lish cars and Irish linen but, 

/ make Legs protrude thru bracket, prevents friends, don’t expect much of a 

essed” loss. Attach to any plate without change in the price of Scotch whis- 

vill be alteration. Guaranteed to fit all slotted key. For example: From a bottle 

| Kan- brackets or bumper. of Scotch sold in Washington for 

um, $1.00 per set of four $5.75, Britain has been getting 

y com- Postpaid on orders of five sets about $1. After the devaluation she 

en are oF meee. gets about 70 cents, thus reducing 

rring- the U. S. price to about $5.45. What 

ntrup, C. HOWARD , the consumer pays is mostly Ameri- 

Keith 1498 Overlook Dr. Akron 7, Ohio can taxes. 

| Feld However, as this is written, it is 


yet too early to predict with any 
accuracy just how much prices 
may drop, or when. 

Secretary of the Treasury John 


Snyder issued a short statement 

Savan- approving of the devaluation, de- 

n. has claring Britain had taken a “con- 
ensu- A structive economic step.” 

[NAM E PLATES “The immediate effect should 

Wal- Sa be an early rise in their dollar 
rese ” “Th 

> _ Quontities as low as 100 may be mnie cn a enbaiay 

r. Me- ordered with original design for every impetus to worldwide multi-lat- 

7m, ond job! Proof of design submitted for eral trade.” 
tiring approval. Heavily chrome plated. Legislators, who have closely fol- 


Write for details. lowed Britain’s financial difficulties, 


hailed the move but they did not 
believe it would end all of her 
financial troubles. 

Senator George, chairman of the 
Senate Finance Committee, said 
Britain’s devaluation while “neces- 
sary and inevitable” would “bring 





eo. 4* 
ECISION 
PR 502 Locust Street 


Phila. 6, Penna. 


equipment employed in the experi- 
mental shale mine will be demon- 
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DEALER'S VACATION CAR—Tom Wolfe, 
employes by dealer Gerry Sumner. 


the British crisis on the Labor 
government’s nationalization pro- 
gram, said that Britain can never 
have a sound economy until she 
abandons that “costly experiment 
in socialism” and ends its existing 
policy of making bilateral trade 
agreements, 

But he saw the devaluation move 
as a “significant step in the right 
direction.” 

Senator Maybank, chairman of 
the Banking and Currency Com- 
mittee, also hailed the action, but 
said it would not prove to be a 
panacea for all Britain’s ills. 

Senator Millikin, Colorado Re- 
publican, sponsor of the “peril- 
point” plan, agreed with Wherry. 
He said the expected flood of im- 
ports could “intensify the distress 
in which many of our producers 
already find themselves and make 
it more difficult for our exporters 
to get into foreign markets.” 

Senator Malone, Nevada Repub- 
lican, isolationist and high-tariff 
advocate, also feared a “flood” of 
“cheap-labor goods” into this coun- 
try. 

“It amounts almost to a con- 
spiracy by the administration to 
lower the wage-living standards of 
America,” he declared. 
” - 7 


Shale Progress 


Low-cost methods for mining 
oil shale in volume have re- 
moved one of the major deterrents 
to utilization of this country’s 
mammoth reserves, according to 
Director James Boyd of the U. §S. 
Bureau of Mines. Boyd made that 
statement in announcing the re- 
sults of a recent test run in the 
experimental mine near Rifle, Colo. 


In this run, 29,835 tons of oil 
shale was mined at a direct cost 
of only 32.9 cents per ton, conclu- 
sive proof that the mining-cost 
problem has been solved. Average 
production per man-day totaled 111 | 
tons for underground labor and 
was 92.7 tons for all labor, includ- 
ing direct supervision, engineering 
and maintenance. 

Until recently, such outputs in 
underground operations were re- 
garded as virtually impossible. 
Coal mining is not comparable 
because of less favorable condi- 
tions, but it is interesting to note 
that average production per man 
day in underground coal mines 
in 1947 was 5.42 tons. 

Unique practices and large-scale 








sales manager of Sumner Pontiac Co. Des 
Moines, is shown embarking on a Minnesota and Canadian vacation with his wife and son. 
The specially-equipped station wagon, complete with boat, is also loaned to vacationing 
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only temporary relief.” 

“The effect will be very short- 
lived,” he said. “The only answer 
is a reduction in production costs. 
Until they can produce at a lower 
they won't recapture 
markets by devaluing their cur- 


* 


Many British Imports? 


strated in a public test run in Oc- 
tober, Boyd stated. All Diesel-pow- 
ered mining equipment, including 
the 15-ton haulage trucks, will 
operate on Diesel fuel produced 
from crude shale oil in the new 
refining unit at the bureau’s near- 
by oil-shale demonstration plant. 
Preliminary service tests with 
shale-oil Diesel fuel have been en- 
tirely satisfactory, he added. 
Visitors will have an opportu- 
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Protection 


(Continued from Page 1) 


percent of the profit to the home- 
town outlet. 
© * 

ALES to purchasers from out- 

side a dealer’s defined zone are 
allowed by Nash, if there is no 
Nash dealer in that area. Infringe- 
ments cost the violating dealer 45 
percent of his take on the deal. 


Studebaker said it contemplated 
no changes in its protection system, 
which, however, sets up no specific 
scale of fines for infringements. 


A safeguard clause was written 
out of Packard franchises after 
the war at the request of the 
dealers themselves, a factory 
spokesman said, 

The GM statement announcing 
the termination of its plan alluded 
to the U. S. Supreme Court decision 
in the Standard Oil of Calif. case 
as a possible sign that the territor- 
ial protection clause might be le- 
gally construed as restraint of trade 
under the anti-trust laws, 


gressional elections and in the na- 
tional canvass in 1952. 

Just how much store the admin- 
istration places by the Brannan 
plan on a variety of counts is 
clearly shown by the President’s 
statement that the Secretary of 
Agriculture has been making 
speeches on it around the country 
at his personal behest. 


Newton Forms 


Newton Auto Sales, Newton Falls, 
O., hag been incorporated by Her- 
bert W. Biggard, Bertha L, Biggard 
and William J. Dolney. 


the All-Steel All-Purpose 
Offers Customized 
Production Price! 


Amazingly Versatile, 
Morrison Service Body 


Advantages at @ Mass 





Here, at last, is the all-industry service body ...a 
body that has created a demand in industries which — 
because of price or design features — never before 
have been markets for a service body! 


The Morrison “CARRY-ALL” Service Body is readily 
adaptable to the needs of all light industry! Its heavy 
duty, offset reinforced, non-skid floor has express body 
proportions and greater load capacity. The weather- 
proof, self-locking, spacious compartments over the 
wheels are additional capacity! Fitted with trays, 
shelves, etc., these compartments make the “CARRY- 
ALL” a shop-on-wheels! 


A large and varied selection of sizes, styles and 
optional equipment tailors the Morrison ““CARRY- 
ALL” to the needs of plumber or painter, carpenter 
or contractor, sheet metal man or service station 
operator, gas, electric and water companies — every 
light industry! Here is a nationally-advertised service 
body with a mass price and a mass demand that is 
developing volume sales! 





The mass-precision-manufactured Morrison 
“CARRY-ALL” Service Body fits /, 4 





Thousands of cars equipped with automatic 
transmissions are rolling off the assembly 
lines. But are you equipped with the special 
training necessary to make repairs on auto- 
matic drives? If not, you're missing the 
chance of a lifetime to earn top wages! Learn 
this phase of mechanics by training at C.T.I. 
for a few weeks, Our course covers Hydra- 
Matic, Dynaflow, Fluid Drive, etc. G. I 
approved, Finance plan for non-vets. Mail 
coupon for free information. 
EMPLOYERS—Call on us for 
trained mechanics 
Se SSS SSS SS SBS ees eee eeeeaa, 
Commercial Trades institute, Dept.g32-9 8 
1400 W. Greenleaf, Chicage 26, ill. a 
Send free illustrated Brochures and other § 
niormesion about the field I have checked g 
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sENATOR CONNALLY, chairman 

of the Foreign Relations Com- 
mittee, also considered the effect 
would be only a temporary increase 
in British trade. 

Republican leader Wherry saw a 
threat to this country’s economy 
as the action would result in a 
“large influx of British goods.” He 
said he was more convinced than 
ever that Congress should have ap- 
proved the Republican “peril-point” 
provision in the reciprocal trade 
agreement bill and that something 
would have to be done to “assure 
fair competition in the United 
States.” 

Senator Kem, Missouri Republi- 
can, who has frequently blamed 


nity to witness all three major 
operations involved in the produc- | 
tion of quality shale-oil products: 
1. mining and crushing of the oil | 
shale; 2. retorting or heating of 
the shale to extract oil, and 3. re- 
fining of the crude oil into gasoline, 
Diesel fuel, furnace and heavy in- 
dustrial fuel oils and fuel gas. 
* * of 


Political Issue | 
HILE the so-called Brannan | 





plan for agriculture is out of 
the picture for this session, it is 
plain that the proposal of the Sec- 
retary of Agriculture which has 
stirred so much controversy will 
be a prime factor in the 1950 con- 
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WRITE TODAY for 
complete information. 
dustry Morrison 





and 1 ton standard chassis. 


literature and 

The all-in- 
“CARRY-ALL is 
stock for immediate de- 


livery to franchised chassis dealers 
by more than 50 established truck 


distributors strategically 


located from coast to coast. 


MORRISON STEEL PRODUCTS, INC. 


‘SMORRISON 
y a4 o. 







‘Carry-All’’ Service Body Division 


603 AMHERST STREET, BUFFALO 7, N. Y 





















HO Services the 
Cars YOU Sell? 


ou can actually increase your service 
sales 20% in the first year, when 
you use the Amalie Plan! What's 
more, you build future car sales, 
because the Amalie Plan brings 
your cars back to you for service! 


1 = Your Name Guarantees the New 
Cars You Sell! 


Imagine a 30,000 mile guarantee—in your 
name—on every new car you sell. But the 
risk and expense is all ours! No other oil 
refiner gives you this sensational opportu- 
nity to build your reputation this way! 
NO CHARGE 
TO THE DEALER 
FOR THIS 


GUARANTEE! 


fi You Get Their Lubrication Business! 


It’s simple as can be. To keep the 30,000 mile 
guarantee in effect, your car customer uses 
only Amalie Pennsylvania Motor Oil and 
Amalie Lubes. And that means he comes to 
you for lubrication! 


3. Year-Round Direct-Mail Follow up 
Done For You! 


Six times a year, every one of your new-car 
customers gets personalized mailings that sell 
your individual service. Better than 95° of 
the work is done for you. The record shows 
your service sales jump 20% ina single year. 
Yet this nationally-known follow-up system 
costs you a fraction of its normal cost! 


ASK YOUR 
AMALIE 
DISTRIBUTOR 
FOR DETAILS 


A 


AMALIE DIVISION 
L. Sonneborn Sons, Inc. 


Miata | s 


PENNSYLVANIA 
MOTOR OIL 


300 Fourth Avenue, New York 10, N.Y. 
Refineries: Petrolia and Franklin, Pa. ¢ Plant: Nutley, N. J. 
In the Southwest: Sonneborn Bros., Dallas 1, Texas 





Quantity 
PRODUCTION 
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IRON CASTINGS 


GREY 


ONE OF THE NATION'S 
LARGEST AND. MOST MODERN 
PRODUCTION FOUNDRIES 
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THE WHELAND COMPANY 
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Ontario Registry 


BEFORE AND AFTER IN GMC LINE—With front bumper-to-rear-axie measurement short- 
ened from 130% inches to 117 inches, new GMC H line 900 series truck offers 13% inches | 
more payload area than previous designs, permit the use of Diesel engines for hauling 
bigger, longer loads without violation of over-all length restrictions, the company states. 
Illustration above shows bumper-to-rear-of-cab dimensions for a new H line 900 model, left, 


as compared with a similar model of the former A line. mea 
said to be the shortest provided by any truck of comparative size in the entire industry. 


The new I17-inch measurement is 


Larger Payload Claimed 
For GMC’s New Diesels 


PONTIAC.—The most significant 
feature claimed for the new GMC 
“H” line truck models, is the short 
front-bumper-to-rear-of-the-cab di- 
mension provided by the big, Die- 
sel-powered units of the “900” 
series. 

This dimension is now 117 
inches, in contrast with the 
former 130% inches, thus permit- 
ting a 13%4-inch increase in length 


ATA Requests 
Amendment of 


ICC Proposal 


WASHINGTON.—In a letter to 
W. P. Bartel, secretary of the Inter- 
state Commerce Commission, Edgar 
S. Idol, general counsel of the 
American Trucking Assns., has ex- 
pressed approval of a _ proposed 
change in ICC rules governing the 
transfer of operating rights pro- 
vided a more specific definition of 
“dormant” is included in the new 
rule. 

Idol’s letter said in part: “The 
American Trucking Assns. is op- 
posed to any transfer of operating 
authority which has been dormant 
for a period of two years or more. 


“The proposed amendment to rule 
179.1(c) provides that a transfer of 
operating rights will not be ap- 
proved if the commission finds that 
the transferor has discontinued op- 
erations under such operating 
rights.” 

The ATA recommended the pas- 
sage be changed to read: “if the 
commission finds that operating 
authorities sought to be transferred 
have been abandoned for a period 
of two years or more.” 


Idol’s letter also requested the 
commission to consider amending 
section 179.2(b). This rule now pro- 
vides that notice of proposed trans- 
fers be given to the commission, 
its district directors, and _ state 
boards or commissions. 

The ATA believes that, in addi- 
tion, notice should be given to com- 
peting carriers in order that those 
having grounds for opposition may 
have an opportunity to be heard. 


Seeking Economy, 
Mack Combines 
N.J. Operations 


ALLENTOWN, Pa.—Mack Mfg., 
Inc. plans to combine operations of 
its New Brunswick and Plainfield, 
N. J. plants with the exception of 
the New Brunswick foundry, ac- 
cording to A. N. Norton, vice- 
president of the firm. 

Norton said: 
of operations is dictated by the 
necessity for economies that must 
be effected for the benefit of the 
company as a whole and the im- 
perative requirement that the com- 
pany maintain its competitive 
position.” 

The semi-annual statement of the 
company showed an operating loss 
in excess of $2,700,000. 

The company hopes to move some 
of its operations to the Plainfield 
plant. It hopes to offer employment 
there to a majority of the present 
New Brunswick employes. 








of the truck behind the cab, it is | 
said. 

The change reportedly allows op- | 
erators greater payload area when | 
the vehicle is used as a straight | 
truck. When the unit is employed | 
as a tractor, the shorter front-end | 
permits use of longer semi-and | 
four-wheel trailer combinations 
without violation of the 60-foot 
over-all length limitation in force 
in many states. 

In both cases, the change gives 
haulers the advantage of the GM 
2-cycle Diesel engine and greater 
power than is usually found in 
truck-tractors usable under the 60- 
foot length restriction, GMC offic- 
ials say. 

Said to be the shortest front- 
bumper-to-rear-of-cab measure- 
ment of any trucks of comparable 
size, the new dimension was 
achieved by reducing the space be- 

tween the bumper and the grille, 
and grille and front axle, and by 
re-engineering the cab dash into 
the form of a bay to allow the 
engine to extend a short distance 
into the cab interior. 

Use of this design means that 
the standard 84-inch cab-to-rear- 
axle dimension on the GMC “900” 
series will give the same over-all 
measurement from front bumper 
to the end of the last trailer as 
could be obtained on previous 
models with a CA dimension of 
only 70% inches, 

It also means that with a tractor- 
trailer combination employing a 22- 

foot body on a semi-trailer and a 
22-foot body on a four-wheel trailer, 
the distance between the front 
bumper and the back of the last 
trailer would be 59% feet, or 6- 
inches less than the 60-foot maxi- 
mum length allowed in 14 states. 


Since 34 states now have laws 
which permit approximately an ad- 
ditional 800 pounds of gross weight 
for an additional 12 inches between 
the front axle of the tractor and 
the last axle of the trailer, within 
the 60-foot limit, the new design 
increases payload capacity as well 
as payload area. 


LATEST FROM WOODSON —A _ low-cost 


; : b | dump body and hoist for pickup trucks is 
“This combination 


announced by Woodson Products, Detroit 12, 
Mich. This unit, called the Woodson Dumper, 
can be quickly and easily installed on any 
make of '/2, or I-ton truck, the company 
says. The time saved for farmers, coal deal- 
ers, gardeners, contractors and many other 
businesses when dumping loose loads will 
soon offset the small difference in cost be- 
tween the Dumper and a conventional pickup 


| box and fenders, it is claimed. In addition, 


a sturdy, heavy-gauge steel body is said to 
give many times the service of a pickup box. 
The vertical hoist used in this unit reportedly 
has three important advantages: Easy instal- 
lation, low mounting of the body and lift 
loads at lower hydraulic pressures than would 
be required with an underbody hoist. The 
body, which measures 80 inches long by 66 
inches wide by 16 inches deep, is welded 
construction with box-type cross members and 
longitudinals supporting the floor. 


Up 88,742 in Year 


TORONTO.—Motor car registra- 
tions in Ontario at the end of 
August totaled 982,098, an increas 
of 88,742 over a year ago, accord 
ing to Ontario Highway Ministe 
George H. Doucett. 

The increase includes 64,426 pas 
senger cars and 19,842 commercia 
vehicles. 





DEPARTMENT STORE 
LINAGE 
UP 76% 


SINCE 1939* 


@ The reasons which 
lead Buffalo’s department stores 
to spend an ever-increasing por- 
tion of their advertising budgets 
in the Courier-Express are good 
reasons why it’s also your best 
medium, 

Your dollar buys MORE space 
.-» MORE insertions in the 
Courier-Express ... MORE im- 
pact on the customers with the 
money to BUY your products. 


*Competition’s Gain SO% 
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Western New York's 
Only Morning and Sunday Newspaper 


BUYING 
Burrrlap? 


Weel, it’s wise and 

thrifty to deal with 

folks who really know 

bur-r-rlap*...folks you 

know you can depend 

on. So for whatever 
grade you 
need. ..look 
to Bemis! 


“Each year Bemis de- 
termines grading 
of burlap from indian 


BEMIS 


Detroit « Chicago « St. Lovis 
Cleveland « Indianapolis 
and other principal cities. 


jute mills. Bemis- grad- 
ing is accepted by 
producers and users 
alike as the standard 
for bintay» quality. 
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DEALERS: 


The Modern Advertising Plate 
With Customer Eye Appeal 
Write TODAY for beautiful full- 
size FREE SAMPLE . . . Yours 00 

keep and compare! 
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Sut No Plunge Is Expected ibe 


Used-Car Prices, Sales 
Show Slight Dip 


(Continued from Page 1) 


along with Philadelphia, Chicago, 
Minneapolis and Atlanta, reported 
prices and sales off appreciably in 
September, dealers speculated that 
a clearing of the labor uncertainty 


would spur business. 
+. * * 


N MOST areas, some easing in 
credit terms was reported, While 
officially dealers were still adhering 
to a third down and 24 months to 
pay, independent dealers indicated 
that it is now a fairly common 
practice to work out easier terms 
to meet the customer’s pocketbook. 

Meanwhile, Automotive News’ 
used-car averages (see page 40) 
showed a drop of only $6 for the 
week on the overall average, with 
declines running from $1 on 1940 
models to $16 on 1949s. 

Compared with August averages, 
the declines ranged from $18 on 
‘41s to $72 on ’49s. Last week’s 
auction reports indicated a steady 
market. 

Used-car dealers are working 
hard to buy cheap, and as a result 
claim that used-car prices are at- 
tractive compared with new-car 
prices, 


* * * 

N THE West Coast, San Diego, 

Seattle and Los Angeles report- 
ed firm demand, good sales and 
little change in prices. 

A big wholesale operator in Los 
Angeles reported that “all of a 
sudden there’s money around 
again,” and business is stronger 
than ever. 

Here are the individual reports 
from the cities surveyed: 

- * * 
San Diego 

IRM demand for used cars has 

continued here for 60 days with 
little change in prices. Dealer sales 
during last 10 days are reported 
highest since spring and supplies of 
good late model used-cars are short. 
Fall business outlook is termed 
favorable. 

Dealers attribute unexpected 
pickup in business to fact that 
used-car prices are now in better 
relationship to new-car quota- 
tions and also to general improve- 
ment in local business conditions. 
Check with leading dealers shows 
complete absence of anticipated 
seasonal fall slump. 

Established dealers report they 
are holding to one-third down pay- 
ment. There are only scattered 
cases of side notes and ballon pay- 
ments. Few dealers are pushing 
credit terms in advertisements. 
New-car dealers have boosted al- 
lowances on trade-ins, but total 
stocks of used cars lower than 3 


months ago. Wholesale market 
prices firm.—(Irvine W. Reynolds). 
* * * 
Philadelphia 


CxRvUs GORSON, president of 
Philadelphia Used Car Dealers 
Assn., reports existance of a lull 
in the business, for no apparent 
reason. He says that since Labor 
Day business has fallen off about 
40 percent and prices have been 
easing off gradually. 

This report is confirmed by A. 
A. Martin, president of PATA, 
who reports used-car business at 
a virtual standstill. He claims 





ARMORED MACK FOR CUBA'S TREASURY DEPARTMENT—Especiall 
maximum security plus comfort in hot climates, this Mack Model 





market demoralized because of 
labor agitation and threat of 
major strikes in steel, coal and 
auto industries. 

Martin says that there has been 
very little movement of used cars 
over the $1,000 bracket. Activity at 
weekly auto auctions is falling off, 
although prices are firmer this 
week. 

Finance companies are adhering 
to established. credit terms, with 
some relaxation of terms on special 
deals. Dealers in Quakertown not 
accepting side notes or balloon 
notes. Under Pennsylvania sales 
finance act after down payment is 
made in cash or trade, balance 
must be paid in a number of equal 
payments.—(Norman Shigon). 


* * * 

Chicago 
prcss of used cars in Chicago 
have fallen off from 7 to 10 per- 


cent since Labor Day and sales 
have slowed down, dealers report. 


For the most part, there has 
been little relaxation in credit 
terms, although some dealers are 
now accepting from 25 to 30 per- 
cent instead of the customary 
one-third down payment, and 
stretching the installment period. 

Most of the dealers consider the 
comparatively unfavorable turn as 
temporary and attributed it to sea- 
sonal factors. They pointed out, 
for instance, that the ending of 


|the vacation season has naturally 


slowed sales somewhat. At the 
same time, they recognize that 
quicker deliveries of new cars will 
continue to bring more tradeins 
and give them more used cars to 
sell. 


“It looks as if used cars must 
be subjected to further price cuts 
and this means that dealers will 
have to trade in used cars with 
that in mind,” one prominent 
dealer said. 

“As for sales, prewar models 
have suddenly become in greater 
demand among wholesalers who 
insist, however, that these auto- 
mobiles be in good shape. In our 

own experience, we have had no 
deals turned down by the finance 
companies.” 

One encouraging sign 
none of the dealers interviewed 
expressed worry over inventories 


of used cars.—(Mel Adams). 
* * 7 


Denver 


TOCKS of used cars are increas- 

ing in the Denver market. Deal- 
ers report demand fair and prices 
of late model cars holding up. 
Prices of prewar cars are lower 
than they have been and the ten- 
dency is toward still-further drops. 

Warm, summer-like weather is 
aiding local used-car sales and 
there has been little if any slow- 
ing of demand since Labor Day. 
It is much easier to purchase 
used cars in the Denver market 
now than any time since the war. 

Those with good credit ratings 
can get cars on practically their 
own terms. Some dealers offer as 
long as 30 months to pay on late 
model cars. Prewar cars are being 


is that 


designed to achieve 
E armored truck was 


recently shipped to that country. Constructed of aluminum over an all-steel frame, the inside 


body walls are Alcoa Dural 24-ST aluminum armor plate. 


The gas tank is protected by 


aluminum armor plate and the fire wall is also of that material. Windshield and windows 


are bullet-proof glass. 


The floor is diamondette steel! plate. 


There are a total of 10 gun 


ports, eight in the body and two in the cab. To combat tropic heat the body sides and 
roof are insulated with two inches of Libby-Owens fiber glass. 


| its new cigaret, Cavalier. 
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CHEVROLETS IN CIGARET PROMOTION—R. J. Reynolds Tobacco Co. is using a caravan | 
of Chevrolets, pretty girls and a costumed grandee in many sections of the country to exploit 


furnished by J. V. Baldwin Co. 


Above photograph was taken in Los Angeles where cars were 


offered at nothing down in some | customers even fussier about used 
cases. Some dealers are selling at | cars. 


$5 down.—(Ira Alexander). 
+. + * 


Seattle 


UTOMOBILE sales battle is 

here, with used cars typifying 
trend which definitely points to- 
ward “good old days.” 

So summarized M. O. Anderson, 
Anderson-Buick. He said the pres- 
ent situation is more spotty than 
before Labor Day, with some deal- 
ers plugged while others are short 
on used cars. His firm, he said, 
has no used car problem generally 
speaking as yet. 

Terms are easing. A few are 
cutting third down and stretch- 
ing monthly routine. Side notes 
and ballooning practices appear- 
ing in certain quarters. 

“Not a 30-day car in stock,” re- 
ports L. C. Huffman, used car man- 
ager of University Chevrolet. He 
added that there has been some 
sales drop-off since Labor Day, but 
September equals August current- 
ly. Prices are down since 60 days 
ago, but not bad on clean cars. No 
credit easing. 

N. J. Vickerman, manager of 
Totem Pontiac, reported: “Used 
cars moving more slowly, with 
prices that firmed pre-Labor Day 
receding to former levels. 


to ease terms. Smaller down pay- 
ments, longer time, side notes and 
ballooning cropping up. Franchise 
dealers sticking to terms similar to 
Regulation W.”—(D. M. Trepp). 

* 


* + 
Minneapolis 

URVEY of leading Twin City 

dealers reveals that the post 

Labor Day market on used cars is 


off appreciably. Most dealers said 
cars are moving slowly, though a 





few believed market fairly level. 

“Not good, but not bad,” one 
dealer summarized. 

Prices are slightly down, not 
sharply with many dealers stat- 
ing they held firm last two or 
three months. Older model prices 
down. Some dealers are allowing 
more on tradeins to make sales, 
however. 

Harry Dean, Dependable Motors 
and Minneapolis Dealer Assn. pres- 
ident, said not much change in 
prices or rate of sale relative to 
pre-Labor Day sales. 

He observed, though, stock of 
used cars in Twin Cities, A ma- 
jority of dealers said prices are 
lower since Labor Day. One dealer 
indicated the demand they expect- 
ed didn’t materialize before Labor 
Day and there has been little 
change since. 

Of eight major dealers sur- 
veyed here, five said they were 
easing up on credit now, two said 
flatly “no,” one “not much.” 

Most dealers are asking one-third 
down. A few dealers are easing up 
on down payments, taking tradeins | 
as full payment, some asking 
nothing, depending on risk involved 


= |and customer dealing with. 


Most dealers are not asking side 
notes, though a few are using a| 
little of both side and balloon notes. | 

Seven out of eight dealers in low- | 
price field here are not using bal- 
loon notes, a few taking both and | 





looking into credit rating more | 
closely—(Nat Wood). 


* * * 


Atlanta 


RICES and sales of used cars 
have fallen off 5 to 20 percent 

in the last month, dealers here | 
agreed. 
The gradual return of a buyer's 
market in new cars which has, as 
one dealer put it, “made people a] 
lot fussier about style and color,” 
seems to have made prospective 





“Independent dealers more prone 





“The market is so unstable we 
aren’t taking anything we can’t 
move pretty fast,” said M. S. 
Loner, general sales manager of 
Boomershine Motor Co. (Pon- 
tiac). 

“Prices recently have dropped 
from 8 to 10 percent on $1,000 cars 
and 18 to 20 percent on $2,000 
models.” 

R. L. Fowler, manager at Belle 
Isle Motors (DeSoto - Plymouth), 
said, “We're holding used cars 
twice as long as we were 60 days 
ago, and it’s that way all over 
town. You see good used models 
that used to move in a week stand- 
ing in the lots for three or four 
weeks now.” 


Although dealers’ estimate on 
the percentage of the drop in used 
car sales vary from 5 to 20, all but 
two of the dealers contacted re- 
ported a noticeable slacking off of 
sales and prices, and even the two 
who declared that business was 
still fairly good for their own firms 
agreed with the general opinion 
and said that they expected sales | 
to fall off in the near future. 

The slump in the used-car 
market has not brought any cor- 
responding easing up on financ- 
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ing, however, according to deal- 
ers. 

Instead, as prices fell, 
companies were becoming 
cautious. 

“Most finance companies don’t 
want to stretch credit any fur- 


finance 
more 


_| ther,” said W. L. Shackleford, sales 


manager of John Smith (Chevro- 
let), “and only small companies 
would risk side notes or balloon 
notes for the sake of a sale.” 

According to W. M. Young, man- 
ager at Oshields Buick, some 
finance companies which had been 
allowing 24 months on ’47 models 
now require 18 months on ’47s and 
15 to 18 months on '46 models.— 
(Charles Pou). 

* * + 


St. Louis 


OTH new and used-car sales in 

St. Louis are continuing at a 
fairly high rate. Newspaper adver- 
tising indicates some distress in 
the new-car stocks of some lines. 
In spite of this, standard lines with 
popular models continue in active 
demand. 

Used-car sales are holding up 
somewhat better than had been 
anticipated. The slump in sales 
that was expected in some quar- 
ters has not fully developed. 
Prices are definitely off. This is 
particularly true in postwar cars 
that carried such high price tags 
a year or only six months ago. 

The process of adjusting prices 
on late-model used cars has proven 
to be painful both to owners and 
to dealers. 


There are reports that some deal- 
ers have failed to recognize the 
rapid drop from last year’s high 
prices. It is possible that there will 
be some substantial losses in the 
liquidation of some used-car stocks. 

The number of new and used 
cars in the hands of dealers has 
been slowly but steadily increas- 
ing. Repossessions are likewise on 
the increase. Longer terms are 
common, but there has been no ten- 
dency to the extremely loose terms 
that have been reported from other 
sections of the country.—(Sam X. 
Hurst). 
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Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 



















LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 












Monufactured under exclusive license 
Pritchord patent 102974 


AUTO VENTSHADE CO. | 


BOX 1402 + ATLANTA 1, GEORGIA 










Bic-re Della 


THESE FEATURES 
MEAN BIG SALES! 


e Open-window ventilation 
when it rains or snows 


@ Safety from exhaust fumes 
e Less fogging of glass 

e Shade from the sun 
© More comfort the year ‘round 
e Added beauty for the car 


@ Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
Won’t rust or rattle 
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AUTOMOTIVE NEWS, SEPTEMBER 


New Models Feature Many Changes .. . 





Nash Cuts °50 Prices 


(Continued from Page 1) 


and the Ambassador Airflyte, in 
the medium-price field, Doss said. 

Advertised-delivered prices of the 
new cars and the comparative 1949 


prices are: 
STATESMAN—Super—4-dr. sed., 
$1,738 ($1,811); 2-dr. sed., $1,713 


BACKLIGHT BOOST—A rear window 33 
percent larger for improved visibility is a 
feature of the 1950 Nash. Shown is the en- 
larged rear window width compared with 
— models outlined with a dotted white 
ine. 


($1,786); club cpe., $1,735 ($1,808); 
bus. cpe.,. $1,633; Custom — 4-dr. 
sed., $1,897 ($2,000); 2-dr. sed., $1,- 


872 ($1,975); club cpe., $1,894 . : NG higher compression head and the 
($1,997). Sotiiedin they ee = aesmuaen seven-bearing chankshaft is now 
etnods eC se mn ceve more rigid f i -ased smooth- 

AMBASSADOR — Supe r—4-dr.|the Airflyte. It features a built-in|nogs 
a ae See 2-dr. a structural frame welded into @/ As a new engine feature, the Am-| 
$2,039 ($2,170); club cpe., $2, single steel unit with shock cush-|passador is equipped with Seal-| 


($2,191); 4-dr. sed., $2,223 ($2,363); 
2-dr. sed., $2,198 $2,338); club cpe., 


$2,219 ($2,359). eidity. greater strength and/The new-type rings were given 
Hydra-Matic will cost $185, the ot __ |exhaustive dynamometer and road 
ace ee on Pontiac and pe er The Airflyte-type body, it is|tests by Nash research engineers | 
bil claimed, makes possible an exterior | before adoption. Their findings 
a claim that the new rings give 


While observers did not expect 
competitors to join Nash in further 
price cuts, some experts predicted 
that the action might stiffen public 
sales resistance by increasing ex- 
pectancy of reductions in other 
makes. 

» = s 


NTRODUCTION of Nash Motors’ 

1950 models marks the start of 
the company’s 48th year of auto- 
mobile manufacture, its predeces- 
sor company having made the 
Rambler cars at the turn of the 
century. 

Hydra-Matic drive on Nash Am- 
bassadors is combined with the 
Nash-developed Selecto-lift starting 
offered as optional equipment, Op- 
eration of the Hydra-Matic requires 
only positioning of a forward or 
reverse direction selector lever and 
completely eliminates the clutch 
pedal. 

The new starter control, a fea- 
ture exclusive with Nash, oper- 
ates merely by lifting the 
Hydra-Matic selector lever and 
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: taper to form a shape said to re- 


with larger interiors, greater gaso- 
line economy and an automobile 
body quiet and free of squeaks and 





inches high and are 15% inches 


eliminates separate floor or in- 
wider than they are high. 
* * * 


strument panel starting. 

Standard on both new cars is the 
conventional transmission. In addi- 
tion to the Hydra-Matic on the 
Ambassador, Nash also offers in 
both cars as alternate optional 
equipment automatic overdrive. 

* * o 


N PROFILE, length and sleek- 

ness are emphasized on the new 
Nash. Fully enclosed front fenders 
blend into the straight-sweep sides 
of the body and continue in line 
through the similarly enclosed rear 
fenders. ; 


Rear ends of the rear fenders 


OTH series feature frictionless 
soft coil springs on all four 
wheels. 

The new Ambassador is powered 
with an improved high compression 
six-cylinder overhead valve engine 
developing 115 horsepower. Com- 
pression ratio has been increased 
from 7.0 to 7.3 for 1950. 

With minor modifications, Nash 
asserts, the engine compression 





duce gasoline wasting air turbu- 
lence or “drag.” A chrome strip of 
stainless steel near the bottom of 
the door runs in an unbroken hori- 
zontal line completely around the 
car. 

Rear-end design boasts a group- 
ing of tail, stop and directional 
signal lights with rear trunk deck 
handle and lock in a single chrome 
unit. 

The Nash signature and model 
designation in chrome script ap- 
pears on each front fender with 
the same treatment applied to 
“Nash Airflyte” on the rear deck 
lid. Also designated is “Nash 
Hydra-Matic.” 

New standards of riding comfort 
and safety are claimed by Nash 





IMPROVED COOLING—The vertical tube | 
radiator is used on the 1950 Nash Ambassa- 
dor, replacing the previous cross-flow type. 
This permits a more flexible connection with 
the engine, increasing hose life and cooling 
efficiency. | 


ratio can be stepped up in future 
models as higher octane fuel be- 
comes generally available. The Am- 
bassador engine is fitted with a new 


ioning distribution of weight. The 


Flex oil control piston rings (in the 
all-steel bodies have box section P = 


lowest of the four-ring grooves). 





design offering less wind resistance, 


double the life of the older types. 

Cylinder blocks of both new 
Nash cars are cast from a special 
nickel-chrome-molybdenum high 
alloy iron that is hard and close 
grained to provide longer life. 

The Nash Statesman is powered 
by an L-head type six-cylinder 
engine yielding 85 horsepower. Im- 
provements made in the Statesman 
engine also include the new Seal- 
Flex piston rings. 

The Statesman engine has a 
longer piston stroke to obtain in- 
creased displacement for faster 
acceleration, Both Ambassador and 
Statesman engines rest on vibra- 
tion-absorbing rubber mounts de- 
signed for better performance and 
smoother ride. 

+ 





rattles. The 1950 models are 62 


* * 


Tae passenger compartment of 
both cars is 9 feet, 4 inches long; 
the front seat has 5 feet, 3 inches | 
of elbow room and the rear seat, 5 


DASHBOARD CLOSET—Shown is the new 
1950 Nash sliding bin-type glove compart- 


ment. It features larger storage area and, F 
unlike conventional drop-door compartments, | feet, 1 inch. 
articles placed in it cannot fall out when it The 1950 models feature new | 


is opened, the company states. Also shown 
is the new sliding roll panel covering radio 
and secondary — controls. This panel 
may be locked shut by the glove compart- 
ment lock. 


interior design, new fabrics and 
color treatments. Highlights include 
a roll-top sliding panel covering the 
| radio and instrument controls, new 
treatment of molding and hard- 
ware and airplane-type reclining 
seats (right front) adjustable to 
five positions—available on all 
models as optional equipment. 
For the 1950 Custom line, Nash 
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FOR ADDED COMFORT — This 
one of the three intermediate positions of | 
the new Nash airplane-type reclining seat. 
Optional equipment, on all 1950 models, the | 
right front seat is adjustable to five positions. | 


NEW YORK ilustrates | 


has completely restyled interior | 
Michigan appointments. 

Among custom features are mas- 
sive cushioned front and rear arm 
rests—also the folding rear center 
arm rest is wide enough for a 
card game—and upholstery fabric 


in four two-tone color combinations 


ICE 
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ANOTHER ‘50 NASH VIEW—Two and four-door sedans and club coupes are offered in 
the new Statesman and Ambassador lines. Available as optional equipment on the Am- 
bassador is Hydra-Matic drive, combined with drive-control lever starting introduced by 
Nash. Super and Custom models are offered in each series, with the latter featuring new 


two-tone upholstery styles. Production of the new cars started Sept. 6. 





FRONT COMPARTMENT VIEW—Instrument panels of the 1950 Nash have been completely 
redesigned, with all driving instruments clustered centrally in the Uniscope and with fre- 
quently used controls on the left side of the steering wheel for easy access by the driver. 
Infrequently used accessory controls are inset and groupd on the “instrument panel" in 
the center at the radio receiver. Feature of the redesigned 1950 panels is a sliding "bin 
type'' drawer glove compartment replacing the conventional ‘'drop-door’’ type used in 
previous models. 





CONVENIENCE OF HOME—Gin rummy for two during a rest en route illustrates one of 
the travel advantages of the 1950 Nash. Twin convertible beds, which can be made up as 
a single bed when the car is in motion, are shown in a special cutaway model with doors 
and body centerpost removed. The beds are available as optional equipment on both the 
Statesman and Ambassador two and four-door sedans. 





INTERIORS ARE IMPROVED—The 1950 Nash Ambassador and Statesman are stylishly ap- 
pointed in new custom models. Interior features include new two-tone upholstery, sliding 
bin-type glove compartment, wide ‘'gin rummy" center arm rest inset in rear cushions, 
massive new hardware and completely redesigned instrument panel. 


for seats. The trim styling of door | through front and rear doors. All) 
pads with four combinations of | doors are hinged at the front. 


fabric and vinyl leather harmon- Oe eT 
izes with the four color combina- | NEW feature is a sliding (bir 


tions type) glove compartment be 
: ; low the center of the instrument 
The 1950 Nash club coupe in- | panel. It provides more _ storagé 


corporates an airliner rear-seat- space and eliminates the conven 


ing lounge-type of arrangement tional 
- : ‘ ; glove compartment’ tha 
oe ne ee |often spills articles when opened. 

7 ,» are , } : . : . 
by a broad fixed wedge-shaped | A massive steering column jacke 
y . j}encloses the Hydra-Matic driv: 


arm rest. | 5 
|selector control shaft and starte! 

Both cars have rear | ink ond dinette . i 
windows 10 inches wider than those | /"*48e and directional signal con 
on 1949 models. Rear window glass |trols. The luggage compartment 
area is now 717 square inches, an| Provides 28% cubic feet of space 
increase of 33 percent. Super model steering wheels 
Another new feature of the ae made of a steel core covered 


four-door sedans is wider entry (Continued on Page 57, Col. 3) 


increased 
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In the Letterbox 
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(Continued from Page 4) 


ciation be sent to you in recogni- 
tion of the good you have done in 
behalf of our organization. 
Automotive News is a monument 
to the industry, and we of NUCDA 
hope we will always have the pleas- 


public relations department, Gen- 
eral Motors Corp., Cleveland. 

Eprror’s Nore: It’s’ put out by 
the Ethyl Corp., 405 Lexington 
Ave., New York 17, N. Y. 


> * * 


ure of being counted among your) Wants Racing News 


many friends.— Marcaret CoRELL, 
executive secretary, National Used 
Car Dealers Assn., Detroit. 


* > 7 
$35,000 More 
We appreciate the article on the 
remodeling of our salesroom ... but 


the cost will be $40,000, rather than 
the $5,000 stated in the article.—J. 
C. Cocuran, sales manager, Mc- 
Million Motors, Inc. (Chevrolet), 
Charleston, W. Va. 

+ . o 


Rolls-Royce Truck 


Referring to your May 30 issue 
of Automotive News (just received), 
we were interested in an illustra- 
tion appearing on page 2, featur- 
ing an old Rolls-Royce truck. 

In New Zealand we happen to 
have a vehicle used for a similar 
purpose, and we enclose a glossy 
print as it has occurred to us you 
may like to reproduce this. 

We regret we cannot give you 
full history of this vehicle, but it 





New Zealand’s Entry 


has done a colossal mileage and 
is still in first class condition, al- 
though you will note it has been 
considerably modified, wood pat- 
tern wheels replacing old wire. For 
some years it was used as a break- 
down wagon in the North Auck- 
land area and latterly has been 
used as a wrecker in Auckland 
city. 
In its day it has towed in many 
thousands of vehicles, and the 
owner informs us it is capable of 
pulling practically anything, gives 
no trouble and is seldom serviced. 
The engine reveals the huge side 
valve motor used on the “Silver 
Ghost” model. 

We think you can now quite 
safely say there are at least two 
Rolls-Royce trucks in the world 
and we trust you will find this of 
interest. 

We are regular readers of AuTo- 
motive News and would say we find 
it extremely informative and we 
look forward to receiving it always 
with great interest.—Bruce JoHNs- 
ron, director, Motor Specialties, 
Ltd., Auckland, N. Z. 

” . * 


Driving Booklet 


In your Sept. 12 issue, editorial 
on page 4, you mention a booklet 
entitled, “How to Drive Like a Pro- 
fessional.” 

I would appreciate knowing who 
is distributing this booklet that I 
might secure a copy of it.—E. W. 
Rewer, Reiber Cadillac Co., New 
Zastle, Pa. 

* * * 

Where can we obtain the book- 
let, entitled “How to Drive Like a 
Professional’”’? — B. L. Corsert, 
executive secretary, City of Mil- 
waukee Safety Commission. 

+. * . 


Would you kindly advise where 
we might be able to obtain a copy 
of this booklet.—JoszerpH E. Cuops, 








| I agree with the 16-year-old who 


wrote to Automotive News Sept. 12 
asking for news about auto racing. 
As a subscriber who reads every 
page of your newspaper, I would 
like to see a column devoted to 
speedway racing, which did so 
much to pioneer autos.—W. Moore, 
Sarasota, Fla. 
* . + 

I agree with Ron Rosenswett on 

the subject of auto racing. 


I would like to see the names 
of the drivers, the makes of their | 
cars and the models. 


I have been reading AUTOMOTIVE | 
News for a number of years. I find 
it the most informative trade pa- 
per I have ever seen.—James A. 
Baker, Springfield, O. 


* * * 


Dealer Service 


Could you tell us whether there is 
a company publishing a mat adver- 
tising service specifically for the 
automotive dealer in a small town? 


This would be a dealer having a 


‘| brand gas and oil franchise and a 


car sales and service dealership, He 


~ | would be operating a garage giving 


a variety of general services. His 
local newspaper would be small and 
unable to give much in the way of 
ideas or appearance for his local 
effort. 

His appropriation would be small 
and how to present his local ad- 
vertising in a manner to compete 
with well-prepared national adver- 
tising, a problem. CANADIAN DEALER. 


Editor’s Note: We'll be happy 
to pass on any reader recom- 
mendations. 


Missouri Dealers 


Pick Kansas City 


JEFFERSON CITY, Mo. — The 
1950 convention of the Missouri 
Automobile Dealers Assn. will be 
held in Kansas City, it was an- 
nounced here following a meeting 
of the organization’s executive com- 
mittee. 

The committee, which met in a 
joint session with the budget and 
group insurance committees, also 
revealed that details of a group 
insurance plan for the association 
have been completed. They will be 
announced in the near future, it 
was said. 


Machine Tool Firm Cuts 


Hours and Work Force 


PROVIDENCE.—Employment at 
Brown & Sharpe Mfg. Co.’s plant 
here has been reduced to 3,800 
workers on a 35-hour week, the 
company announced. Employment 
last March totaled 4,500 workers. 


The curtailment in employment 
has resulted from a slump in ma- 
chine tool buying, it was explained. 
A. K. Brown, vice-president, said 
that while sales of perishable tools 
and parts have been holding up 
fairly well, volume in heavier 
equipment is confined to occasional 
replacements. 


Toledo Outing 
TOLEDO.—The Toledo Automo- 
tive Trades Assn. will hold its 40th 
annual outing at the Chippewa 
club, Sept. 30. 


STUDEBAKER PLAYS PART IN TRAVEL PAGEANT—A 1950 model is shown in the finale of 
the Wheels-A-Rolling pageant presented four times daily before thousands of persons attend- 
ing the Railroad fair in Chicago. The pageant traces the history of transportation from the 
days of the covered wagon. 








SIX SLICK CHICKS—Something new in dealer openings was the stunt employed by the 
Quality Motor Co., recently appointed Packard dealer in Alameda, Calif. ‘We're startin 
from scratch'’ was the announcement on cardboard cartons containing a live chick whic’ 
partners Philip S. Snyder and Joseph J. Bomalik sent to some 3,000 friends and prospective 


Packard customers. Miss Lois |. Moore, secretary-treasurer, is shown above packin 


one of 


the boxes. Quality Motor is a dealer member of Earle C. Anthony, Inc., Packard distributor 


for California. 


Nash Reduces Prices 
On Its ’50 Models 


(Continued from Page 56) 


with rubber. The Custom wheel 
of black tenite has special orna- 
mental treatment with chrome 
spokes. 

Changes have been made in the 
Weather Eye automatic heating 
and ventilating system to improve 
defrosting, even when the car is 
motionless. Developed by Nash, the 
Weather Eye scoops in fresh air 
under pressure through a large 
screened intake on the cowl where 
it is free of traffic fumes, 

The system, with filters, provides 
draftless ventilation, fresh air heat- 





FOR THOSE LONG TRIPS—In addition to 
a@ great reduction of rear-end air turbulence, 
the aerodynamic styling of 1950 Nash pro- 
vides a luggage compartment of 28!/. cubic 
feet capable of handling more than a dozen 


pieces of assorted luggage, the company 
claims. After-dark loading or unloading is 
simplified by a trunk compartment light 
which also acts as a rear warning light when 
the counterweighted lid is raised. 


ing or recirculation, using three 
built-in electric blowers. Automatic 
temperature controls are similar to 
those used to regulate heating sys- 
tems of modern homes. 

* * * 


NAS# again offers full-length 
twin beds in all two-door 
sedans, club coupes and Custom 
models — optional equipment on 


four-door Super sedans. The beds 
are convertible to provide a single 
ben enroute or a double bed when 
the car is stopped. 

Both front and rear cushions are 
used for making the bed, the 
divided front seat backs being de- 
signed to swing downward. The 
sleeping arrangements, entirely 
contained in the passenger com- 
partment, leave the luggage com- 
partment undisturbed. If it is 
desired to make up the beds with 
sheets, pillows and blankets, the 
time needed is no more than would 
be required to make up a bed at 
home, Nash says, Fitted plastic 
screens slip on each door to keep 
the interior free of insects while 
doors can be locked and windows 
raised without interference. 


The instrument panel has been 
redesigned for the 1950 Nash with 
all driving instruments clustered 
centrally in the Uniscope mounted 
directly on the steering column. 
All major operating controls are 
grouped on the left side of the 
panel for easy access by the 
driver. The radio is recessed in 
the center of the instrument 
panel and has a roll top sliding 


chrome door to give the instru- 
ment panel a knob-free sweep. 

Standard Nash equipment in- 
cludes extra-low-pressure tires, said 
to be more resistant to shock and 
to absorb a larger part of the road 
|contact vibration, Also included as 
standard equipment on all models 
is a one-piece windshield of curved 
glass. Wiper blades are of special 
flexible design to fit the contour of 
the windshield and rear window. 

The Nash Ambassador and 
Statesman feature the safety 
clutch-pedal starter to reduce the 
possibility of accidental starting 
with the car in gear. Ambassador 
models equipped with Hydra-Matic 
drive employ the new-type starter 
control. 

Bodies of both cars are treated 
inside and out—top and bottom be- 
fore painting with a metal-impreg- 
nating bonderizing process for pro- 
tection from rust and the effects of 
dampness and road salts. 

New exterior colors with harmon- 
izing interior fabric and _ vinyl 
leather combinations consist of 12 
single colors and eight two-tone 
colors for both the Statesman and 
Ambassador. 

These include, among others used 
in two-tone combinations: Ber- 
muda metallic blue, New Strato 
blue, sea mist gray, cruiser gray, 
surf green, Sherwood green, mid- 
night blue, Nile green, fawn brown, 
sunset maroon and black. Also 
offered are champagne ivory and 
carioca rust on Custom models 
only, 


Auto Old Timers 
Complete Plans 


For Anniversary 


NEW YORK.—Plans for celebra- 
tion of the Automobile Old Timers’ 
10th anniversary Oct. 18, having 
been completed, are said to indicate 
a large attendance in New York 
by representatives of the automo- 
bile industry and its affiliates. 


The program includes the annual 
meeting of members which will be 
presided over by President D. C. 
Fenner, followed by a _ reception 
and dinner in the grand ballroom 
of the Hotel Astor. 


At this occasion, distinguished 
service citations will be awarded: 
K. T. Keller, president, Chrysler 
Corp., who will be the principal 
speaker; Alfred Reeves, advisory 
vice-president, Automobile Manu- 
facturers Assn.; Harvey S. Fire- 
stone jr., chairman, Firestone Tire 
and Rubber Co.; William E. Holler, 
formerly vice-president and general 
sales manager, Chevrolet division, 
and P. M. Heldt, author and pub- 
lisher of automobile engineering 
developments. 

D. C. Fenner, AOT president, will 
conduct the proceedings, following 
a welcome to members and guests 
by Clifford M. Bishop, chairman of 
the dinner committee. 
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Hudson Appoints 
Shaw to Sales 
Post in East 


DETROIT.—Appointment of Rus- 
sell T. Shaw as eastern divisional 
merchandising manager for Hud- 
son has been announced by N. K. 
VanDerzee, sales vice-president. 

The division comprises Hudson’s 
eastern sales territory in New 
York, New Jersey, Pennsylvania, 
the New England states, Florida, 
Georgia, North Carolina, South 
Carolina, Tennessee and Washing- 
ton. 

A native of Philadelphia, Shaw 
is a veteran of 22 years in the 
automotive business, with lengthy 
periods of service in sales, mer- 
chandising, business management 
and service capacities. His expe- 
rience includes factory, wholesale 
and retail work. 


Kenyon, Eckhardt 
Gets Ford Job 


DEARBORN. — Appointment of 
Kenyon & Eckhardt, Inc., New 
York advertising agency, to handle 
institutional advertising for Ford 
Motor Co. was announced last 
week by J. R. Davis, Ford sales 
vice-president. 

J. Walter Thompson Co. will 
continue to handle Ford division’s 
product and dealer accounts, Davis 
said, while Kenyon & Eckhardt 
will retain Lincoln-Mercury prod- 
uct and L-M dealer advertising, in 
addition to company institutional. 


Wilson Opens Chrysler Deal 
In Birmingham, Mich. 

Earl B. Wilson, former director 
of sales for Chrysler division, has 
joined the ranks of dealers with 
the announcement of the opening 
of Earl B. Wilson, Inc. (Chrysler), 
479 S. Woodward Ave., Birming- 
ham, Mich. 

Associated with Wilson in the 
new firm are his son, Earl B. jr., 
sales manager; C. M. Welch, gen- 
eral manager; Louis J. Molner, 
secretary-treasurer, and Clebourn 
Meade, service manager. 


AUTO BOOKS 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down" and 
real competition arrives. 





AUTOMOTIVE FUNDAMENTALS. By 
Irving Frazee and Earl L, Bedell. Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 


THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards, ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 


KNUDSEN, A BIOGRAPHY, By Norman 


Beasley. 397 pages, cloth bound. §3.75 
postpaid. 
AUTOMOTIVE MECHANICS. Wm. 5. 





Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant 
Three books—Book No. 1, §$2.00. Books 
2 and 3, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor car 
business. $3.75 postpaid. 

FASTEST ON EARTH, By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 

HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid, 

FLOYD CLYMER’S MOTOR SCRAPBOOK 
covering antique cars, Order edition No. 1, 
2, 3 or 4—$1.50 each, Deluxe cloth-bound, 

















$2.50. Latest Scrapbook Edition No, 5, 
$2.00 paper cover, $3.00 Deluxe edition 
Steam-Car Scrapbook, $2.00, Deluxe Edition 


$3.00 postpaid, 
INDIANAPOLIS RACE HISTORY BOOK— 
1909 TO 1946, 852 pages, 1,000 illustrations. 
Deluxe edition $5.00, paper-bound $3.50 
Yearbooks covering race each year avail- 
able—1947, $1.00. 1948—$1.50. 1949 Year- 
book, new and large, $1.50 postpaid. 


FLOYD CLYMER’S TEST REPORT and 





Survey Books on new automobiles. °49 
Chevrolet $1.50, '49 Kaiser Vagabond, 
$1.50. °49 Ford $1.50. '49 Mercury $1.50. 


’49 Studebaker $1.50, Clymer's Catalog on 
1949 U. 8S. Built Cars. All makes illus- 
trated with specifications. Postpaid, $2.00. 
FORD OWNER’S HANDBOOK, Complete 
service information all Ford cars, ‘32 to 
‘49 inclusive, Postpaid $1.50. ate . 

CLYMER’S CATALOG on al! 1949 British 
ears including photos, specifications and 
prices, postpaid, $2.00. 


BOOK DEPARTMENT 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
Ended 


Sept. 24, 
1949 


4,212 
3,006 
8,489 
14,106 
.. 27,296 
. 21,782 
904 
ry 4,610 
GENERAL MOTORS . 53,320 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 
KAISER-FRAZER 


PACKARD 
STUDEBAKER 
WILLYS?+ 


Total Cars, U. S.... 
¥Station wagons and Jeepsters. 


128,958 
*Revised. 


Same 
Week, 
1948 


1,641 
501 
374 


5,154 
3,975 
440 
3,535 
481 
2,473 
412 
2,798 
261 
66,968 


dan, 1 
to 
Sept. 25, 
1948* 
562,338 

$2,148 
63,557 
160,122 
256,511 
468,298 
337,156 
24,282 
106,860 
1,153,711 
201,396 
47,600 
573,774 
146,058 
184,883 
135,843 
41,262 
94,581 
24,869 
88,543 
87,368 
63,170 
120,819 
18,420 


Week 
Ended 


Sept. 17, 
1949* 


29,781 
4,358 
3,021 
8,588 

13,814 

28,357 

22,267 

879 
5,211 

54,790 
9,866 
1,861 

27,551 
7,132 
8,380 
1,679 

5 
1,674 
91 
2,591 
2,615 
2,126 
6,790 
998 


129,818 


Sept., 
1949 
to Date 
94,070 
13,896 

9,408 
27,164 
43,602 
87,181 
68,114 

2,831 
16,236 

169,099 
.29,073 

5,954 
86,761 
21,618 
25,693 

4,602 

5 
4,597 
309 

8,720 

7,121 

9,881 
20,541 

3,244 


a 


1,674,574 
303.306 
65,761 
833,745 
219,051 
252,711 


6,460 
47,319 
7,377 
114,73) 
105,244 
85,944 
161,038 
25,664 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
Ended 


Sept. 24, 
1949 


STUDEBAKER 
WHITE 


MISCELLANEOUS 


Total Trucks, U. 8S. 


Total Cars, Trucks 
U. S. a 
Total Cars, Trucks» 


20,373 


149,331 


6,408 


Grand Total, 
Cars and Trucks 


U. S. and Canada .. . 155,739 


Same 
Week, 
1948 


8,321 
99 
169 
3,104 
73 


92,171 


5,907 


Jan, 1 
to 
Sept. 24, 
1949* 
303,556 

266 
2,726 
116,425 
1,201 
180,797 
67,297 
98,730 
5,170 


Jan, 1 
to 
Sept. 25, 
1948* 
289,477 

2,293 
5,259 
119,867 
3,442 
241,564 
66,824 
125,356 
9,649 
8,770 2,815 
46,309 51,157 
9,328 6,156 
82,428 39.534 


Week 
Ended 
Sept. 17, 
1949* 
7,176 

4 

12 
2,591 
35 


170 


1,039 3,093 


20,978 64,461 1,026,626 


150,796 469,229 3,750,005 4,721,629 


6,372 20,600 181,296 217,822 


98,078 157,168 489,829 3,931,301 4,939,451 


Revised. Miscelianeous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 


Output Stays at High Clip; 
149,331 Built in Week 


(Continued from Page 1) 


been stepped up while others have 
held steady. September will be an- 
other 600,000-plus production 
month, with only the fact that 
fewer working days are available 
keeping it from topping August for 
volume, 

Although others may be expected 
to follow suit in October, the only 
place where output has been cut 
this month is at Mercury. 

Mercury production, starting 
last Monday, was cut more than 

100 cars to about 900 cars daily. 
About 1,070 Mercurys were built 
daily during August. 

But offsetting the Mercury cut- 
back, overtime operations resulted 
in the assembly of about 2,000 more 
Fords than usual during the week 
ended Sept. 17. i" 


EFLECTING the optimism held 

for settlement of a strike threat 
against it, Ford planned another 
production upturn on its namesake 
car for last week. 

A survey of the possible effects 
of a steel strike on the auto in- 
dustry revealed last week that 
most plants have at least a 30 to 
45-day supply on hand. 

Plants usually keep a 30-day steel 
float anyway, but the recent uncer- 
tainty of industrial relations promp- 





Counter Lamp Display 


Highlights Safety 

PITTSBURGH.—The Westing- 
house Lamp division has hitched 
its point-of-sale promotion for 
automotive light bulbs this fall to 
a safety theme with material en- 
dorsed by the National Safety 
Council. 





ted most of them to expand such 
inventories. 


If a steel strike is in effect later | 


this week, it appears that most 
plants will be able to operate on a 
five-day basis for at least six weeks. 
if other exigencies don’t arise. 

* + 


FoR example, a supplier who 
hasn’t made ample preparations 
against a steel strike could throw 
a monkey wrench into the whole 
setup. Only one supplier would 
have to be lax in this regard to shut 
down the production line of any 
auto company. 

U. S. plants should end September | * 
all set to send production of cars 
so far in 1949 over the 4,000,000 
mark, and combined production of 
cars and trucks over 5,000,000. 

Nine-month tabulations, ac- 
cording to preliminary estimate, 
should approximate 3,959,000 cars 
and 912,000 trucks for a total of 

4,871,000 vehicles. 

Thus, U. S. plants during the first 
week of October will need only 
41,000 cars to send that category 
over 4,000,000, and only 129,000 units 
to send overall production so far 
this year over 5,000,000. 

It would seem that only the worst 
kind of industrial chaos can keep 
U. S. plants from building more 
than 6,000,000 cars and trucks this 
year, despite changeover plans that 
are known to be in prospect. 

Production of cars in U. S. 
plants this year continues to out- 

pace that of 1948 by more than a 

million units, while truck produc- 

tion lags about 135,000, with the 
gap increasing each passing week. 

Current truck production is 20 
percent below what it was last year. 


53,779 | 


2,723,379 3,830,091 
| 











Packard Steps Up 
Training Activity 
On Its Ultramatic 


DETROIT.—Ultramatic drive is 
being featured in a series of five- 
day factory service schools which 
opened last week for Packard 
field service personnel. 


First offered as standard equip- | order 


26, 1949 


ment on Packard custom models, | training.” 


Ultramatic drive now is available 
at additional cost on Supers and, 
Packard officials said, later will be 
offered on Eights. 

J. A. Carr, Packard’s parts and 
service manager, said that six one- 
week sessions are planned—run- 
ning through October. 


A cutaway model of 
Ultramatic drive, service manual 
and slide films will be used to pre 
sent its theory and functions. Tw 
days of work will be devoted t 
disassembling, rebuilding, inspect 
ing and adjusting a unit. 

Zone service personnel subse 
quently will hold similar schoo! 


He said attendance at the ses-/|for Packard dealers’ service staff 


sions would be limited to 12 “in 
to emphasize individual 


throughout the U. S., Canada anc 
abroad, Carr said. 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT PAGEm 





Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 


HELP WANTED 


SALES REPRESENTATIVES WANTED. 
Salesmen, who are now calling on auto- 
mobile dealers, wanted to handle sales of 
profitable line of light utility service 
truck bodies designed for use by plumb- 
ers, electricians, television installers, etc. 
Only responsible persons considered. Ex- 
clusive territory arranged. Commission 
basis. Box 3421, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER for General Motors 
dealer in Florida east coast town, 35,000 
population, Permanent employment with 
excellent future. Must have experience in 
General Motors line and be capable of 
coordinating and managing entire service 
operation, Please give full information, 
including age and experience. Also send 
small recent photo. Box 3422, c/o Auto- 
motive News, Detroit 26. 





SERVICE MANAGER DIRECTOR for large 


General Motors dealer located in Milwau- 
kee. Pontiac or GM experience preferred. 
Must be capable of directing complete 
service operation, For the right man we 
have the opportunity. Give complete in- 
formation and references. Box 3434, c/o 
Automotive News, Detroit 26. 

HARD DRIVING, RESOURCEFUL SALES 
MANAGER, who knows every. sales 
technique from doorbells to direct mail 
to head a hard-hitting, aggressive sales 
organization to sell at least 1,200 new 
cars per year in a large metropolitan 
popular make dealership, now doing vol- 
ume of over two million dollars per year. 
Your shoulders will have to be broad to 
bear the authority, your knowledge and 
experience immense, If you feel ready to 
tackle such a job, send a resume of your 
past experience as well as an outline of 
what you think constitutes sales methods. 
Box 3435, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER. Live, aggressive, 
young, married man with thorough knowl- 
edge of Chevrolet and Buick automobiles. 
Agency employing six to eight mechanics. 
Reply in own handwriting, enclosing pic- 
ture of self and last ten years’ record of 
employment, Replys strictly confidential. 
Salary open. Box 3418, c/o Automotive 
News, Detroit 26. 





POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/, cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 


USED CAR MANAGER or top flight sales- 
man. Prewar and post-war experience 
managing used car sales. Forty-two years 
old, cooperative and dependable with good 
references, Desire permanent connection 
with aggressive new car dealer, Will 
consider any location. Box 3429, c/o 
Automotive News, Detroit 26. 


—- MANAGER OR GENERAL MAN- 

GER. Excellent record in merchandis- 
rote new and used cars, Thoroughly 
experienced and aggressive in directing, 
appraising, financing and _ supervising 
entire sales department, Seeking perma- 
nent position with new car dealer within 
or nearby metropolitan New York area. 
Box 3436, c/o Automotive News, De- 
__ trot 26. 


SERVICE MANAGER: " ‘Twenty- five years’ 
automotive experience, Ten years’ ex- 
perience as service manager with a direct 
factory dealer handling passenger cars 
and trucks for one of the ‘‘big three’’ 
located in the Metropolitan Chicago area. 
Willing to assume complete responsibility. 
Service and volume-minded. Employed 
as wholesale truck manager and available 
on two weeks’ notice to my employer. 
Western Chicago area or relocate prefer- 
ably Northern Illinois or Southern Wis- 
consin. Married and can furnish excellent 
references. Box 3412, c/o Automotive 
News, Detroit 26. 


SALES OR GENERAL MANAGER—Thor- 
oughly experienced in every phase of 
dealer operation. Extensive selling ex- 
perience in prewar buyer's market, Well 
qualified to hire, train and supervise 
salesmen, Very active in the wholesale 
market of used cars at present. Best of 
finance, bank and dealer references. Now 
employed as sales manager for Ford deal- 
ership in town of approximately 30,000. 
Interested in location in Georgia or 
Florida with dealer of greater volume. 
Box 3417, c/o Automotive News, De- 
troit 26. 





POSITION WANTED 


GENERAL MANAGER. GM trained with | ESTABLISHED AGENCY, 


twenty years’ successful experience in 
retail and wholesale in both passenger 
cars and trucks. Would consider cash 
investment in ‘‘Big 3’’ dealership. Now 
employed in major executive position, All 
replies confidential, Box 3419, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET PARTS MANAGER — Ten|NEW CAR DEALERSHIP, 


Managed parts depart- 
large volume in 1948, 
Record Club member. Available October 
15. Prefer St. Louis zone. Box 3414, 
c/o Automotive News, Detroit 26. 


_____ BUSINESS FOR SALE 


AUTOMOTIVE PARTS JOBBING BUSI- 
NESS. Florida east coast city. 
stock, inventory around $25,000. Stoc 
and equipment, good major lines. Near 
warehouses of major lines, Other inter- 
est, reason for selling. Box 3427, c/o 
Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


years’ experience. 
ment that did 








DISTRIBUTOR 
FRANCHISES NOW OPEN 


Nationally known builder of Funeral cars 
and Ambulances on Cadillac commercial 
chassis have distributorships open in the 
states of Texas, Oklahoma, New Mexico, 
Lovisiana, Kansas, Missouri, Arkansas, 
Washington and Oregon. State particulars 
Replies 


about yourself or organization. 


held in strictest confidence. 
“1949 The Biggest Year in 
This Company's History" 
Box 3437, 
c/o Automotive News 
Detroit 26 


| 


clea) |NOW HANDLING 


DEALERSHIP AVAILABLE 





now handling 
Nash, 400-car contract. Metropolitan 
deal, midwestern city. New, modern 
building, 20,000 square feet. Sales $825, - 
000 annually. Good service operation 
Price, cost less depreciation—approxi- 
mately $103,000. Box 3426, c/o Automo- 
tive News, Detroit 26. 


now handling 
Ford line, also popular line of farm 
machinery, total sales over $350,000 in 
1948, finest farm and industrial territory 
in Northeastern Wisconsin. Priced at in- 
ventory less 10%, equipment at regular 
depreciation. Total approximately $50,000 
All replies confidential. Box 3432, c/o 
Automotive News, Detroit 26. 


LINCOLN-MERCURY, 
160-car, central state town 35,000-75,000 
—10 mile radius, only dealer. Modern. 
brick building 145x70—new 1948, on lot 
125x450. Equipment, year old or less 
valued at $25,000, depreciation figured 
Many extras not figured. Approximately 
$10,000 parts and accessories. Gross sales 
so far this year over $400,000 with gross 
profit over $75,000. Excellent staff, 
wonderful repair business. Equipped for 
any kind of service. Business is support- 
ing too many relations, will sell all for 
$90,000, way less than cost. Applicant 
must qualify with factory. Address Box 
3433, c/o Automotive News, Detroit 26 


DEALERSHIP 
FOR QUICK SALE 


Now handling Ford cars and trucks—125 
vear contract. Located in town of over 
5,000 population in large trading area 
between Evansville and Indianapolis, In- 
diana. Will sell equipment and parts very 
reasonable. Building recently remodeled— 
for sale or lease. Prefer to sell but would 
take responsible party as partner. 


Box 3438, 
c/o Automotive News 
Detroit 26 
ee 
~ DEALER SERVICES 





NS | EMPLOYMENT SPECIALISTS — Automo- 


"DEALERSHIP WANTED —— WANTED 


WILL PAY CASH for new car dealership. 


Ford, Chevrolet or Dodge preferred in the 
middle west. Factory approval assured. 
Box 3428, c/o Automotive News, De- 
troit 26. 


DEALERSHIP AVAILABLE 


ESTABLISHED DUAL DEALERSHIP in 
Central New York community of 40,000. 
Net after income taxes $30,000 in 1948. 
Splendid future, Individual owner retir- 
ing for personal reasons. Purchaser to 
get factory approval and arrange for 
lease. Box 3413, c/o Automotive News, 
Detroit 26. 


ILLINOIS DEALERSHIP 
Packard). Rich farming community. 
Modern building and equipment, 5-year 
lease. 50-car contract, higher if desired. 
Did $225,000 gross in 1948. Buyer must 
qualify with factory. Price $15,000. Box 
3410, c/o Automotive News, Detroit 26. 


(now handling 


TEXAS FIFTY-CAR DEALERSHIP. Pop- 
ulation 10,000 city. Tile stucco building. 
Used-car lot adjoining. Popular low-price 
car. Bargain. Address Box 3409, c/o 
Automotive News, Detroit 26, 





WEST TEXAS—Now handling Pontiac. Top 
farming and oil town of 12,000 popula- 
tion. $30,000 and factory approval re- 
quired. Box 3423, c/o Automotive News, 
Detroit 26. 

DEALERSHIP. North | Central ‘Texas town 
of 6,000 population, Extensive oil produc- 
tion, cattle raising, poultry, dairying. 
Excellent money-making franchise (now 
handling Dodge-Plymouth). Will sell in- 
ventory at cost; equipment actual value 
Would run approximately $18,000. Might 
consider part on agreed terms. Box 3424, 
c/o Automotive News, Detroit 26. 

in Central Illinois, now 

handling Ford. 5,500 population. Sell for 

inventory, office and shop equipment. 
$20,000 will handle. No obsolete stock. 

Lease or sell building. Retiring account 

of health. Box 3425, c/o Automotive 

News, Detroit 26. 


DE: AL ERSHIP 


POPULAR NEW CAR AND ‘TRUCK 
DEALERSHIP, Located in Southern Ari- 
zona, Will pay for itself in less than 
eighteen months. Being offered at a very 
attractive price. Terms may be arranged 
to suit qualified buyer. Box 3430, c/o 
Automotive News, Detroit 26. 


MOST DESIRABLE of the “Big Three."’ 
1,200 car agency in eastern city. Broker. 
Box 3451, c/o Automotive News, De- 
troit 26. 


tive industry. sales service. parts. ad- 
ministrative. office. Emplovers. employes: 
inquiries solicited and welcomed. Carda- 
inal, 505 Fifth Avenue, New York City. 


INVENTORY SPECIALISTS. Parts and 
accessories inventories taken accurately, 
economically and auickly in Michigan. 
Tilinois, Indiana. Ohio. Pennsvivania and 
New York. Talbot's Automobile Dealers 
Inventory Service. 4690 Newport, Detroit 
13. Mich. Phone VAlley 2-9377. 


_NEW CARS WANTED 


—WANTED— 
NEW 1949 CARS 


General Motors, Chrysler and Ford Cars 
Phone, Wire or Write 


NORTHWEST EXPORT CO 
314 Lloyd Building Phone Main 4898 
Seattle, Washington 


NEW CARS FOR SALE 


$1 000 DISCOUNT on new Chrysler. early 
1949 Town and Country convertible. This 
er is new. Direct Chrvsler dealer, Lilly 
Motors. Inc.. 7023 S. Halsted St.. Chi- 
eaen 21, Tllinois. Telephone Aberdeen 
4-5360. 


; USED CARS WANTED 
TNTERESTED IN contacting dealer in 
Kansas City and possibly further east 
on clean late or nearly new cars. The 
Scotchman, 935. S. Ist., San Jose, Cali- 

fornia, 
USED CARS FOR SALE 





Philadelphia’s 


DEALER AUCTION 
EVERY TUESDAY ... 11 A.M 
* 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad St. Phila., F 
* 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUES 
* 


Tel. Livingstone 8-3000 


a 






































































USED CARS FOR SALE 





28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 
EVERY FRIDAY... 11 A.M. 
175-CAR AVERAGE 

Year's Percentage Sold Above 63% 

Dealers Buy - - - Dealers Sell 
GEO. LAWSON—-Owners--BUD FENNEMA 

DUTCH STUART, Auctioneer 


Dyer Auto Auction 
Phone ‘ca DYER, 


Res.: Lansing, Ill. 730 and - 
Lansing, Il. 107R | 


IND. 





USED CARS FOR SALE 








KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 

| Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 

Col. R. V. Martin, Auctioneer 

Iinois St. Phone Lincoln 5383 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Lecated 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC 
Phone 202-W4 | 


915 N. 











CHICAGO'S LARGEST AND BEST 


Auto Auction Every Thursday 


12:00 NOON. — RAIN OR SHINE. 
In the Heart of Chicago 
Bring or Send Cars as Early as Monday 
PLENTY SPACE — INDOOR ARENA 
Plenty of Cars and Buyers 
Get Lucky — Bring Tities — Take Home Cash 
Call Early and Reserve Numbers 








AUTO AUCTION. Every Wednesday, 1 
P.M. D.8S.T. Dealers only. Ohio Valley 
Auto Auction, West 8th St., East Liver- | 
pool, Ohio. Phone 6396. Plenty of buyers 
and sellers. Weekly prices mailed on 


request. 





We Sell Everything 
FOR YOU! 


Automotive News 


UNUSUAL OPPORTUNITY 


FOR AUTOMOBILE 
SALES EXECUTIVE 


Staff, Hudson Motor Car Co. 


Here is an attractive opening for the highest-type automotive 
sales executive with a company whose future is bright, and 
whose product—the New Hudson—is riding a rising tide of 
popularity. 


The man selected must have recent experience as an auto- 


5353 SO. HALSTED ST., CHICAGO, ILL. 


Ph: Livingston 8-8400 Dealers Only 
Auctioneer: John Corrigan 





On Sales Manager’s 


mobile zone manager or manager of a factory branch, and he 
must be familiar with all phases of zone or branch office 
operation. 





This is an important and responsible position in our organ- 
ization and it is compensated accordingly. 


If you meet the specific experience requirements outlined 
above, we would like to hear from you by mail, with an out- 
line of your business activity for the last five or ten years, and 
information as to your age and marital status. Enclose a 
recent snapshot of yourself, if possible. 


But do not wire or phone! No interviews will be arranged in 
advance of the above written information. Your reply will be 
held in the strictest confidence. Address your letter to C. A. 
J. Hadley, Sales Manager, Hudson Motor Car Company, Detroit 
14, Michigan. 





OLDSMOBILE PARTS 



























IMMEDIATE 
DELIVERY OLDSMOBILE 
Shipments made same day. HYDRA-MATIC 
COMPLETE TRANSMISSION 
STOCKS EXCHANGE 
For body, chassis, motor. 
Maximum | Any Moe’el 95 






permit you to nake liberal profit. GUARANTEED PERFORMANCE 


Prices quoted promptly for any 
part. 








ASK FOR COMPLETE DETAILS 





For Fast Dependable Delivery of Genuine Oldsmobile Parts 






Phone, Write or Wire 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. Chicago 16, Illinois 
Telephone: 





CAlumet 5-2000 
Authorized Oldsmobile Dealer 










AUTOMOTIVE NEWS, 








DEALER AUTO AUCTION | 


SEPTEMBER 26, 1949 59 


PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 


AUCTION TOUT s ORM AUS be 22s ee 


E 
= 


$100,000 STOCK, genuine Ford parts, re- 
built motors. Call or write Timmerman 
Sales Co., W. Market Street, Lima, Ohio, 
Telephone 4-7131. 


NEW KF PARTS AND TOOLS. % off cost. 
Lincoln Motor Sales, R. D. No, 1, Greens- 
burg, Pa. 

CHEVROLET DEALERS. Transmission re- 
builders, Chevrolet 4 speed transmission 
cases. Part No. 590524. New army sur- 
plus. List $19.50, your cost $8.45 f.o.b. 
Saginaw. Only 200 available at this price. 
Send your order—we ship same day. 
Draper Chevrolet Company, Saginaw, 
Michigan. 


SHOP EQUIPMENT FOR SALE 


ATTENTION CHRYSLER DEALERS!! 
Only 15 left—order now. Approved parts 
control card desks, Saves you $§—Im- 
mediate delivery $57.50 each. Sperber 
Mfg. Co., 1815 Trombly, Detroit or your 
MoPar field man. 


DEGREASER. Circo, vapor type, brand 
new, at less than jobber cost; National 
Auto Supply Co., 1100 Illinois Avenue, 
East St. Louis, Illinois, 


CLAYTON DYNAMOMETER FOR SALE. 
Flush type mounting—$800, Now in- 
stalled at our dealership. Buyer will have 
to remove it. Santa Monica Ford, 1230 
Santa Monica Bivd., Santa Monica, Calif. 


ANTIQUE CARS FOR SALE 


FOR SALE. 1902 Cadillac, new paint, new 
upholstery, runs good. Picture upon re- 
quest. Murray Motor Co., Monroe, Ga. 

1908 HUPMOBILE RUN-ABOUT in good 
running condition. Hubert Kelly Motor 
Co., Charleston 1, W. Va. 

WILL TRADE 


AIRPLANE, Ercoupe. Will trade for clean 
1946 or 1947 Ford, Chevrolet or Plym- 
outh, Airplane excellent condition, license 
just renewed. 340 hours, never on veteran 
training. Call 1570 or Write WFGN, 
Gaffney, 8S. Car. 


MISCELLANEOUS 


HOT ROD. The only monthly magazine 
about building roadsters, streamliners, 
etc. Sample copy 25c. §3 yearly. Hot 
Rod, 7164 Melrose, Hollywood, California, 





BUSES FOR SALE 


NEW 1949 DODGE school bus. Carpenter 
body, 36-passenger, price $2,800. Prime 
& Moore, Inc., Dodge Dealer, Seymour, 
Indiana. 





| USED CARS FOR 


| —AUTO— 
| AUCTION 


a 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We Are Quantity 
Shippers of All General Motors’ 


Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 


OLDSMOBILE 


AND ALL GENERAL MOTORS + 
PARTS.AT WHOLESALE 
$100,000 INVENTORY 
LIBERAL DISCOUNTS 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 














ATTENTION DEALERS 





Dept. AN. 

WE WHOLESALE ALL Hoods Core Supports eesti 
Grilles Hydramatic Parts ENGINE REBUILDING — Crankshaft 
MAKES AND MODELS Hub Caps Shock Absorbers grinding and _ metalizing. John P. 
Fenders Distributors Hughes Motor Co., Inc., 300 Commerce 

CALL, WRITE OR WIRE Gas Tanks Carburetors St., Lynchburg, Virginia. 
Joe Szopinski Trunk Lids Steering Wheels DOUBLESEAL closes gaps under overhead 
Used Car Manager Fuel Pumps Clutch Parts doors, stops drafts and pays for itself 
And M Other Items by cutting heating costs. Edwards In- 
Connell Cadillac Co. Orders Filled ' me Day Received dustries, Dept. 51, 4268 Shenandoah 


Ave., St. Louis 10, Mo. 


Michigan's Largest Independent 








WANTED. 


WRECKER, 1943 Ford Bomb service, 


FOR SAL E. 


NEW 54- and 60-passenger buses wanted. 


FOR SALE. Two 1939 GMC 56 passenger 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 


Cadillac Dealer 
Dick Connell Chevrolet 
Wayne County's Oldest Chevrolet Dealer 


12330 Jos. Campau 
Detroit 12, Mich. Tel.: TWinbrook 10603 


Tow Bar Sales Company 


Direct Factory Distributors 





3431 N. 15th St. 


Phil d | 
| Tel. “ elphia, Pa. 


100 So. CLINTON ST. CHICAGO 6, ILL. 
Baldwin 9-0352 and ?. 


DE 2.0700 - AN 3-8888 - DO 3-8373 




















SAY! IT'S EVERY WEDNESDAY - - - 12 NOON 
AT SCHOTTVILLE CORNERS 


WHOLESALE ONLY 


AUTO AUCTION 
Earl A. Schott 


ATTENTION DEALERSIII 


1947 PACKARD CLIPPER 6-CYL. $400 
4-DOOR SEDANS, for only......-. 


Also... AT GREATLY REDUCED PRICES 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 
4038 CHESTNUT ST. * PHILA., PENNA 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


2300 READING RD. CINCINNATI, OHIO 


WO. 0392 - 
PATTERSON 


WO. 3060 


PAT AUCTIONEER 








Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed When Requested on Your Letterhead 
Every Thursday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 


Every Friday 


TRUCKS WANTED 


SEVERAL WRECKED OR BURNED FT 
and FS8 Ford trucks wanted at once. 
Wire, write or call description and price. 
R. W. Adee, Box 1, Belle Fourche, S| 
Dak. 











Jeep with snow plow nd | 
wrecker crane or advise cost of eune 
alone. Doc Greiner, 1718 Monroe, Toledo, 
Ohio. 


NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [_] 





TRUCKS FOR SALE 





1%- 
4-wheel drive, boom and front | 
Ww. 


ton, 6-cyl., 
winch, Good mechanical condition. 
oO. Krause, Ashland, Ohio, 


Two (2) brand new and un- 
used 1948 Chevrolet % ton (model 3742) 
trucks. One with Montpelier urban deliv- 
ery body. One with Grumman all alum- 
inum delivery body. Below dealer’s cost, 
James A. Henderson Co., Youngstown, | 
Ohio, 4-4283. if 


BUSES WANTED 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 








Jobber [] Insurance [_] Financial [] 


Reos or Dodges, price important. Box | | 
3416, c/o Automotive News, Detroit 26. 
: IE A oho ate Or aie eee eres oa 
WANT SEVERAL NEW 199” and 161” WB i se ee se EOMO NO... ese eens 
Chevrolet bus chassis, must be advanced 
design. Quote lowest cash price FOB i] SS icin egw oda RA EAM EEC Coe SS ea oes eta 
Mitchell, Indiana, quick, United Bus | 
Sales, 828 E. Manchester Avenue, Los 
Angeles 1, California. | TRADE CONNECTION: 
BUSES FOR SALE Car Dealer [] Truck Dealer [] Manufacturer ([] 


school buses, Superior bodies, Westing- 

house air brakes, 700x20 10-ply tires all | 
around. Perfect running order. Kelly 

Dunn Motor Sales, 127 West Perry St., if 9-26-49 
Port Clinton, Ohio, ai Ea a ciidiilieaticatiitiian sate ae 


I 
| 
i 
Supplier []) i 
! 
i 
J 





Look what America’s most popular multi-stop 
delivery truck gives you NOW! 


; (ily, : 
I Safety (7 S) f 
1S WO ACCIDENT : 
| DRIVE CAREFULLY | 
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NEW International KB-5-M with 12-foot Metro* body 
to step up your multi-stop truck sales! 


Here’s a bigger, more powerful version of the multi-stop delivery truck with bigger payload 
ll-year leader in the extra-capacity multi-stop space and higher GVW rating. 
delivery truck field—the new KB-5-M! Its 360 
cubic foot payload space, 12,000 pound GVW 
rating, and 93 maximum brake h.p. at 3,400 


The KB-5-M extends the size range of Inter- 
r.p.m. meet today’s need for a more powerful 


nationals with all-steel Metro bodies—gives you 


three Internationals with payload spaces of 225, 
280, and 360 cu. ft. 


NE International multi-stop chassis units 
to widen your selling range! 


Now you can sell International multi-stop chassis for bodies 
that your customers have built to their own specifications. Three 
wheelbases —102, 113, and 135 inches— with three GVW ratings 


— 5,000, 7,000, and 12,000 pounds. Chassis come ready for body 
mounting with Metro body front-end sections. 


NE International with Metro coach body 
to tap a rich new market! 


This big value in the small bus field will appeal to country clubs, 
resorts, airports, feeder bus lines, sightseeing agencies, schools, 
jitney operators, and others. It’s the new Metro coach body on 


a KB-3-M chassis—a combination offering ideal !ow-cost trans- 
portation for from 8 to 16 passengers. 


International Harvester Builds Cj 
McCormick Farm Equipment and Farmall Tractors 


Motor Trucks. . . Industrial Power & 4 
— Refrigerators and Freezers - 
*Metro. Registered trade mark of The Metro- Tune in James Melton and “Harvest of Stars’ 
politan Body Company, Inc., subsidiary of NBC, Sunday afternoons 
the International Harvester Company. 


INTERNATIONAL “~~ TRUCKS 


INTERNATIONAL HARVESTER COMPANY ° CHICAGO 
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